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America in her stern crisis de- 
mands an air armada second to 
none .. . Resultant vast expan- 
sion of plane production and 
plants places upon all distributors 
a grave responsibility to pre- 
pare themselves for the greatly 


increased service demands of 





this, highly specialized industry 


IF PLANE BUILDING SPREADS — Page 17 








Beaver Model-C 


Portable Power Units 












3 Exclusive Beaver Features! 


(a) Automatic Chuck Wrench Ejector. 
(b) Latch to hold pipe tool handle. 
(c) Gears run in oil. 
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ONVERT hand pipe tools into electric tools to cut, thread and ream '% to 2-inch pipe. With 

drive shaft and geared tools 22 to 8-inch pipe may be cut and threaded. Bolts up to 
12-inch size. Has ample power to allow for dull dies and low line voltage. Choice of 110 
or 220 volt universal reversible motor. Now equipped with automatic chuck wrench ejector 
and safety latch—to protect machine and workman. Equipped with legs, vise and bender, as 
illustrated, the Beaver Model-C becomes a complete portable electric pipe shop. Model C-l, 
shown at the left, is furnished without vise; Model C-2, at the right, is designed to 


“> BEAVER’, 


2’ PIPE T@LS 
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THE SUPPLY MONTH 


IN THE FACE OF the sickening news 
from Europe and the Herculean task 
which lies before American business, 
the prospect of a continuation, and 
even a stiffening, of the Wages and 
Hours Act seems almost ridiculous. 
The problem of speedy production in 
the key industries and in those which 
serve those industries will be acute 
enough without complicating it. The 
cost of inefficiency now may well be 
more serious than a slight loss of 
“face” by a couple of professional 
labor leaders. 


iT ISN'T 


SIN OFTEN that the credit de- 
partment of a supply house gets a 
chance to tell the world what it does 
to help get business. We apologize 
for not bringing it up sooner but we 
are glad that we are able to make 
partial 
Pitts’ swell article in this issue. Maybe 


restitution by carrying Joe 
it will make some of you salesmen quit 


“viewing with alarm” the activities 


of the Comptometer boys. 


WHILE WE ARE J UBJEC 
of apologies and red faces, perhaps we 
had better nominate our candidates for 
May—ourselves. If all of you who had 
a little difficulty in tracing the conven- 
tion report from page 35 of the May 
issue to page 34 and then to page 36, 
we ask forgiveness and assure you 
that this is not a new style of makeup 
we have adopted but just a good old- 
fashioned “bull.” 


A GOOD MANY of our grandfathers 
are probably imitating whirling der- 
vishes in their graves if they were 
able to hear Q. Forrest Walker, econo- 
mist of R. H. Macy & Co., warn steel 
warehouse distributors at their annual 
convention against forward buying as 
a means to profit. We feel sure that 
you will be interested in Mr. Walker’s 
comments, briefed elsewhere in this 
issue, but one phrase, we believe, de- 
serves stressing: “Both theory and 
practice lead to the conclusion that a 
service business should seek its profits 
from its service functions and not from 
speculation in 
ordinary needs.” 
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WE WANT ORDERS-YES SIR! 


BUT WE CAN BEST SERVE “TOLEDO” USERS IF ALL 
ORDERS ARE PLACED THROUGH “TOLEDO” DISTRIBUTORS 


“Toledo” has long recognized the value of service rendered to industry by the whole- 
sale distributor. 


The following is a letter recently sent 
to all of our distributing connections 
which further amplifies 

our selling policy. 
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AVAILABLE 
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INTEGRAL SELF ALIGNMENT 
iS A FEATURE OF THE 
LINK-BELT SHAFER BEARING 
CONCAVE ROLLERS ALLOW 

3° TOTAL MISALIGNMENT 














Link- Pelé SHAFER ANGULAR CONTACT ROLLER 


BEARINGS give you outstanding talking points 


Look into the design of Link-Belt Shafer angular contact 
roller bearings and you will see their advantages and why, in 
direct return, you benefit through more sales. Why not then, 
with so much to offer, get behind this modern, widely- 
applied line and make it produce for you. Remember that 
the Easier Application feature alone has tremendous appeal 
and gives you sales advantages—and then there is the auto- 
matic adjustment for shaft deflection or misalignment that 
also does a job for selling. 

The Link-Belt line also includes: Babbitted bearing units, 
chains, sprockets, screw conveyor—in fact the complete range 
of power transmitting and materials handling machinery. 
LINK-BELT COMPANY, Indianapolis, Chicago, Philadelphia, 


Atlanta, Dallas, San Francisco, Toronto. Carried in stock by mill 
supply houses throughout the country. 8160 


LINK-BELT 
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COMPENSATION 


Self-alignment is an inherent 
feature of the Link-Belt Shafer 
roller bearing, which permits 
compensation for set-up inac- 
curacies or shaft deflections. 
The exclusive concave design 
of the rollers matches the con- 
vex surface of the races in such 
a way as to allow for shaft de- 
flection or misalignment up to 
3°. It does this without loss in 
efficiency or load-carrying ca- 
pacity. Also, the angular posi- 
tion of the curved rollers be- 
tween curved races provides 
high thrust capacity, and any 
combination of radial-thrust 
loads is carried equally well. 
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Every advertisement directs 
buyers to Goodyear distributors 


cxemecve Backing up the Distributor 


' a ~— oP Ox of the biggest advantages in being a 


Goodyear distributor is the kind of ad- 









TA 


vertising support you get. For Goodyear not 
only advertises extensively in leading maga- 
zines and trade papers, but it also boosts the 
distributor in every advertisement! This year 
Goodyear is using all the publications illus- 
trated, month after month, to direct mechan- 
ical rubber goods buyers to the nearest Good- 
year distributor. This consistent support year 
after year—coupled with the full-time selling 
help of the Goodyear Technical Man — is one 


- ») 
98 


of the main reasons why Goodyear Mechanical 
Rubber Goods are one of the topmost profit- 





makers among all the many industrial lines 






4 OIL Aub GAS 


JOURNAL 


THE GREATEST NAME 


4 


/ carried by mill supply houses. If you are not 
a Goodyear distributor why not see if your 


cr 
_ territory is open. Write: Goodyear, Akron, 
i, 










| Ohio, or Los Angeles, California. 








IN RUBBER 
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WRITE FOR FURTHER INFORMATION AND DETAILS 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 
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ys hast =, 
j doing scores of heavy duty jobs - 4 tw bance a 
ter, the new Thor-Nado Portable 





pctric Hammer opens up a host of 
babe new markets! 





IT’S THE “SLING-SHOT DRIVE”... 


that gives the Thor-Nado Portable Elec- 
tric Hammer a more powerful blow than 
any tool of comparable size! This in- 
genious rubber connection acts as both sas rials you can 
power accumulator and shock absorber iM WOOD... and composition materials } 

° e , : . i id 
: as — home honey Nado A _— ! use the Thor-Nado for cutting, gouging, 4 

600 times a minute . .. packs eac ‘ 

blow with MORE POWER! 


shap- 


: , i 
ing. Results are better; job time, shorter: 


THE THOR. 
NADO hammer 
weighs only 14 Ibs. 
- is only 13%” 
long . . . and has 
a capacity up to 1” Star Drill. It’s 
easy to handle and built to stay on 
the job! 


» rust, 

— ling to remove 
Chipping and sca : ae 
meeagat a splatter; chiseling 4 he 


ant wal a hint of Thor-Nado’s 


paint, vn 

welding — these 8!ve yu cee 
heavy duty applications. You i 
e - ¢ 


bo AMC emaeaacieee ARE YOU MISSING A B 
' you NE i A M ae 7 R Thor Distributors are making 


SOME BLOW! 
No. U-100 line that offers the greatest com 


INDEPENDENT PNEUMATIC TOOL CO. [<<a 


1 more! 


money! Why not join them? Joi 


the portable electric tool busines: 
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THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 
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UT the tiny conveyor belt of a 

cigarette machine next to one of 
the huge conveyors used in a modern 
quarry—and you have a situation like 
something out of Gulliver's Travels! 


Yet each of these two belts—represent- 
ing extremes in the tremendous range of 
sizes covered by Thermoid Conveyor 
Belting—has its own particular job to 
do. Each has to have the answer to its 
own set of problems. 


For every product, for every application, 
Thermoid engineers have developed 
a conveyor belt that offers maximum 


HOSE 


efficiency and minimum operating cost. 
Sixty years of development and research 
have given Thermoid engineers a 
“know-how” that solves many an operat- 
ing problem. 


Whether your problem calls for a stand- 
ard type of Thermoid Belting, Hose, 
Packing or Brake Lining, or for the 
development of special purpose mate- 
rials, you may be sure of immediate 
personal attention when you turn to 
Thermoid. Our representative in your 
immediate area is qualified to assist 
you with your problem. 


d types 
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Therm id 
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Steam Hose 
Tank ru F 
Gasoline Hose 


PACKINGS ° 
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THIS MONTH’S SALES BOOSTER 


FOR LUNKENHEIMER DISTRIBUTORS... 








Be 

















. Sturdily Constructed 
for Long Life, plus 
Easily Renewable, . 
Non-Metallic Dises 

for Low Upkeep + - 


LUNKENHEIMER 
/BRONZE "N-M-D’ VALVES 


ARE “CORRECTLY ENGINEERED” FOR | 
MAXIMUM ECONOMY ON THE jos! 
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CINCINMAT?, OFI0. U. SA 








Wr ENHEIME! 












_ _—_____——— —_— 

occ aEn 
SPECIFYING AND BUYING AUTHORITIES FOR ENDURING SERVICE 
IN MAJOR INDUSTRIES AT LOW COST...IT'S THE 





BRONZE "“N-M-D" VALVE! 


REMEMBER... . , 
. Ruggedness to withstand the hard usage en- 
MA countered in general service, plus the advan- 


° tage of discs that require no regrinding and 
YOU CAN USE IT WITH can be easily renewed . . . that's what you 
GREAT EFFECTIVENESS offer the buyer when you sell him Lunkenheimer 


: ""N-M-D" (Non-Metallic Disc) Valves. Discs are 
Ri i Sg nob cg available in four types . . . steam; hot water; 


cold water, air and gas; gasoline, oil, butane 
LUNKENHEIMER VALVES and propane ... so there's a broad market for 
this high quality, low cost item. 


Profit from the experience of our own factory representa- 


tives who, year ee you, Seve foued on the oe ESTABLISHED 1962 

way fo. convince buyers of Lunkenheimer's “Engineer 

Superiority” is to take a Lunkenheimer valve apart and THE LU MBERS <i he ER co. 
compare it point-for-point with whatever valve the pros- —wQUALITY’=— 

pect has been using. Throughout the year, our advertis- CINCINNATI, OHIO. U. S. A. 

ing will feature this visible proof of Lunkenheimer qual- event cmrnee 

ity, so take full advantage of a proven sales strate BOSTON ‘PHILADELPHIA 

.., make point-for-point comparisons on every cal. EXPORT DEPT. 316-322 HUDSON ST., NEW YORK 


SELL QUALITY-SELL LUNKENHEIMER 





The Line cf Cuctly Engince ved ’ Valves 
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FEATURES 4 
will help 
you sell 





HEADED AND THREADED PRODUCTS 


STRONG, TOUGH STEEL—By producing ACCURATE Fil—The precision and Do you know about the many other 

the steel and by controlling it through fine craftsmanship in Republic bolt —**¢¢! Products made by Republic for 

R bli k f. . fone it Stat the mill supply trade? Booklet No. 

every process, Republic makes cer- manufacture is best illustrated bythe 1.4. wilt bring you the complete list 
tain that every Upson Quality bolt, perfect fit between Republic Upson — Write for a copy. 

nut, rivet or other item will provide Quality bolts and nuts — never too 

the strength and toughness required tight, never too loose —just right 


in service. for speedy work. 


HIGH UNIFORMITY— Republic em- COMPLETE LINE— For your conve- 
ploys the most modern heading and nience, Republic stocks more than 
threading machines—even makes its 20,000 items ready for prompt ship- 
own dies—to produce bolts full in ment when you and your customers BERGER MANUFACTURING DIVISION 
shape, accurate in size and cleanly need them. Write for Catalog No. NIt&S STEEL PRODUCTS DIVISION 
: 5 7 ‘i ; STEEL AND TUBES DIVISION 
threaded —to insure uniformity 307—to Republic Steel Corporation, yrion DRAWN STEEL DIVISION 


in every box, case and carload. Bolt and Nut Division, Cleveland,O. TRUSCON STEEL COMPANY 








nly a 
elical Spring 


No “biting in’ to weaken thread pressure! 


There is NO substitute for adequate thread 
pressure in keeping bolted parts tight. Any 
device depending on teeth “biting in” to pre- 
vent backward turning of the nut cannot 
maintain the all-important pressure. As 
vibration drives the teeth deeper, pressure 
becomes weaker and weaker. 


Backward turning of the nut is never the 
initial cause of looseness in bolted parts. 


The cause is invariably bolt stretch, wear 
of contacting surfaces, or breakdown of rust, 
scale or paint. A Helical Spring Washer is 
the only device that compensates for the 
causes of looseness. It is the only device that 
maintains adequate thread pressure over a 


long range! 


SPRING WASHER INDUSTRY 
Wrigley Bldg. ¢ Chicago 


Nut is tightened by setting up pressure The Helical Spring Washer compen- 
on the threads. sates for the initial causes of looseness. 


The Helical Spring Washer maintains 
adequate pressure on the threads over 
a long range! 
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f on the defense, 


» [| says, sort 0 
of stainless 


It was after dinner one night, that Mabel 
holds up 4 pan she’s polishing. “You ever “Jenkins make 4 complete line 
notice” — she says profound like —“how steel Valves but we don’t stock them — be- 
easy this stainless steel is to clean and how cause they cost too much, I guess.” 
nothing ever stains '* 24 “Well, what's wrong with that? The more 
“yh huh” I answet automatically. they cost, the more commission for you.” 
“Well, our Tuesday Bridge Circle was out com ; eared t ot mY wife tell mentee 
‘ 3 to run our business put I have to admit she 
to the Milk Plant for a tour of inspection gee 
today- And when I saw all that nice stain- starts me thinking: So I g° around te o 
less steel pasteurizing equipment, it set me eons, bhp — a oer and the 
thinking. Wouldn't +t be better if all the aper Mill and the oap Works. 
food manufacturers handled their products Sure enough, all of them are using stain- 
with stainless steel.” jess steel for one thing Of another. I make ne 
a is : ; a list of their valve requirements and then ee 
swell” I answered, still not catching ©" tackle the boss. Be 
Well, it was logic he couldn’t dispute — 5° 
a line of Jenkins Stainless 


watching for my 
now we carry 


ts slowly, 
And out of 


Then she star 
reaction —“And wouldn't it be nice if you 
could get some of that business? Don’t any Steel Valves- 
facturers make stainless steel sion, I pought Mabel a swell new stainless 
steel cooker. 


of your manu 
equipment a 
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Preparedness Begins Now 


As we read the foreign news dispatches 
we feel like a man with a ringside seat 
to a bout in which one of the contestants 
has a pea-shooter and the other a tommy 
gun. The only weapon with which we might 
jump in and make the fight a little more 
even is also a pea-shooter—and worse than 
the other fellow’s since it is badly bent. 

Why did the little fellow let himself get 
in such a fix? What matter now? What 
are we going to do if the guy with the gun, 
having obliterated his opponent, decides that 
we're next? When we need a machine gun, 
why have we only a pea-shooter, and why 
is it bent? 

It is quite easy to get ourselves all tied up 
in these “whys” and “whats.” Unfortu- 
nately, even the complete answers to these 
questions will not help us much should we 
be selected as the next “opponent.” 


The time is past for recriminations. The 
time is past, too, for politics, for thoughts 
of self-interest or personal gain. Only one 
thing counts now—this country must arm 
itself and it must do so at an almost unbe- 
lievably fast rate. ‘This task will require 
the best military and business brains we 
have and it will entail sacrifices on the part 
of all. | 
Industrial distributors have a job cut out 
for them which is just as vital as is the train- 


ing of an adequate number of competent 
fighting pilots. 

The manufacturers and contractors who 
will be asked to carry the bulk of the load 
in the rearmament program will be faced 
with fantastic production problems which 
can be licked only with uninterrupted opera- 
tion. The distributor’s part in all this is 
not small. His job it is to provide a steady 
flow of reliable materials for production 
and maintenance, to see that operations are 
uninterrupted insofar as he can help make 
them so. 


True preparedness begins now. For the 
distributor who seriously wants to contribute 
his full usefulness in the emergency it means 
rechecking the neighboring plants that will 
soon be swamped with work, analyzing their 
needs and drawing up a plan of what it takes 
to serve those needs. 

The grim job ahead is faced with resolu- 
tion and confidence. Distributors along with 
their brothers in industry and in all other 
classes are ready and anxious to roll up 
their sleeves and work harder than they ever 
worked before. 

If force is to be the determining factor 
in this world, it shall soon be proved that 
American industry, concentrating toward a 
single goal, represents the most powerful 
force on the face of the earth!  , 
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THE REPUBLIC 
5-POINT POLICY A 


A line of rubber items sufficiently { 
complete to permit effectively sup- 

plying the requirements of the SS 
trade solicited. 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* ~ 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 





REPUBLIC 
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* Selecting a source of 
supply for mechanical rubber 
goods is an important decision 
for the Industrial Distributor. Here, 
as with other major lines, certain 
contributions to successful han- 
dling must originate with the 
manufacturer. 

Full cooperation and assis- 
tance are unfailingly provided for 
by Republic's 5-Point Policy .. . 
assuring Distributors of the right 
connection. Long, mutually prof- 
itable associations between Re- 
public and the country’s foremost 
Supply Houses have clearly 
demonstrated the business ad- 
vantages that result. What would 
the 5-Point Policy accomplish in 
your own efforts to increase the 
effectiveness of your sales and 
service efforts? . . . REPUBLIC 
RUBBER DIVISION OF LEE 
RUBBER AND TIRE CORP., 
YOUNGSTOWN, OHIO. 


RUBBER 











TALK OF THE TRADE 


OLD TIMER: Now there are six members in the 25-Year Club 
at Western Iron Stores, Milwaukee . . . Latest to join is 
Charles R. Muehlenbach, salesman, who was ushered in with a 
dinner in his honor and received a handsome watch from his well- 
wishers in the company. 


OFFICE HOLDERS: New president of the American Steel 
Warehouse Association is Rich Lewis (Chas. C. Lewis, Spring- 
field) . . . New president of the Alexandria, La., Chamber of 
Commerce is Joe Pitts, John’s boy (Brown, Roberts Hardware 
& Supply). 


NEIGHBORHOOD NEWS: International situation or no, 
T. Walker Lewis (Lewis Supply, Memphis) is heading for the 
International Rotary convention to be held in Havana 
George Frank, T. Walker’s salesman, heads in another direction, 
being scheduled for a trip to the altar June 8 and subsequent 
lioneymoon in Colorado. 


DARK PASTS: Harry Hultgren (Cushman Chuck) was once 
catcher for the Newarks in the International League . . . When 
enough pressure is applied Ed Ristau (Skilsaw) will admit to a 
brief career on the variety stage .:. . And can still beat out a 
snappy tap dance when he thinks no one is looking. 


MEXICO POSTLUDE: That bunch of bronzed citizens who 
straggled back over the border in early May was the contingent 
of delegates who left the Dallas convention for a week of sight- 
seeing in and around Mexico City . . . Six of ’em, the J. F. 
Ryans (Joseph C. Ryan & Sons, Yonkers), the Arthur Yorkes 
(Hansen & Yorke) and the Gus Fishers (Black & Decker) 
helped prolong the carefree hours by returning on a boat from 
Vera Cruz via Havana . . . For their generous efforts in mak- 
ing a success of the convention and the Mexico City idea, the 
Jack Dales ( Briggs-\Weaver) were presented by the Mexico visi- 
tors with an electric clock which, to keep up with Jack, will 
probably have to be set an hour ahead. 


REFLECTED GLORY? When both the New Yorker and the 
Saturday Evening Post last month presented feature articles on 
that journalistic phenomenon, Dorothy Thompson, it was natural 
that Howard J. Wilson (Great Lakes Supply) be dragged into 
the picture, since Mrs. Wilson is Dorothy’s younger sister 

Howard took it in stride, being content with achievements of his 
own, not the greatest of which was his winning this journal’s Dis- 
tinguished Service award in February of this year— J, J. W. 
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Fame in the family 





"This is our third move in eight years and 
each time into larger quarters,’ explains 
Leo H. Gorton (right) of Machine Tool & 
Supply Co., Tulsa, to B. F. Covington, visitor 
from the Pyrene Manufacturing Co. 


Carl Hedner (Yale & Towne), Ralph Hanes (U. S. Rubber Co.) 
and Charles C. Chamberlain (Jenkins Bros.) conduct a clinic at 
the all-day meeting of the Technical Publicity Association in Hotel 
Pennsylvania, New York City 


Henry Idema, Mrs. Grevengoed and E. H. Idema, three who 


plugged hard to make a success of the industrial show held by Wire Rope) and R. Trimmer (Manufacturers’ Supply). 


Manufacturers’ Supply, Grand Rapids 


W. Blom and fair receptionists 
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Scenes at the Grand Rapids Show: (Top) Larry Gignac (Hazard 


(Below) 
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INDUSTRY ORGANIZES 
For National Defense 





a to what is happening in Europe, the American 
people are setting out to strengthen their defenses 
against aggression from any quarter. Already the govern 


ment has laid down an initial program to that end 


The surest defense against aggression is the ability to 
resist it. If we are known to be well prepared we may 
avert attack, If we cannot avert it we shall be armed against 
it. But preparedness against war means preparedness to 
wage war. 

And modern war is an industry. Like every other indus 
try, it is a matter of men, materials and machines. Fighting 
men must be skilled workers, trained to use an arsenal of 
special tools and equipment that are just as diversified and 
just as essential to success as those of any other industry. 


The plant, supplies and personnel of war must rival in 
efficiency those of any peacetime industry. For the stakes of 
success or failure in war are not paid in money profits or 
losses: they are paid in the lives and property of the people, 


in the security 


perhaps the survival of a nation 


* * 


Sound national defense calls first for a comprehensive 
program, carefully planned to back up a clear-cut policy as 
to what we expect to defend, Next comes the appropriation 
of funds to realize that program. These first steps are vital: 
they are up to government. 


Then program and appropriations must be translated into 
performance, Native raw materials must be produced, pro 
cessed and stored. Our meager supplics of strategic materials 
of foreign origin must be built up until we have accumu- 
lated ample stockpiles against the use and wastage of active 
war. And most urgent, because it is most complicated, raw 
materials must be manufactured into the innumerable items 
required to equip the mode rm army 


We of McGraw-Hill, living with American industry as 
we do, are keenly aware of the effort that will be required 


to produce the materials and cquipment now needed to 
modernize our national armament 


Tanks and anti-tank guns, airplanes and anti-aircraft 
guns, machine guns and automatic rifles, trucks and tractors, 
destroyers and supply ships —— these are but a few items 
from the endless inventory of military and naval equipment 
that we must produce by scores, hundreds and thousands, 
even to arm an Initial Protective Force, behind which we 


might rally our national resources for decisive cffort 


Obviously the army and navy must count on American 
industry for an ample and continuous supply of this equip 
ment, and industry must organize to produce it in vast 
quantities. This means the construction and adaptation of 
manufacturing, transportation and storage facilities, the or 
ganization of competent executive and technical staffs, the 
training of skilled craftsmen in numbers adequate to main 
tain exacting production schedules, All this, in itself, is an 
industrial organization problem of the first magnitude, but 
upon it is imposed still another and vital specification 
sustained speed. 


For time is the all-essential ingredient of modern war. It 
cannot be bought with any appropriation, however great; 
once lost, it cannot be recaptured; we must make effective 
use of it while we still have it. And at this juncture we have 


none to waste in fumbling, jockeying or experiment 
* * * 


Two courses are open to carry out such a program 


1. We might adopt the totalitarian plan of nationalizing 
industry, conscripting the wealth and labor of all, and sup 
pressing the normal incentives and management of industry 


in favor of the authority and control of government officials 


2. Or we can stick to the American way of achieving 
national unity and efficiency by intelligent cooperation be 
tween industry, labor and government. 


There are those to whom the first will appeal as being 
the more direct. But I am convinced that most Americans 
will insist that the job be done in the American way. And in 
this preference the President, speaking for government, al- 
ready has indicated his concurrence. 
























But effective cooperation in so complex and unfamiliar a 
task demands the utmost of mutual understanding and con- 
fidence from all concerned. Confusion of purpose and con- 
flict of opinion are bound to arise — have, indeed, already 
arisen. Needs and capacities in many fields must be recon- 
ciled, relative priorities for various products must be de- 
termined, specific parts of the whole program must be 
allocated, supervised and coordinated with other parts. 
Government officials, smarting under the whip of urgency, 
must render quick decisions on highly technical matters, 
while industrial executives, masters of their own operating 
technique, must adapt themselves to arbitrary and unfamiliar 
requirements, 


Under such conditions, many problems will arise that 
must be worked out between the men of industry and those 
of government. Some of them will be the more acute be- 
cause of the restrictions under which industry has had to 
work during recent years—restrictions that have curbed not 
only the expansion of plant capacity, but also the develop- 
ment of improved processes and the supply of skilled 
workers. Now, from this sag in our industrial growth, many 
departments of industry must undertake an overnight ex- 
pansion of capacity to meet the exacting time schedules of 
national defense. So industry must look to government for 
the cooperation that will enable it to expand its facilities 
promptly and yet write off in reasonable time its heavy 
emergency investments 


7 « * 


If we are to deal wisely with these situations, and many 
more we cannot now foresee, everyone engaged in any part 
of the defense effort must be willing and able at all times 
to get a fair understanding of the problems of the others. 
To help maintain such an understanding McGraw-Hill is 
peculiarly fitted 


1. By the organized exchange of views and information 
among our 24 papers, we can help to coordinate the think- 
ing and practice of the 1,000,000 executives, technicians 
and operating men who are their readers, in matters that 
have to do with their part in the defense project. 

2. Through constant contact with government agencies 
and the men of industry, our papers can interpret to in- 
dustry the needs and policies of government and to govern- 
ment the problems and requirements of industry. 


3. For the men of industry, each of our papers will 
expand its regular service as a clearing house of technical 


and operating data, with special reference to the needs of 
plants that are producing defense materials and equipment. 


To forward these objectives we have set up within our 





company a National Defense Editorial Board. It is com- 
posed of the chief editors of our publications that serve 
the functions and industries that are of key importance to 
the defense effort. Made up of men intimately familiar with 
the personnel and practice of their industries, this board 
will stimulate and supervise the activities of McGraw-Hill 
papers insofar as they can contribute to the defense effort. 
It will outline basic editorial themes, directed to the for- 
warding of that project, to be adapted by each paper to the 
special needs of its specific field. 

The board will keep close touch with industrial execu- 
tives and technicians so as to keep abreast of new problems 
as they arise. It will maintain contact also with government 
defense agencies and keep our editors posted as to govern- 
ment objectives, plans and problems. Thus it will function 
as a link between the several governmental defense agencies 
and the McGraw-Hill editorial organization, and so help 
each editorial staff to develop a program best suited to the 
special problems of its industry. 


* * * 


In thus undertaking our part in an extraordinary indus- 
trial effort, we shall not neglect the normal concerns of 
American industry. So far as may be consistent with the 
paramount needs of national defense, production and dis- 
tribution of the goods and services normally consumed by 
the American people must go on. The effort to mobilize 
industry for the national defense must be, in large measure, 
an additional job and an added burden. 

That burden is within the capacity of the American 
people. But it will not be light. And if industry is to carry 
successfully its heavy share of that burden, it needs the full 
cooperation of every industrial function. 


For more than seventy-five years, through peace and 
war, McGraw-Hill publications have served to interpret be 
tween the various departments of industry and between in- 
dustry and the American people. Today, as we face these new 
problems, there is a new and urgent need for interpretation 
between the industries we serve and the government to 
which we all bear allegiance. It is fitting that McGraw-Hill 
should undertake this effort. To it I pledge every resource 
of our organization. 


President, McGraw-Hill Publishing Company, Inc. 

















This message is appearing in all McGraw-Hill industrial and business publications, 
reaching over a million readers. 
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IF PLANE BUILDING SPREADS - 


—distributors everywhere may face gigantic 


tasks in servicing this No. 1 defense industry 


On May 16, President Roosevelt told 
Congress, ‘I like to see this 
nation geared up to the ability to turn 
Yes, 
and | go further, | believe that this 
nation should plan at this time a pro- 
gram that will provide us with 50,000 
military and naval planes.” 

The magnitude of that task will be 
realized when it is 


should 


out at least 50,000 planes a year. 


recalled that in 
the period from September 1, 1939 to 
March 31, 1940, American manufac- 
turers made and delivered 1247 ships, 
or an average of 178 per month. 
Only 23 of the country’s 84 airplane 
manufacturers are now making mili- 
tary aircraft. Only three motor manu 


facturers can make engines of 1000 
h.p. or more. 
The industry at present is concen 


trated in the Northeast and in South 


ern California. The President's rough 
plan proposed new plants between the 
\lleghenies and the Rockies. Which 
may well mean supply salesmen in this 
zone will be faced with the problem of 
rendering service to a plant entirely 
new to them, one of the busiest, most 
exacting industrials of the present era. 

The activity of this industry now, 
and the strong possibility of its pene 
tration to territories where it has never 
operated before, places extreme im 
portance on this timely article from a 
salesman who has long experience and 
success with selling the aircraft build- 
ers. P. S. Omohundro, as_ sales- 
Supply, has 
lived with the fast growing aircraft 
industry. 


manager for Garrett 
His guidance may prove 
of tremendous value to others in the 
Pins 


months to come. leprrors. 


John RB, Ragsdale, tool engineer, Union 


Twist Drill Co., points out polished 
faces of milling cutter designed for 
aircraft work to P. S. Omohundro 





BY HENRY W. 


PACIFIC 


YOUNG, 


COAST EDITOR 


What’s the procedure in selling the 
aircraft manufacturing industry, 
particularly in the tool line, P. S. 
Omohundro, sales manager of the 
Garrett Supply Co., Los Angeles, 
was asked to elucidate. He is not 
only sales manager but an active 
salesman to this new and tremend- 
ously fast-growing industry. 
Angeles is to the aircraft industry 
about what Detroit is to automobiles 
Located in that center are the fac 
tories of Douglas Aircraft, largest in 
the world and employing 15,000 
men, Consolidated, Vultee, Nor 
throp, Lockheed and North Ameri 


can. 


Los 


To begin with, Omohundro ex 
plained, the salesman must know 
how the tools are used and in what 
class of work. The major classes 
are two—those operating at excep- 
tionally high speeds for iridium alloy 
metals and those running at lower 
speeds for use with alloys such as 
chrome nickel, chrome molybdenum, 
etc. The complete range of cutting, 
however, is from the softest plastics 


and non-ferrous metals up to heat 
treated, high tensile steels, as high 
as 200,000 Ibs. tensile strength. The 
mail tool 
with 


problem in’ connection 
the plastics is the abrasive 
quality of the material and its action 


on the tool. With the 


steels, it is” the 


stainless 
work-hardening 
If the tool 
metals a 


properties of the metal. 
these 
polished surfage is formed that the 


slips just once on 


tool will never cut. 


It isn’t such an easy matter for 
the salesman to understand the oper 
ating conditions and classes of work 
business 


The 
and 


involved, because in this 


his call stops at the front office 
purchasing agent is |is. first 
about only point of contact, unless 
other men are called in to see him. 
regulations, 


admitted to the 


Because of wartime 


salesmen are not 
factories and thé usual contacts with 


foremen, and mechanics, which are 


easily made in the ordinary indus-, 


trial plant, 
“Orders originate in the tool de 


are impossible. 
sign department,” he continued, 
“and — their 
turned over to the purchasing agent. 


recommendations are 


The latter exacts more than ever of 
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the tool salesman in’ the way. of 
knowledge of his products and what 
they will do. The business is grow 
ing so fast and is in such a state of 
flux that a type of ship may be obso 
lete almost as soon as the first one 
That 
means new designs and new tools 


is completed, and even before. 


coming along all the time. 

“So many things are coming up 
so fast that the best purchasing agent 
cannot keep on top of them all. So 
he depends more on the salesmen 
generally and more and more on his 
confidence in certain individual 
salesmen who know their lines. The 
purchasing agent, as we all know, 


He looks 


the ‘bunch’ over and soon forms a 


is a pretty wise fellow. 


pretty accurate opinion as to the ones 
who know their stuff, and they are 
that 
wave of the finger. 


the ones most often get the 
When a prob 
lem comes up of a special nature, he 
may then invite the superintendent 
or production man in to consult with 
the salesman. 

“In the 


business, 


aircraft manufacturing 
we find about every type 
of established shop procedure and 


practice plus the new things that 


17 





are cropping up every day. In gen- 
eral, it may be said that the tools 
listed in the catalogs of today were 
in the majority of cases either devel- 
oped or made standard by the auto- 
mobile industry in the past two 
decades. 

“Now, along comes the aircraft 
industry, already of huge propor- 
tions, that is even now developing 
and standardizing still other tools. 
Particularly is this the case with 
the finish of cutting tools—the finish 
that will permit tools to clear them- 
selves in finer and faster work, to 
obtain hitherto unknown precision 
in factory production work. The 
tolerances are getting closer and 
closer. [I know of no industry that 
requires machining to such exact di- 
mensions. ‘This in face of the fact 
that the industry is yet compara 
tively new and not on a real pro- 
duction basis. It is still in the 
hundreds stage of production as 
against the millions stage as in the 
automobile field. Douglas mechanics at work on DC-4, 65,000 pound stratoliner. Note difficult 
riveting Operation 


“In the case of aircraft manufac 
ture, there are specifications to be 
met not merely of factory produc 
tion but those of the army and navy, 
the most rigid known. On top of 

(Continued on page 112) 


The section at the left in this picture of the Glenn L. Martin Co. plant at 
Baltimore, was pushed through from blueprint to complete readiness for opera 
tion in only eleven weeks in an attempt to keep up with skyrocketing orders 


: 
niyo 
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BEFORE YOU LEAP 


Having a business of your own may sound like the straight path to Utopia. . . But here's a man 


with burned fingers who can tell you it's a rocky road, full of pitfalls and lurking dangers .. . 


Some make a go of it, but many more fail, and if you are one of those who dream of taking the 


big plunge, better stop first to read these warning signs! 


Just As Most small boys want to 
be firemen or policemen when they 
grow up, most salesmen yearn for 
the day when they will be in busi- 


ness for themselves. I had that big 
yearning myself; had it so strong 


that, with two other ambitious fel- 
lows as partners, [ took the big 
leap. We formed our own company, 
rounded up a stock, rented a store 
and set out to win our 
Instead, we wound up broke. 
Why? Why, when we 
contacts, true friends among the 
industrial buyers and a_ thorough 
knowledge of our territory, couldn't 
we make a go of it ? 


fortunes. 


had good 


Perhaps if I review the reasons 
for our downfall it may cause some 
of the other salesmen who have this 
same ambition to give more careful 
consideration to all the factors in- 
volved before attempting such an 
important step. 

I don’t contend that, because my 
own venture flopped, no one else 
should try it. I realize a great many 
of our good mill supply houses were 
begun by personable, able salesmen 
who struck out for themselves. But 
the point T want to make is that it 
takes more than personality, more 
than having good contacts and being 
liked by your customers to make a 
successful supply house. True, the 
mill supply organization is basically 
But that 
It's a business of in 


a selling organization. 
isn’t all it is. 
finite and everlasting detail, where 
executive ability is perhaps even 
more important than sales ability. 
The credit 
enough to cause many new enter- 
prises to trip and fall. In our own 
organization we had three salesmen, 
none of whom was the slightest bit 
credit minded. The job of saying 
yes or no on a customer’s credit had 


matter of alone is 


\NONYMOUS 


always been done by someone in 
side, Llow he arrived at his decision 
was something we didn’t know and 
didn't bother to think about. 


So, unless the proposed new firm 


even 


has at least one partner who has 
proved his capability for business 
management, my advice would be, 
“Forget it.” 





most 


motivates 


what 
salesmen to dream of breaking away 


Pre bably 


and forming their own business is 
the thought that their contacts with 
customers represent a personal asset 
of definite market value; that cus- 
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tomers know ¢hem, and buy from 
a great deal 
of thought to the house they repre 
sent. 


them, without giving 


Don't be too sure about that. 
What we don’t always realize ts that, 
over the years, the older house has 
been getting in its own licks at con 
tact building. The inside people 
hear from most of your customers 
regularly by telep! 
they render service 


Sometimes 
that you don't 
know about, services it would be 
unpossible for you to perform. Every 
invoice that goes out registers the 
name of the house on the custom 
er’s mind, and in addition there may 
be frequent mailings that build up 
the standing of the house, not you. 
Furthermore, there is the matter of 
facilities. The tools required for 
rendering good service in this busi 
ness are not gathered together all 
in a day. Your parent house has 
been adding to its facilities little by 
little through the years. It 
to reason 


stands 
you can’t. start from 
scratch and hope to compete equally 
with the older house on this score. 
\nd to hope that the customer won't 
consider this when he’s asked to 
switch his account from an old es 
tablished = firm = which 
rendering satisfactory service, to a 
new, untried that 
would be letting optimism have too 


has been 


organization 


I'm afraid my own 


bunch was a little stronger on opti 


lree a rein. 
mism than foresight. 

The human clement is something 
else of more than a little importance, 
If you can’t swing it alone and need 
partners Your co 
planners, Bill Smith and Tom Jones, 
may seem like princely good fellows 
before you bind your fortunes to 
gether in a cooperative venture. Bill 
looks like ready cash any time, with 

(Continued on page 96) 


take it easy! 





TABLE I—STANDARD HORSEPOWER AND SYNCHRONOUS-SPEED 
RATINGS OF CONTINUOUS-DUTY, GENERAL-PURPOSE 
INDUCTION MOTORS 
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Selection chart for syne 
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hronous motors 
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750 
750 
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750 
750 


750 


25 


Rpm 


APPLICATIONS 


Characteristics and preferred 


applications for this commonly 
used motor—showing when and 


where to suggest it 


IVER SINCE 
the polyphase in 
duction motor in IS8&, designers have 

to 
The 


Nicota Testa developed 
alternating-current, 


brute 
drives. 


with 
it for 


rugged, 


struggled the unruly 


harness power 


simple, polyphase, squirrel- 
cage unit, with 


looks like 


of both designers 


no moving contacts, 
to the 


uscrs, 


the answer 
and 


prayers 
but in 
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MOTORS 





SELL | 


practice it falls shy of the desired ideal. 








High efficiency, high starting torque 


and low starting current 


he had in a 


are desirable 
habits for every motor, but they can’t 


t 


simple squirrel-cage ma 


TABLE 1I—HORSEPOWER AND SYNCHRONOUS-SPEED RATINGS 
OF GENERAL-PURPOSE INDUCTION MOTORS FOR 
DIRECT CONNECTION 
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(Continued on 
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102) 








TABLE III—CHARACTERISTICS AND APPLICATIONS OF POLYPHASE AC MOTORS 








Polyphase Ratings Speed Speed Starting Pull-out 
Type Hp Regulation Control Torque Torque Applications 
General- 0.5 to Drops about None, except 200% of full- 200°, of full- Constant-speed service where 
purpose squir- 200 hp 3% for large multi-speed _ load for 2-pole load starting torque is not exces- 
rel cage to 5°, for types, designed to 105% for 16- sive. Fans, blowers, rotary 
small sizes for 2 to 4 fixed pole designs compressors, centrifugal 
speeds pumps, wood-working ma- 
chines, machine tools, line 
shafts 
Full-voltage 0.5 to Drops about None except 200° for 2-pole 200°, of full- Same as general purpose 
starting, nor- 200 hp 3°% for large multi-speed to 105°% for 16- load motors above 
mal stg forque, to 5% for types, designed pole designs 
low stg current, small sizes for 2 to 4 fixed 
squirrel-cage speeds 
Full-voltage 3 to 150 Drops about None, except 250% of full- 200° of full- Constant-speed service where 
starting, high hp 3% for large multi-speed load for high- load fairly high starting torque 
stg torque, low to 6% for types, designed speed to 200° is required at infrequent inter- 
stg current, small sizes for 2 to 4 fixed for low-speed vals with starting current of 
squirrel cage speeds designs about 400°%, full load. Re- 
ciprocating pumps and com- 
pressors, conveyors, crushers 
pulverizers, agitators, etc 
Full-voltage 0.5 to Drops about None, except 300 to 3159) of = 300°. This Constant-speed service and 
starting, high- 150 hp Tto1l2°) from multi-speed full load, de- motor will usu- high starting torque if starting 
stg torque, no load to types, designed pending upon allynotstallun- not too frequent, and for 
high-slip,squir- full load for 2 to 4 fixed speed and rotor _ til loaded to its taking high-peak loads with 
rel cage speeds resistance maximum — or without flywheels. Punch 
torque, which wresses, die stamping, shears, 
occurs at stand- milldozers, bailers, hoists, 
still cranes, elevators, etc 
Wound-rotor, 0.5 to With rotor Speedcanbere- Upto 300°; de- 200% when Where high starting torque 
external-resist- several rings short- duced to 50% pending upon rotor slip rings with low-starting current or 
ance starting thousand circuited, of normal by external resist- are short cir- where limited speed control is 
drops about rotor resistance. ance in rotor — cuited required. Fans, centrifugal 
3°% for large Speed varies in- circuit and how and plunger pumps, compres- 
to 5°) for versely as the distributed sors, conveyors, hoists, cranes, 
small sizes load ball mills, gate hoists, etc 
‘ 
Synchronous 25 to Constant None, except 10°, for slow-  Unity-pfmotors For constant-speed _ service, 
several special motors speed to 160% 170%; 80% = direct connection to slow- 
thousand designed for 2 for medium — pf motors 225%. speed machines and where 
fixed speeds speed 80°% pf Special designs power-factor correction is re- 


designs. Special 
high-torque de- 
gnis 


up to 300% 


quired. For application see 
table, page 81 











SALES THROUGH CREDIT 


A credit manager who understands sales points the way to greater 


profits through a better understanding of mutual 


ny JOE PITTS, crevit 


THE VERY FACT that | was invited 
to bring up the subject of credit is 
proof in itself of the constantly in- 


creasing desire on the part of men 


in business to discuss matters in 
which they have a mutually vital 
interest, rather than to withdraw 


into the confines of their own shells, 
so to speak, and follow the practice 
of “dog-eat-dog” and “devil-take- 
the hindmost.” 

No single complete, yet brief defi- 
nition of the word 
heen offered. 


“credit” has ever 
Hlowever, no con- 
fusion exists as to its functions and 
responsibilities. We accept the cus- 
tomer’s credit in exchange for goods 
because of our confidence in his 
ability to pay at a specified time. 
The buyer regards it as a means to 
obtain merchandise in exchange for 
a promise to pay at a certain time. 
that credit is a two- 
edged implement, valuable to both 
buyer and seller. It is, in fact the 
life blood of business and 
close to being the warp and woof of 
the financial fabric of 


Thus we see 


comes 


the world. 


The credit department has the 
important, yet frequently delicate, 
task of guiding the machinery. of 


credit effectively, so that it will give 
the greatest possible 
. at the 
profits by 


stimulus to 
sales and same time, enhance 


bad debts. 
Now how is this Utopian result to 


minimizing 


be achieved? Three essentials seem 


to prevail, 
honesty. 


FIRST that I 


fraud in 


\nd by 
avoidance of 
of credit 
sonal integrity of personnel being 
taken for granted. 


don’t mean 


the conduct matters, per 
I do mean hon 
esty of conviction as to when credit 
is acceptable and when not, an atti 
tude based on facts and not on hasty 
conclusions. There must be a thor 
ugh investigation and analysis of 
all available facts and this, of course, 
precludes the influence of 


feelings 


personal 
SEcOND—a sales-minded attitude. 
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MANAGER, 





“The credit department has the impor- 
fant task of providing a stimulus to 
sales and enhancing profits by mint- 
mizing bad debts.” 


This may appear to be slighting 
what frequently is assumed to be 
the primary function of a credit 
department, that of holding losses 
down to a minimum. However, the 
latter may not always be the true 
measure of the effectiveness of the 
credit manager. No unusual ability 
is required to distinguish between 
unassailable credit standing and 
those who are likely candidates for 
But if, in 
this separation of what we might 
call the sheep from the goats, too 


bankruptcy proceedings. 


great emphasis is placed on the 
avoiding of poor risks, business may 
be turned down which would more 
than offset losses from bad debts in- 
curred through adoption of a more 
liberal policy. The credit manager 
who neglects sales possibilities he- 
cause he is engrossed entirely with 
loss avoidance is only partially eff 
cient. 

\ll of you must realize that prob- 
ably one half of all past-due ac- 
sales because the 
customer is reluctant to seek addi- 
tional credit. 


counts mean lost 


Frequently he will 
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od 


problems. 


BROW N-ROBERTS HARDWARE & SUPPLY CO., ALEXANDRIA, LA. 


either refrain from making further 
purchases or, for fear of having his 
order turned down, will turn. to 
some other jobber. The credit de- 
partment is not fulfilling its mission 
of aiding sales if, in such instances, 
the customer is not encouraged to 
take advantage of his position. 

Credit is a part of selling because 
the complete sale requires that the 
money be collected. If the credit 
department can help to remove from 
the salesman’s mind the notion that 
his whole task is that of selling and 
that credits and collections are of 
no concern to him in his selection of 
customers, the company as a whole 
will benefit. Salesmen who realize 
this, can do much to help themselves 
to reach or exceed quotas. 
They are the only constant personal 
contact which a house has with its 
customers and are in fact looked on 
by many customers as being the 
house itself. They know the pecu- 
liarities of their customers, call them 
by their first names; they know pet 
peeves and the best way to get 
around them. Letters may do some 
good but they can’t possibly have 
the appeal that a personal reminder 
from a salesman can. 

Tuirp—the ability to distinguish 
between the various types of risks. 
This requires a variety of knowl- 
edge to determine whether or not 
the credit sought is acceptable. 

A. Is the customer a good moral 


sales 


rig 
risk? 


Is his willingness and deter- 
mination to meet his obligations a 
part of his character? 

B. Has he demonstrated by past 
performance that he is entitled to 
credit? What has been the com- 
pany’s experience, or that of others, 
in selling him? Probably no better 
example of this vardstick is the fact 
that the United States will not lend 
money to certain foreign countries 
because of their previous unsatis- 
factory record in repaying of loans. 
(Continued on page 100) 














Charles H. Priest, Jr., p¥esi- 
dent, Los Angeles Heavy 
Hardware Co., and well-quali- 
fied teacher of welding tech- 
nique. Here he is examining 
one of the hundreds of welds 
broken by his salesmen students 
for criticism of the work 


WELDERS SELL WELDING 


Los Angeles Heavy Hardware 
salesmen are prepared to tell 


buyer, "Do as | do, not as | say." 


“IN THE EARLY DAYS of welding, 
welders were men who, by trial and 
error, arrived at a combination of 
equipment and rods with which they 
could do a passable job. When they 
got it, they hung on. There was 
not much the could tell 
them and they came to be known 
as somewhat 


salesman 


temperamental 
sufficient unto themselves. In fact, 
they had to be.” So says Charles 
H. Priest, Jr., president, Los An 
Heavy Hardware Co., 
\ngeles, Cal. 

“Now, most of those who stayed 
in the field and the newer genera- 
tion of 


men, 


geles Los 


welders are minded. 
The strides in the equipment and 
metallurgical fields 


and so many 


open 
have been so 
vreat, new rods and 
methods are coming out for special 
purposes that they welcome the help 
of salesmen in keeping them abreast 
of the times. It 
sacrilege for a competent salesman 


is no longer a 


to show them a weld by using the 


BY HENRY W. YOUNG, Paciric 


rod himself, or by standing over 
them while they do the work.” 

In view of this situation, Mr. 
Priest sees to it that all his salesmen 
go to school and become competent 
welders. Ile is the teacher, for 
welding to him amounts to a hobby. 
He has teaching ability also, and 
until recently taught classes in weld 
ing once a week in CCC camps. 

The welding shop of the Los An 
geles Heavy Hardware Co. is 
unique. Instead of having one small 
room devoted to the purpose, they 
have a sizeable shop where they 
do practical welding work, such as 
repair work on their motor trucks 
and rebuilding machines. 

“We take a portion of the time at 
each sales meeting and devote it to 
welding Mr. Priest 
continued. “This serves to keep 


instruction,” 


the older salesmen up on the work. 
The new man, however, I give a 
personal course of training until he 
is up with We work 
with all the new steels, non-ferrous 


the others. 


iron and aluminum. 
“Such welding questions as the 
type of rod to eliminate operator 
type to eliminate splatter ; 
removal of flux 
elimination of 


allovs, cast 


fatigue ; 
from completed 
welds ; under cut; 
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COAST EDITOR 


fast flowing without sacrificing ap- 
pearance; and judging as to grain 
structure, strength and general ap- 
pearance are studied. Hundreds of 
samples of welds are broken and 
the nature of the weld studied and 
criticized from the cross-section, 
“In the equipment end, it is up 
to the distributor to carry every- 
thing that will put out any kind of 
work the various rods are designed 
for, in both the AC and DC fields. 
“Some welders have stuck with 
one favorite rod through the years. 
It is probably the first one with 
which they could do a passable job 
when welding was new. It is nec- 
essary for the salesman to literally 
blast these men out of a rut by 
presenting the modern and 
methods in a way to convince them. 


rods 


“There are other cases of welders 
who are not to blame for using anti- 
quated methods, and it is the higher- 
ups who must be convinced. As an 
example, I can recall one welder 
past sixty who had been welding 
from the beginning for a large oil 
company. The work, on high pres- 
sure vessels and the like was very 
exacting. But he was equipped with 
one of the oldest machines and the 

(Continued on page 116) 
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QUANTITY EXTRAS CONDEMNED 


Speakers at American Steel Warehouse Convention point out incon- 





sistencies in steel pricing practice, urge better distribution policies. 


Richmond Lewis, new president Charles Heggie, retiring president 











NEW OFFICERS 
RICHMOND LEWIS, The Charles C. Lewis Co., Springfield, Mass., 


president 
E. JUNGQUIST, Percival Steel & Supply Co., Los Angeles, 
vice-president 
C. H. BRADLEY, W. J. Holliday & Co., Indianapolis, 
vice-president 
A. W. HERRON, JR., Jones & Laughlin Steel Corp., Pittsburgh, 
Treasurer 
W. S. DOXSEY, Executive Secretary 


EXECUTIVE COMMITTEE 


LESTER BRION, Peter A. Frasse & Co., New York 
A. C. CASTLE, A. M. Castle & Co., Chicago 
A. O. FULTON, Wheelock, Lovejoy & Co., Cambridge, Mass. 
E. D. GRAFF, Joseph T. Ryerson & Son, Inc., Chicago, Ill. 
CHARLES HEGGIE, Scully Steel Products Co., Chicago 
E. L. PARKER, Edgar T. Ward's Sons Co., Pittsburgh 
PHIL PIDGEON, Pidgeon-Thomas Iron Co., Memphis 


NEW DIRECTORS 


RICHMOND LEWIS, Charles C. Lewis Co., Springfield, Mass. 
BUD LOWENSTINE, Central Steel & Wire Co.., Chicago 
A. O. FULTON, Wheelock, Lovejoy & Co., Cambridge, Mass. 
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IXEYNOTED BY CONSIDERABLE DIS- 
CUSSION of the inconsistencies inher- 
ent in the quantity extra system of 
pricing steel products, the thirty- 
first annual convention of the 
American Steel Warehouse Asso- 
ciation, held at The Plaza, New 
York, May 21 and 22, attracted 
more than two hundred members 
and guests. 

Richmond Lewis, The Charles L. 
Lewis Co., Springfield, Mass., was 
clected president of the association 
for the coming year, succeeding 
Charles Heggie, Scully Steel Prod- 
ucts Co., Chicago. 


Quantity Extras 


Walter S. Doxsey, executive sec- 
retary of the association, started the 
“quantity extra” ball rolling at the 
opening session in an address titled, 
“Deductions About Extras.” 

“The steel mills,” he said, “have 
no policies to govern constructively 
their relationships with distributor 
customers. With few exceptions, the 
steel warehouses must pay the same 
price for steel as the customers to 
whom they must resell their mer- 
chandise. Further, the steel distribu- 
tor must contend with a weird and 
fascinating array of mill item extras, 
order extras, less-carload extras and 
a perplexing combination of all 
these, which may help him in some 
instances and seriously handicap 
him in others. 

“To the extent mill extras equal 
or exceed prevailing warehouse 
charges on comparable quantities, 
they serve to protect distributors 
from direct, below-cost mill compe- 
tition. If the steel warehouse busi- 
ness is to be expanded and if the 
mills are to be relieved of handling 
excessively costly small orders, the 
quantities to which such extras are 
applied should) be gradually in- 
creased, provided, however, ware- 
house stocks are simultaneously en- 
larged so that the consuming trade 
may be served. 














THE MILLS AND WAREHOUSES COMPETE FOR 
THESE TYPICAL STRUCTURAL ORDERS 





QUANTITY UNDER 2000 LBS. 


MILL WAREHOUSE 
6 Beams 6—1214 20/0” 1500 Ibs. . $2.10 Base 
1.25 Quantity Extra 
$3.36 $3.30 Base 


QUANTITY UNDER 4000 LBS. 








MILL WAREHOUSE 
© Beame 6-124, 20/0” 1500 Ibs. $2.10 Base $3.30 Base 
1Ang. 3x2x%%_ 20” 82 ibs. 75 ntity Extra -—.10 Quantity Reduction 
1Chan. 4-54 200” +108 lbs. Sas $3.20 
3Tees 3x3x% 200” _608 ibs. ; 
2298 its. 
QUANTITY UNDER 6000 LBS. .. 
MILL WAREHOUSE 
TAng. 322%%4 200" “S2ibe, 25 Quantity Extra =-10 Quantity 
. x2x \° nt! —.10 Reduction 
\Chen. 4-64" 200" 18. GH” ror 
3Tees 3x3x% 200” 608 Ibs. : 
1 Bearn 8—18.4 200" 368 Ibs. Walter Doxsey 
3 Chan. 6—-8.2 200” 492 ibs. 
1 Beam 20-100 9/0” 900 Ibs. 
40658 Ibs. 


QUANTITY OVER 6000 LBS. 


MILL WAREHOUSE 
6 Beams 6—1 200” 16500 Ibs. $3.30 Base 
1 Ang. ay 200” 82 Ibs. —.10 Quantity Reduction 
1Chan. 4-54 20/0" 9108 ths. $9.10 Base $20 
3Tees 3x3x% 200” 608 Ibs. * sat 
1 Beam 8—18.4 20/0” 368 Ibs. . 
3 Chan. 6—8.2 20/0” 492 ibs. 
1 Beam 20—100 9/0” 900 ths. 
2Ang. 6x4x% 109” 264 Ibs. 
3 Chan. 9—13.4 8'9” 362 Ibs. y 
4 Beams 12—31.8 51” 647 ibs. 
2Zees BWi4xhxi, 10/0” 358 ths. 
2Ang. 5x5x% 126" 406 ibs. : 














Inconsistencies brought about by 


complicated quantity extra 


structure are 


exemplified by these typical orders for structurals 


the 
tesque array of mill quantity and 


“From many aspects, gro- 
item extras are but gestures to mani 
fest policies that are not 
practiced nor enforced. As we look 
at mill extras for 
product, both fallacies 
features are 


always 


individual 
and 
apparent. If we 
amine them collectively, the com 


each 
it ya 


e€xX- 


plete absence of uniform, sound and 
constructive planning to assure the 
producers equitable compensation 
for handling costly small orders and 
to promote efficiently and economic 
ally through secondary outlets the 
distribution of all steel products is 
amazing. 

“Ttem quantity extras are applied 
by the mills to cold-rolled strip. The 
base price is available on quantities 
of 6,000 pounds up to 25 tons, with 
deductions for larger quantities. If 


they may be judged by the absence 
of adverse criticism, the item quan 
tity extras on this item are sound, 
workable, and meet with the general 
satisfaction of producers, consumers 
and distributors.” 

Mr. Doxsey also pointed out that 
the item extras on stainless, although 
the base quantity was unusually, 
high, 40,000 pounds, seemed to be 
working out satisfactorily. The same 
situation existed, he said, with re 
gard to cold-finished and 
alloy bars, which represent, in his 
opinion, the degree of 
mutual and sympathetic under 
standing between producer and dis 
tributor. 

On_ hot-rolled alloy items, Mr. 
Doxsey pointed out, while the mills 
quote on items of less than 2,000 
pounds on application only, the base 


carbon 


greatest 
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price quantity, 40,000 pounds, is in 
excess of the average order which 
the distributor can place. 
“Compared with the simple item 
extras applied to cold-rolled strip, 
stainless and = cold-finished 
bars, the quantity combinations ap 
plied to hot-rolled 


tremendously 


sheets 
sheets appear 
Mr. 


Doxsey. In this case the order extras 


complex,” said 


on the combined items weighing less 
than 7,000 pounds and the possibil 
ity of adding other flat-rolled items 
to make up a carload, not only does 
not protect the mill from handling 
undesirable quantities but it removes 
all protection for the distributor, he 
pointed out. 

Mr. Doxsey went on to point out 
similar fallacies in the pricing prac 
tices on galvanized sheets, plates, 
floor plates and structural shapes. 

“The 
products have been presented to cm 
the 
tencies in the mill charges for small 
and 

“This crazy-quilt of mill 


extras on these various 


phasize bewildering inconsis 


orders small items,” he con 


cluded. 
quantity and item extra charges 
stands as a challenge to all interested 
in bringing steel mill products to 
through well 


conceived channels of distribution.” 


ultimate consumers 


Distribution Policies 
Using some of the same argu- 
ments expounded by Mr. Doxsey, 
A. Oram Fulton, Wheelock, Love- 
joy & Co., Cambridge, Mass., 
(Continued on page 108) 
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A modern pattern shop scene—build- 
ing the master wood model for an 
automobile fender die. Later on con- 
touring machine will make metal dies 
by following this shape 


WHAT THE WELL-EQUIPPED 
PATTERN SHOP SHOULD WEAR 


BY 


With THE 


and 


welded 
there are 


DRIFT toward 


die-cast structures, 


those who say the pattern shop has 


fallen on evil times. But they're 
kidding only themselves, for the 


pattern shop keeps itself nicely busy 


these days. Of course, patterns are 


made for casting only when parts 
are cast, which may not be as often 
as it once was. But patterns are 
also made for contour following in 


making dies, for study, trial and 
comparison; models for testing on 
and 
marking, and a host of other spe- 


styling, templates for layout 


cialized jobs must be taken care of. 
Yes, the pattern shop keeps itself 
nicely occupied ! 


Just assuming 


somebody near 
you is thinking about putting in a 
pattern shop—or you suspect that 


one already in isn’t equipped prop- 
well 
equipped pattern shop should in- 
clude. 


erly, let’s look at what any 
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Machines 


First, there are machines, in- 
cluding a combination saw bench, 
hand-saw, wood planer, jointer, ver- 
tical boring machine, wood lathe (or 
lathes), trimmer, disk and spindle 
sander, grindstone, floorstand grind- 
er, buffer and polisher, and a saw- 
filing and setting machine. 


Accessories 

Extra cireular rip and crosscut 
saws for the saw bench, extra bands 
of various pitches and sizes for the 
band spare (and shaped) 
planer blades, mortising drills, regu- 
lar wood drills, Fostner bits (for 
the boring machine—they make flat- 
bottomed holes), drill chuck, 3-jaw 
universal and plate chucks for the 
lathe, sanding disks, grinding and 
buffing wheels, and safety guards 


saw, 


for all machines—these are among 
the things you can supply. And 


how about a blower system (you 
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I. TANGERMAN, TECHNICAL EDITOR 


supply galvanized iron for ductwork, 
blower, motor and controls) to re- 
move sawdust and chips? 
sential these days. 


It’s es- 


Equipment 

General shop equipment should 
include an electric glue pot, a me- 
dium-size surface plate with step- 
blocks and surface gauge, a shellack- 
ing and finishing bench, and a set 
each of § and 4-in. steel stamps or 
Spe- 
cial tools should include a core-box 
plane, sole plane, draw-knife, large 
steel square, large inside and out- 
side calipers, a set of beam tram- 
mels, and a back saw and mitre saw. 


stencils (letters and figures). 


Supplies 

\brasive cylinders, and disks, 

abrasive grains, garnet paper, flaked 

and liquid glue, oxalic acid (for 

bleaching), alcohol (for dissolving 
(Continued on page 113) 
























SUBWAY BUILDING is a tough job. 
It calls for plenty of equipment, 
24-hour duty and heads-up distribu- 
tor service. It’s true not every city 
can have an eight-mile, 46-million 
dollar project plunked in its front 
yard as did Chicago. But every 
town and city has its share of con- 
struction work underway a good 
part of the year. And the job of 
serving these contractors, angling 
for a share of the orders and getting 
them is close to the heart of every 
distributor’s salesman. 

How did the distributor’s sales- 
men fare on the Chicago subway 
job? Perhaps the best answer comes 
not from the 
but from the party of the 
part—the contractor. A veteran 
superintendent for one of the prin- 


salesmen themselves 


second 


fy (Above) Pneumatic tools cut through concrete lining of 
old freight tunnel, also have major jobs in the tunnel and 


y 
, tool sheds. 


Me 


— 


9) TT — 


\¢ 
‘ 


(Below) Much air, water, suction and welding 
hose is needed to keep operations moving along 


SANDHOG BOSS LIKES Sana 
DISTRIBUTORS 


cipal contractors drops a few hints 
that may be of value to salesmen 
contacting construction jobs in other 
parts of the country. 
he had to say: 


This is what 


“On every job I’ve ever bossed 
the distributors’ salesmen have been 
invaluable. And this Chicago job 
is no exception. It’s true that when 
we first broke ground they swarmed 
on me like a pack ef flies. 
my hair. 


Got in 
[ was rough and gruff. 
Discouraged them. 
tough orders to fill. 
mediate 


them 
Asked for im- 
Gradually — the 
But those who stuck 
and delivered got the biggest share 
of the orders.” 

Shots of 


Gave 


service. 
ranks thinned. 


Chicago subway job 
give hints of sales possibilities open 


to salesmen on similar jobs. 


(Above) 
freight tunnel. 












Dump cars in rear remove excavated 
clay through tunnel while conveyor 
in open cut stands ready to handle in 
coming matertal, Picks, shovels and 
wheelbarrows are “musts” on this 
type of work and make a neat order 
for the distributor’s salesman to cop 


A welding crew rests at opening of Chicago 
Rod and replacements are major item. 
(Below) Chain hoist helps relocate gas mains. Wire and 
manila rope, pumps and compressors find extensive use 


ay “x 

















THE ABC'S 
OF STEEL 


By A. PL. SPOONER, 


BETHLEHEM STEEL COMPANY, 


IN 


wire drawing consists of pulling a 


rHE SIMPLEST possible terms, 
rod through holes in a series of dies, 
each hole slightly smaller in diam 
the 


material 


than through 
the 


the 


ete! 


which 


preceding 
was drawn. 
the 
gradually decreased, while the length 
until of the 
sired gage has been obtained. Owing 


Thus diameter of wire is 


increases, a wire de- 


to the limited space only the pro- 
cedure of “dry drawing” will be 
briefly outlined. 

Rod, as it comes from the hot 


mill, is covered with an oxide seale 
that must be removed prior to draw 
surface 


ing, to insure good and 


structure of the finished wire and to 
prevent damage to the wire drawing 





In the patenting furnace rod is subjec 


temperature, then cooled to produce 


28 





METALLURGICAI 


BETHLEHEM, PA, 


the 


ENGINEER, 


die. This is accomplished by 
pickling the rod in hot dilute sul- 
phuric acid. The rod coils are sus- 
pended in the acid tanks by means 
of specially designed yokes made of 
After the scale 
has heen completely removed the 


acid resistant alloy. 


bundles are transferred to a second 
tank and washed thoroughly with 
water to remove any acid or loose 
scale clinging to the surface of the 
metal. 

The removal of scale is only a 
part of the preparatory operations 
performed in the “cleaning house” 
of a wire mill. The succeeding 
steps are important stages for pre- 
paring the coating or surface char- 
acter of the stock so necessary to 


ted to the proper 
best structure 


Bethanizing unit. 
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lytic cells wire re 





provide the proper foundation for 
the lubrication required to support 
the severe pressures developed in 
the subsequent cold drawing opera- 
tions. In the case of “dry draw- 
ing” a lime coating is applied to the 
surface of the cleaned rod as a foun- 
dation for the lubricant used 
front of the first die through which 
the rod is drawn. Frequently the 
cleaned coming from the 
pickling bath are placed on a “sull- 
ing rack” and exposed to a fine mist 
water before they are im- 
mersed in a heavy lime and water 


in 


rods 


spray 


bath. Under the action of the fine 
mist a coating of hydrated iron 
oxide is formed (known as “Sul 


coat,” “water coat,” “rust coat’’) 





During passage through 55-ft. electro- 
electrically applied zinc coating 














renner 


Modern wire drawing bench. Threaded 
through a hole in the die, wound by 
a motor driven drum, the rod is drawn 
successively smaller 


which provides an excellent foun- 
dation for the lime coating and a 
supplementary lubricant to support 
the pressures developed in drawing. 
After the rods have received their 
coating of lime by immersion in a 
hot bath of heavy lime water, they 
are placed in baking ovens where 
the coating is “set” to the surface. 

The coil of rod thus prepared is 
then placed on a reel, or frame, 
adjacent to the wire drawing ma- 
chine. One end of the rod is 
pointed, threaded through the hole 
in the die, and fastened to a motor 
driven drum or block. <As_ this 
block revolves it draws the rod con- 
tinuously through the die, and coils 
the wire around itself. 

The wire is then rethreaded and 
drawn through a second, slightly 
smaller die, and so on, until it has 
been reduced to the desired dimen- 
sions. 

Wire may also be drawn by a 
continuous process in which the 
wire is passed — simultaneously 
through a series of dies of decreas- 
ing size. Due to the increase in 
length the speed of the wire is grad- 
ually increased and the final draw- 
ing speed is regulated in relation to 
the wire diameter and the type of 
finished wire requirements. 

Dies are made of cast iron, alloy 
steels or special sintered products 
of great hardness, such as tungsten 
carbide. For very fine sizes of 
wire diamond dies are sometimes 
used. As a die is used the hole is 
gradually enlarged until it becomes 
necessary to replace it with a new 
die. The hole is then reamed out 
and ground to fit the next size of 
wire, and so on until it becomes too 
large for further service. A high 
degree of skill is required in this 
work, and a modern wire mill main- 
tains a staff of specially trained 
men for this purpose. The close tol- 
erances and fine surface properties 
of today’s wire are in no- small 
measure attributable to the recent 
advances in die manufacture and die 
maintenance. 

The cold work to which the steel 
is subjected in the drawing oper 
ations makes it harder, stronger and 


m 


wm 


Nyy, 


set fins. 


AL 


Vachine for producing barbed wire, 


factured in the wire mill 
stiffer. If too great a reduction in 
size is attempted the wire may be- 
come too hard for most use. To 
correct this condition wire is fre 
quently annealed, either after it has 
been drawn to final size or during 
some intermediate stage in the draw 
ing operation. The annealing op 
eration is generally carried out in 
a controlled atmosphere in furnaces 
of the radiant tube type, as described 





one of the important products manu- 


under the annealing of strip and 
sheet steel, In the annealing oper- 
ation the wire is heated to a pre 
determined temperature well above 
red heat, held there for a sufficient 
time, and then allowed to cool slowly 
to room temperature, 

Wire rod of high carbon content 
(above 0.45 per cent) used for such 
products as spring wire and rope 

(Continued on page 114) 





Sturdy wire fence is produced in the wire mill, practically imitating the textile 
mill in weaving coils together for the desired design 
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BACK 10 


SCHOOL 


Salesmen of Abrasive Machine & Supply, Newark, take advantage 


of New Jersey's vocational training plan and undergo a shop 


course to learn more about the application and performance of 


products they sell 


“NEVER TOO OLD TO LEARN’ —as 
proof that the boys at Abrasive Ma- 
chine & Supply, Newark, N. J., take 
this motto to heart, ten of them this 
spring went back to school for a 
workshop course to gain more famil- 
iarity with the problems of their 
customers and the application of the 
products they sell. Two nights each 
week for five weeks this group met 
in the machine shop of the Essex 
County Vocational School. 

The class was organized under a 
program for distributive occupations 
mace possible by the extension of 
federal aid to vocational education. 

The course would probably have 
heen considered a whopping success 
if just for what it did to familiarize 
the men with the machines. their 
customers use. But far more prac- 
tical for these men who specialize 
on selling cutting tools, grinding 
wheels and abrasive products was 
the opportunity given for observing 
the practice and application of their 
products. 


Since the class was made up ex- 
clusively of Abrasive Machine & 





Before the job starts, the instructor outlines the problem 
to the group and explains how it will be tackled on the 


machine 
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Supply men, plus one man repre- 
senting the firm’s abrasive supply 
source, the course was mapped out 
by Instructor Richard Pfister to in- 
clude exactly those things the men 
most wanted to study. Three of 
the ten sessions were held on a 
Brown & Sharpe cylindrical, three 
on the tool cutter and grinder, three 
on the surface grinder and one on 
the tool post grinder. Wheel selec- 
tion, the speeds and feeds needed 
on a given material, comprised most 
of the work. All the wheels used 
were furnished by the supply house. 
The salesmen were quick to make 
use of their “class-room’”’ as a labor- 
atory for settling some of the knotty 
problems they encountered on their 
territories during the day. On sev- 
eral occasions they brought in metals 
of an unusual composition, samples 
of materials on which their custom- 
ers were then working. On these 
they experimented until they found 
and could recommend the right 
wheel for the job. Naturally the 
ability to render such dependable 
information led to many sales. 








Instructor Pfister trims down a tough 
piece of metal on a surface grinder as 
J. Campbell, George Sickels and R. A. 
Ludlow look on 





In a huddle the men try their hand 
at selecting the proper wheel for a 
particular job. Left to right, Jim 
Lindsay, J. R. Campbell, E. C. 
Downer, Wom. Callahan and the in- 
structor 





Results are closely watched as the wheel bites into the metal. 
Watchers are Wm. Callahan, R. A. Ludlow, E. C. Downer, 


J. R. Campbell and F. Buengener 
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HOW DO THEY DO IT? 


An exchange counter where good ideas of supply 


house operation may be swapped. ... What's yours? 





Lee Rogers shows how simple it is to fill an order with belting racked 
conveniently 


RACKING FLAT BELT SAVES HANDLING, PRESERVES LIFE 


Boyer-Campbell Co., Detroit, have 
found that by racking their endless 
flat belting they reduced the 
amount of handling and preserved the 
life and usefulness of the belt by 
eliminating possibility of deteriora- 
tion or warping from lying on damp 
floors or resting on end in the store- 


have 


room. 

Two wooden racks, each about 20 
ft. long and able to hold 12 or 15 
rolls, were built. Each rack is divided 
into with supports on 
side, notched high enough to hold even 
roll well off the floor. 


sections each 


the biggest 


Labels pasted at the top of each see 
tion deseribe the size and ply of the 
roll. 

Before mounting a new roll, a small 
piece of pipe is inserted in the wooden 
This supports the roll and acts 
as an axle around which it can revolve. 
The floor in front of the racks is 
marked off into sections so 
that it is a simple matter to pull off 
the footage required and snip with a 
belt cutter. 

On top of each rack is a flat space 
where the odd ends stacked, 
labelled as to size, ply and length. 


core, 


one-foot 


are 


DEEP WINDOW EFFECTIVE FOR TOOL DISPLAYS 


M. N. Thackaberry of Los Angeles, 
who specializes in electric tools, has 
recently taken adjacent space 30 by 
100 feet which is being rearranged 
as a display floor, Mr. Thackaberry 
had previously rented the window to 
this space for display purposes, build- 
ing in a deep window, 6 by 12 ft. 

The windows in the main store were 
only four ft. deep and his first thought 
was to cut the six foot window down 
to this width. It was decided to leave 
it as is, however, owing to the fact 


that the larger pieces of equipment 
can then be used as window displays. 
Some machines, such as those shown, 
having big flexible shafts, are awk- 
ward things to arrange with any effect 
ina window. But these go 
into the 6-ft. window nicely with suffi 
cient perspective to give real display 
value. The deeper window also lends 
itself to other types of displays where 
a considerable number of items are in- 
volved. The large window 
dressed for the latter purpose. 


narrow 


Was 
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Jack 


FILES THAT SHARE THE WORK 
LL. A. Jack, Northern Machinery & 


Supply Co., Minneapolis, believes in 
making the files do their share of the 
sales work. Every circular and bulle 
tin that in, on lines handled 
exclusively by the company, is filed in 
a special section set aside for the prod 
uct under discussion. 


comes 


Kach machine 
and its parts has a folder containing 
specifications of interest to the aver 
age customer, 

By maintaining enough of each type 
of folder, it is a simple matter to pull 
a folder from the file and attach it to 
correspondence going to a customer. 
Or a salesman can easily grab one to 
take out on a specific call. 

The company maintains, in addition, 
an engineering data file on all its ex 
clusive lines. It remark- 
able file of literature on machines, ex- 
tending back over a period of many 
years, including many that are no 
longer manufactured. 


TT 


also has a 







































Subject WOOD SCREWS. How 
“uch do you know about them? 
an you answer 18 out of 25 

questions on this 

rectly? 




















page cor- 
If so, give yourself a 
passing mark. If not, you'll find 
answers on page 116. 












































1. What kind of head js commonest 


on wood screws for pattern making ? 














2. How is the size of a wood screw 
designated ? 














3. What are the largest and smallest 
common sizes? 














+. What is the diameter of a No. 6? 






5. How about a No. 8, No. 10, No. 
12? 


6. What are 


eters used? 







the commonest diam- 







si Should the hole in the board held 
down by a wood 
eter of the 





screw be the diam- 
root of the thread or of 
the shank just under the head? 










8. How about the board into which 


the screw screws ? 







9, Why drill a hole at all? 





10. What size hole should be drilled 
in the held board for a No. 16 screw ? 
11. How about Nos. 10 and 12? 
12. How Nos. 
13. What is the 
screw 


14. 
hold 


ACTOSs, 


15. should a screw. be 
driven into wood and grain in order 
to hold securely ? 
















about 








8 and 14? 





rule for selecting 





diameter ? 









In which direction does a screw 
more 





securely parallel to, or 





the grain? 





How far 







16. What is the common rule when 
thin and thick 
screws ? 

17. Why © should 
screws be staggered ? 

18. How 1}-in. screw 
should be in the piece screwed into? 


19. How 





boards are joined by 












closely spaced 






much of a 


about a 3-in. screw? 





20. If the thickness of the holding 





SALES MEETING IN PRINT 


board doesn't permit the above propor- 
tions, what can be done? 


21. When the shank of a screw is 
too short to meet the above require- 
ments, what can be done? 


22. When a hole is counterbored, 
how is the surface finished ? 
23. What happens if a 


forced after being seated? 


screw. 1S 


24. How can splitting be prevented 
when screws are inserted in 
grain wood, or near the edge? 


short- 


25. What is the most important fac- 
tor in selecting a screwdriver for a 
particular screw? 


SAM CROSSES THE SQUARE 


“Sam,” phoned his purchasing agent 
friend, “I simple cross of 
stainless, with 2-ft. arms, each 2 ft. 
wide. What will it cost me? I don’t 
want it cut out of a 6-ft. square, 
because that wastes a 2-ft. square in 
each corner. But I don’t want the 
thing all welded up of a lot of little 
pieces either. 


need a 


Two or three welds 


don’t matter—but see if you can’t 
make it out of the 20 sq. ft. that’s in 
the finished cross.” 
































Sam Supplier sighed as he reached 
for his pencil and paper. He knew 
that his stainless stock included only 
a 45-ft. square—which was a quarter 
of a square foot over the 20 sq. ft. 
required for the cross. He decided 
to chip in the extra to get the busi- 
ness—and then his troubles began. 
After about a half hour of figuring, 
he figured out how to get a cross out 
of it. Can you do as well—using 
only three welds? Here's the 
that had to be made: 


cTOss 


(If your pencil won’t work for you, 
see Sam’s solution on page 117) 
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“I'll have to call my boss for instructions, I never got an order before! 











WHAT ARE THOSE || WE BOUGHT ‘EM NEW OSBORN 

SWEEPERS SO FLOOR BRUSHES AND | PRAISED 
PROUD ABOUT? ‘EM FOR DOING CLEANER 
SWEEPING IN LESS TIME! 


One member of a big family of standard 
Osborn Floor Brushes available in all popu- 
lar sizes in the correct brush materials for 


FINE, MEDIUM and COARSE sweeping. 


* Put a new Osborn Floor Brush in the hands of a 
sad-faced sweeper and watch him perk up! Watch the 
work perk up at the same time! You'll find many wise 
employers wide open for this suggestion: 


Equip your workers with high quality Osborn Brushes. 
Sure, they cost a trifle more than the common lot 
of brushes, but look what you get for that trifle... 


You not only improve the morale of the workers by 
giving them good brushes (every good worker likes 
to handle a good tool) but you get more work done 
the way you want it done! 


When a customer accepts this suggestion, he’s ready for 
you to sell him Osborn Brushes. Best of all ...once he’s 
sold, he'll be sending you repeat orders and THAT’S 
SOMETHING TO THINK ABOUT! 





PAINT AND WIRE FIBRE FLOOR WINDOW BENCH OR UPRIGHT WIRE MANY OTHER 
VARNISH WHEEL WHEEL SWEEPING CLEANING COUNTER BASS SCRATCH BROOMS TYPES OF 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BROOMS BRUSHES BRUSHES 




















THE TREND OF 





t High and 
Jow months 











Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 











Continuing its slow but steady rise, the Sales 
Indicator for April climbed to 131.2 from a pre- 
vious figure of 125.1. Gains were recorded in all 
five territories, the rise being sharpest in the 
North Atlantic States and slowest in the Southern. 

Number of orders received per day by the aver- 


SUPPLY SALES 


il 
dl: 
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| Orders Orders 
Sales per Vales ie per 
Area | Indi- | Sales- wll ety Work- 
| cator man pen . ing 
| per Day Day 
North APR. | 137.7! 13 | $9110 | $19.05 | 84 
Atlantic | MAR.| 123.9 | 10 | $6340 | $17.29 | 81 
APR. | 129.8; 13 | $7010 | $21.90) 88 
Souther MAR. | 129.7 | 7 | $8050 | $19.60, 83 
Middle | APR. | 124.0} 15 | $6800 | $17.00 101 
West |MAR.| 121.9| 8 | $6910 | $18.00 99 
APR. 1328) 9 | $4340 | $25.10, 57 
Wester MAR. 1251) 11 | $4090, % | 115 
Pacific APR. 136.9 | $3920 | $18.90) 
acilic | MAR.| 127.0} 6 | $4340 | $19.10| 





% Omitted because of insufficient data 


age reporting distributor remained about the same 
as that reported for March but the value of the 
average order jumped sharply to $19.65. 

The recorded gain in volume bucked the 1939 
trend when April sales were smaller than those 
for March. 
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First in the Field... Priced Right... Backed 


by Forceful Advertising ... with a Market as 
Wide as Industry . . . That’s Why Texrope is 
the Fastest-Selling Line of Transmission 
Equipment on the Market Today! 


Profits — Your Profits — de- 
pend on selling a line of products 
that have wide appeal. . . wide 
use ... and customer acceptance! 


That’s what the Allis-Chalmers 
Texrope line of transmission 
equipment offers you. For in 
practically every plant in your 
territory there is real, recognized 
need for the money-saving per- 
formance these modern V-belt 
drives and speed changers bring. 


Through a big, smashing ad- 
vertising campaign, your cus- 
tomers have already been told 
the features that make Texrope 
products outstanding. In addi- 
tion, back of each installation is 


VariPitch Speed Changers 9 Texrope V-Belts @ Duro- 
Brace Texsteel Sheaves @ Vari-Pitch Sheaves @ Stand- 
ard Cast iron Sheaves @ Adjustable Pitch Diameter 
lexteel Sheaves @ 2-3-4 Combination Sheaves @ Strait- 
ne Automatic Motor Bases @ Oil Field Drilling Rigs 


the experienced Allis- 
Chalmers engineering 

staff to make sure that exactly 
the right drives are used for 
best results (this cooperative en- 
gineering is available to all our 
distributors). 


Get the Texrope Story! 
You'll find Texrope products 
open many industrial doors for 
you — new customers you prob- 
ably would not get otherwise... 
old customers to whom you can 
now talk a good modernization 
program! 


And this means more business 
for you .. . profitable business. 
For in the Texrope line are many 


ALLIS-CHALMERS 


MILWAUKEE WISTONSIN 


IN THIS PLANT, THE TEXROPE 
Distributor sold drives for moderniz- 
ing over 350 machines . . . changed 
power transmission from wasteful over- 
head line shafts to individual Texrope 
Drives...increased production over 20%! 


fast-selling items that are bound 
to help you build your own sales 
—Texrope Drives... Duro-Brace 
Sheaves ... Vari-Pitch Sheaves 
. .. the new Vari-Pitch Speed 
Changer! 


To get the full Texrope sales 
story, call the engineer in the 
nearest district office, or write 
Allis-Chalmers, Milwaukee. 4 110: 














Activity in the Douglas Aircraft Co., 


MARKETS 
OF THE MONTH 





above, is at capacity and promises to 


exceed that under the President's plea for the industry's expansion. 


Where to drive for supply sales during June and July 


& Cream: Another busy season, and 
mseque demand for refrigeration 
ping, valves and fittings, gaskets, 
ulation, white hose, rubber boots 
1d aprons, brushes, brooms, and the 
et Li ince items 
»NTRACTORS: All kinds of construc 
on jobs vad bridges, buildings 
ie like, are going on merrily 
ight now. How about shovels, picks, 
heelbarrows, lanterns, air tools, and 
ms for the maintenance depart 
ent 


} 


BREWERIES: In is the 


big thing, so breweries are hard at it. 


summer thirst 


They need refrigerating and heating 
gages, valves, pipe and fittings, white- 


covered hose, boots, rubber aprons, 
and various kinds of maintenance 
equipment. \nd sometimes they 


serve free beer to visitors.) 


Metrat-WorkinG: Led by aircraft 
plants, machine-tool builders and ship- 
yards, this industry is booming. 
What’s more, they take some of prac- 
tically everything you stock. 
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RussBer Propucts: Makers of every- 
thing from tires and inner tubes to 
nipples and hot-water bottles count 
this as the busy season. They use 
items, mate- 
rials-handling equipment, motors, and 
maintenance tools. 


mechanical-transmission 


Cast-Iron Pipe: These are foundries 
—needing the usual equipment such 
as mixing and sifting screens, core 
sand, core oil, rammers, parting tools, 
pattern numbers, corrugated fasteners, 
etc.—as detailed in the pattern shop 
article (page 26). 

Dairies: Butter and milk products 
are now in top production—here’s de- 
mand for mechanical transmission, 
white hose, aprons and boots, piping 
valves and fittings (all mostly stainless 
or Monel). 


CANE-SUGAR REFINERIES: 
real mechanical 
materials-handling 


Here’s a 
transmission and 
equipment buyer 
who also needs lots of things for his 
power plant and maintenance depart- 
ments—valves, piping, fittings, 
fractories, insulation, and so on, 


re- 


("HEMICALS: 
item 


Again a maintenance- 
buyer — protective clothing, 


mechanical transmission, materials 


handling, piping (often of special 
materials), valves and fittings. 
Brick, TILteE AND TERRA COTTA 


PLANTS: Brooms, buckets, mason’s 
tools, hose, rope, hoists, skids, trucks, 
pipe and grinding wheels (for shap- 
ing terra cotta and tile) are wanted by 
these plants, now in their busy season. 
Sort Drink PLANTs: The bottling 
plants need about the same supplies as 
the breweries, and are busy for the 


same reasons. 





























® There is a real sales story in the above 
caption which briefly describes Williams’ 
**Superior’’ Wrenches. These improved tools 
are drop-forged from specially -processed 
carbon steel and heat-treated to Williams’ 
exacting specifications. They average 93% 
as strong as the finest alloy wrenches made. 
They represent today’s outstanding wrench 
value. Available in 50 patterns—more 
than 1000 standard sizes. 

Williams manufacture the most 
complete wrench line in the U.S.A. 
All Williams’ Wrenches are easier to 
sell because they are nationally adver- 
tised and accepted everywhere. Get 
the full facts on the Williams’ fully 


guaranteed Wrench line. 











J. H. WILLIAMS & CO. 
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KEEPING UP WITH BUSINESS 


Tempo Quickens in America 
Under Impact of Total War 


Forgotten now are the declining 
markets and stagnating business ac- 
tivity that accompanied a winter of 
comparative the part of 
The downward 


trend in most lines of production and 


inaction on 
the warring nations. 


trade was halted with the invasion 
of the Scandinavian countries and 
was reversed when _ hostilities of 


maximum proportions were begun in 
the low countries and in northern 
France. 

Frenzied demands for more goods 
and faster deliveries characterize the 
efforts of the Allied buying commission 
in this country. Atop of this comes 
the domestic clamor for huge increases 
in the production of every type of 
armament. With public opinion 
united on this need the only obstacles 
to putting the program in motion are 
politics and argument over the method 
of procedure. Impatience to get 
started will likely deal effectively and 
quickly with these two hurdles. 


If An Allied Collapse— 
What of Business Here? 


While a peace such as Hitler would 
dictate is recognized in Washington 
as certain to result in major social 
and political changes in this country, 
it is pointed out that these readjust- 
ments would not be abrupt. With the 
passing of the first shock, it is be- 
lieved that the United 
States would not suffer for a period 
of years, at least. 

War orders from the Allies have not 
been in such volume that the loss of 
business from that source would ne- 
cessitate a major readjustment. It 
probably would be more than replaced 
by orders for foodstuffs and recon- 
struction materials. In addition, our 
own armament program will go 
through no matter what happens. 

An early peace with Germany in 
the driver’s seat would mean, it is 
believed, that British, French, Dutch, 
Belgian and Norwegian assets in this 
country would become available 
the purchase of food and 
needed for reconstruction. 


business in 


for 
materials 
Washing- 
ton economists believe that as long as 
the war continues there can be no 
question but that Americar business 
will continue to be good. And they 
entertain few doubts that it will also 
be active, providing Hitler wins, at 
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least until Germany can organize an 
economy that would take away a ma- 
jor portion of our export trade. 
Auto Sales Suffer from 

Falling Stock Prices 


Automobile dealers in New York 
report that sales dropped sharply 
when stocks crashed recently. The 


market dropped about 25 per cent in 
12 days—about as much as in three 
full months of the 1937 crash—and 
prospective buyers naturally gave 
thought to deflation of their 
supernumerary Refrigerator 


some 


assets. 


sales also are down, and clothing 
salesmen now on the road report 


that department store buyers are cau- 
tious in placing orders for the fall. 


Uncertainty Puts Damper 
On the Textile Industry 


In response to the drop in raw 
cotton and wool prices, textile buying 
in May stopped almost dead. Manu- 
facturers, converters and jobbers be- 
gan letting their stocks run off. While 
the “wait and see” attitude prevails, 
some predict that textile production 
may drop even further. 





ACTIVITY 


(As of May 
Business activity 95.8 
Automobile production 96,810 


in the figures for April. 


from 14 to 13. 


—————— 


ORDERS PER SALESMAN PER DAY 


1939 


1 ss ag ieee am mer dam we ane nee 


Thousands of Dollars 





A slight improvement in the average showing of salesmen is reflected 
The volume per man climbed $30 for the 
month to $6820, while the number of orders received per day declined 


JFMAMJJASONDJFMAMIVASOND 





Orders per salesman per day in April—13 


++. VOLUME PER SALESMAN 





Volume per salesman in April—$6820 


FIGURES 


28, 1940) 
Steel activity 73.0 
Carloadings 678,971 


1940 


=s . sheneeeieenemenecheneenetind 


Waive vere y 
1940 
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R. L. Paquette, superintendent of the American Metal 


Products Company in Detroit, is more than a little 


enthusiastic about the benefits of Alemite Equipment 
and Alemite Lubricants. He says the Model 6184 Air- 
Operated Power Gun saves him about ten man-hours 
per week on this one machine alone—a 700-ton 


punch press. 





Gun, so it’s perfectly safe. 


You can convert this story into sales. There are 
plenty of factory foremen in your territory who would 
like to be able to say, “‘No bearing failures in six 
years!” And time saving like this, stated in dollars 
per year, rolls up into big money fast. Do as so many 
others are doing: Open the door with Alemite, then 


sell ’em your other lines! 





ALEMITE 


G. U. S. PAT. OFF. 


INDUSTRIAL LUBRICATION 


ANOTHER STEWART-WARNER ¢- Pt 


PRODUCT 


1886 Diversey Parkway, Chicago, Ill. 


Belleville, Ontario 









ALEMITE AIR- 
OPERATED 
BARREL PUMP 
MODEL 6700 


For volume delivery of lubricant 
at high pressure direct from 
400-lb. drums. Operates on 75 
to 175 Ibs. air; delivers 6 to 15 
Ibs. per min. at pressures from 
600 to 6000 Ibs. per sq. in. 





Te eh 


Daily oiling has been replaced by Alemiting 
twice a week. And the press keeps right on working 
while lubrication is going on! Hands are kept 
away from moving parts when using the Alemite 






PREIS Se 


ALEMITE AIR- 
» OPERATED 

POWER GUN 
MODEL 6184 


Operates on 80 
to 200 Ibs. air, 
developing 33 times air pressure 
used. Delivers 16 oz. per min. on 
150 Ibs. air pressure. Includes 
hose, adapters. Capacity 25 Ibs. 


FLW LAT aed 23 































Delivers 12 oz. 
per minute under 
pressure of 4500 to 5000 Ibs. 
per sq. in. Heavy duty universal 
motor for AC or DC. Complete 
with hose, adapters. 
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Tb AKER. 
ALEMITE 25-LB. ALEMITE AIR- 
ELECTRIC OPERATED 
POWER GUN BARREL PUMP 
MODEL 6190 MODEL 7000 


ae ek 


Pumps lubricant di- | 


rect from 100-Ib. 

drum, developing 35 

times air pressure 
used. Delivers 15 oz. per minute 
on 125 Ibs. air. Thumb screws 
hold hood securely to drum. 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Fifteen Requisites for 
The Crack Salesman 
1. Stick to the subject. 
2. Know your product. Be able not 
only to answer questions but to ad- 
vance valuable and _ pertinent 
mation to the buyer. 

3. Help the buyer. We like to see 
salesmen who can present new ideas, 
keep us honestly informed as to mar- 
ket conditions and help out on special 
or unusual problems. 

4. Understand product design. In 
what your apparatus su- 
pesior to your competitor’s for the 
particular job? 


infor- 


respect is 


5. The customer is not always right. 
This should apply only when the cus- 
tomer’s position is reasonable. When 
the customer’s demands are not justi- 
fied the salesman should be loyal to 
his company and : 
rights. 

5. Don’t gang up. Two men, buyer 
and talk more construc- 
tively and intimately than one buyer 
against three or four sellers. I think 
the buyer actually builds up a defense 
when he is up against a “gang”. 

7. Prepare your sales talk in ad- 
vance. 


stand up for his 


seller, can 


8. Discuss your goods, not yourself. 

9. Let the buyer make the over- 
tures. A salesman who has been able 
to demonstrate his willingness to be 
of assistance in solving problems will 
soon find the buyer is wiiling to cre- 
ate a more friendly relationship. 

10. Don’t promise more than you 
can deliver. 

11. Be a good loser. Every buyer 
has to hand out a lot of disappoint- 
ments—in fact, more disappointments 
than orders. 

12. Stuffed shirts are not wanted. 
Regardiess of trade relations, respon- 
sibility and reliability of your house, 
you still have to do 


selling—or else. 


a good job of 


13. Don’t bluff about your products. 
14. How often to call? The 
calls too 


iver- 


; 
age salesman often on the 
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man he likes and not often enough 
on the tough bird he doesn’t like. 
15. Don’t brag about contacts.— 
Harry Erlicher, General Purchasing 
Agent, General Electric Co., in Sales 
Management, April 20, 1940. 


Direct Mail Pointers 


Recent tests by the direct mail lab- 
oratory of the McGraw-Hill Co.’s 
direct mail division indicate that a 
letter and card will outpull a circular 
and card, -while the combination of 
letter, circular and card is even more 
effective. 

Other points brought out by the 
tests: The use of two-color multi- 
graphing gives higher returns than 
one color at lower unit cost. Plain 
reply cards produce just as many or- 
ders as filled-in replies. 

Since the depression third class mail 
is just as effective as first class. 
Metered mail out-pulls stamped mail. 
It is advisable to change the size, 
style and color of envelopes and let- 
terheads frequently. No difference has 
been found in returns from hand- 
addressed, type-addresesd or stencil- 
addressed envelopes. Experience also 
shows the success of a mailing in 
60 per cent dependent on the list em- 
ployed and 40 per cent on the copy.— 
The Management Review, April, 1940. 


Personal Purchases 


If there be any evils in the practice 
of buying at wholesale for personal 
use, the indictment must be against 
the wholesaler or jobber. It is hu- 
man nature for the individual, through 
the purchasing agent, to take advan- 
tage of the chance to buy some or 
many of his requirements at wholesale. 
It is also sometimes inhuman nature 
for the p. a. to aid and abet this 
practice. The owner of goods which 
are ordinarily offered to retail deal- 
ers is not required to sell them to 
individuals at wholesale. But many 
of them do—sometimes motivated by 
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a desire to pick up a few extra dol- 
lars, sometimes to please a regular 
industrial customer and sometimes on 
the assumption that if they do not 
sell, their competitors will do so. 

If the practice is to be stopped, 
who is going to do it? We can 
hardly conceive of enough organiza- 
tion among the wholesalers to do it, 
although they could do it and would 
be entirely justified in their action. 
Those who are able to get things at 
wholesale are hardly likely to take 
the initiative. The National Associa- 
tion of Purchasing Agents can take no 
official action. So it seems up to the 
individual purchasing agent, on his 
own initiative where possible and by 
order of his superiors where such 
authority can be obtained—J. C. 
Blucher, Purchasing Agent, Fisher 
Flouring Mills Co., Seattle, in Wash- 
ington Purchasing Agent and Manu- 
facturer, May, 1940. 


Coal Tipple Lighting 


In coal tipples, the coal is broken, 
picked, graded for size, cleaned and 
finally loaded on cars for shipment. 
The coal is passed on conveyors in 
front of experienced men who throw 
aside all pieces which are of too low 
quality or contain undesirable rock 
and waste material. The color and 
quantity of light are important factors, 
hence special illumination is required. 

In different mines the extent, types 
and colors of waste material will vary 
somewhat, as the visual tasks are not 
always identical. In some locations 
change from high wattage lamps to 
daylight quality has improved the 
picking operation. More recently light 
of high intensity mercury-vapor lamps 
has produced outstanding results, 
through better contrasts. Very high 
levels of 200 to 500 footcandles from 
400 watt lamps have worked well. 

While coal cleaning operations are 
handled entirely by machinery, it has 
been found that levels of 15 to 40 
footcandles are helpful to operators 
Too often 100 or 200 watt bare lamps, 
providing only two or three foot- 
candles, are used in important loca- 
tions. 9 

Since depreciation from dust and 
dirt is unusually high, definite clean- 
ing schedules for the lighting units 
must be established. Alternate wash- 
ing and dusting of the lamps and re- 
flector interiors on a regular schedule 
every three weeks would not be costly 
in relation to the added illumination 
obtained. Also, the use of relatively 
high wattages in the better lighted 
plants tends to reduce the number of 
units employed.—Electrical Contract- 
ing, April, 1940. 











REVISED HORSE POWER RATINGS 


FOR COG-BELTS and V-FLAT BELTS 


Now, as a result of Dayton’s Revised 
Horse Power Ratings for Cog-Belts and 
V-Flat Belts, more power costs you less 


than ever before. Today, as a result of 


Dayton’s famed field and laboratory 
research into lower drive costs, you 
collect two way dividends from: 
Revised Horse Power Ratings, varying 
both with Belt Velocity and Pulley 
Diameter which give generally increased 


ratings where the larger Motor Pulley XN 


Diameters are used. 


2 Improved Dayton V-Belts with Day tex 
Cord in their neutral axis section, 
which are pledged and proved to give 
lower cost per year of service, because 
Daytex Cord has less stretch, longer life 
and greater strength than the best com- 
parable cord, not Daytex processed. 

So, wherever power is used, in all 
climates, under all conditions, Dayton 
V-Belts stand up longer under the strain 
of constant high-speed flexing to save 
time, money and machinery. And with 
Dayton’s Revised Horse Power Ratings, 
power output costs less than ever before. 


\ % ) 
\ 
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For all the facts about Dayton’s Re- 
vised Horse Power Ratings, write to 
us for the latest copy of Catalog No. 
180. And ask us, also, for the “‘Picture 
Story of Daytex Cord.”’ 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 





TEN YEARS AGO IN 


FRANK VIOLA, PRESIDENT, MARINE SPECIALTY & 
MILL SUPPLY (O., NEW ORLEANS TOLD HOW HIS COMPANY GOT 
PROFITABLE MARITIME AND OTHER BUSINESS BY EMPLOVY- 
ING SALESMEN FAMILIAR WITH THE TRADE AND BACK- 
ING THEM UP WITH ADEQUATE STOCKS AND COM- 
PLETE RECORDS. AT THE TIME, THIS COMPANYS MAR 
INE SUPPLY SALESMEN WERE FORMER SHIPS ENGINEERS 
WHO COULD TALK ‘sHie” 
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E. DECKERT, PRESIDENT, W.D DECKERT OF DUBUQUE, IOWA, 
OOSTED HIS BELTING SALES BY FIRST CAREFULLY 
ANALYSING THE BRAND OF BELTING HE SOLD BEFORE 
HE WENT OUT TO SELL IT. HE KNEW HIS LINE BOTH 
“INSIDE” AND OvuT. 


Mrs Flas 


SAMUEL HARRIS & CO, CHICAGO, PURCHASED 

THE FRANK BURKE HDWE.CO. OF WAUKE- 
GAN, PLANNING TO OPERATE IT AS A SEP- 
ARATE CORPORATION 


ee, 
ts 
a ve 
Ro K \t 
* 


at 
BOTH THE MILL © MINE SUPPLY CO, SEATTLE, 


AND THE SYRACUSE SUPPLY CO., SYRACUSE, 
N.Y. TOOK ON NEW LINES OF SUPPLIES 


THE FULLER SUPPLY Cco., 
HAD JUST ISSUED 
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UTICA , N.Y. 
ITs FIRST CATALOG. 
a “”~ 

Cw)e4g 
XR 
KEITH - SIMMONS CO., INC., NASHVILLE, 
PLAYED HOST TO DISTRIBUTORS FROM 
TENNESSEE, ALABAMA, AND GEORG/A. 








MILL SUPPLIES 


MRS. GLADYS ATWELL 
ANDERSON, CAPABLE 
MANAGER OF THE CHAT- 
TANOOGA BELTING SUPPLY 
CO., ENJOYED THE DISTINC- 
TION OF BEING, PROBABLY. 

NSE THE ONLY WOMAN MAN- 
~AGER OF A MILL sSUP- 
PLY HOUSE. 





FROM CASH BOY, TO WESTERN UN- 
\ON MESSENGER, TO DRAYMAN, TO 
JANITOR ANDO ORDER TAKER, To 
SALESMAN, TO SECRETARY-- AND tie 
FINALLY TO PRESIDENT OF SOMERS, 

FITLER & TOOD, WAS THE SAGA & = 
OF WILLIAM T TODD. THIS StoRY 

WAS TOLD IN MILL SUPPLIES’. 
"WHO'S WHO * 





—~ 


HM SAGER, PRESIDENT, THE SAGER-SPUCK SUP- 
PLY CO., INC., OF ALBANY EXPLAINED HOW HIS 
ORGANIZATION, STARTING FROM SCRATCH, 

BUILT A #500,000 ANNVAL BUSINESS 

BY ITS POLICY OF CARRYING COMPLETE 
STOCKS. 











2 z 
IF You DonT SEE WHAT 
YOU WANT- ASK FOR I(T! 





(i 
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Angle of 
the lathe 
file 


—— 
Angle of 


regular 
roll file 








BETHLEHEM STEEL COMPANY, Genero! Offices 
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Cincinnati, Cleveland, Columbus, Dallas, Denver 


Bethlehem, Po 


Ort igelh 


Honolulu, 


District Offices 


Houston, 


Akron 


ale liolalel Lelite , Kansos City, Mo., Los 
Milwaukee, Noshville, New Haven, New Orleans, New York, Philadelphia, Pittsburgh, Portland, Ore., St. Louis, St. Poul, Salt Lake City, San 


Albany, Atlanta, Baltimore, Boston 


Johnstown, Pa 


Buffalo, Chicago, 


Angeles 





















Backed by Bethlehem’s line of mill supplies many dealers 
are ringing up new profits and building new business month 
after month. 

There are three reasons for this steady increase in Beth- 
lehem dealer profits. 

First—Bethlehem’s line is complete. Each product is made 
in a broad range of sizes and types enabling the customer to 
choose the exact item for his purpose. This simplifies the 
customers buying and makes the dealer’s selling job easier. 

Second—Every mill-supply product made by Bethlehem 
is of uniformly high quality. This company’s metallurgists 
and steelmakers have used their combined skill to furnish 
the best steel for the purpose that money can buy. 

Third—Customers who have used Bethlehem products 
are satisfied customers. They are sold on the workability 
and performance of these products and they bring repeat 
business to the dealer. 

With this full support, mill-supply dealers can stay ahead 
of competition and sell a greater volume of Bethlehem steel 
products with less sales effort. Investigate the sales value of 
the Bethlehem line. For full information write Bethlehem 
Steel Co., Bethlehem, Pa. 


Bethlehem’s mill-supply products include: 


BOLTS AND NUTS—3500 different items of headed and threaded 
products. 

WIRE ROPE—Form-set and regular lay in every construction and 
every size for material handling, excavating, logging, mining, and 
general purposes. 

NAILS—For all purposes, finished bright, annealed, galvanized, 
cement-coated or blued. 
WIRE—Bright, annealed, galvanized or bethanized precision-drawn 
wire in every size and grade. 

PIPE—Clean, sound pipe pre-tested with hydraulic pressure up to 
2500 Ibs. 


BLACK SHEETS—Smooth, blemish-free sheets accurate to gage and 
size. 
GALVANIZED SHEETS—Evenly ccated, clean galvanized sheets 
and Beth-Cu-Loy copper-bearing sheets. 

TIN PLATE—Cold-reduced Beth-Co-Lite tin plate and hot pack 
tin plate for all manufacturing purposes. 

MERCHANT BARS—Rounds, squares, hexagons, octagons, half 
rounds and flats. 

TOOL STEEL—AIll the usual tool steels for all purposes. 


The cash heguilee ting 





BETHLEHEM STEEL COMPANY 
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Every month hundreds of thousands of advertising pages 
tell tens of thousands of mill-supply customers about Beth 
lehem steels. 





































These and other products are made by Bethlehem for mill 
supply wholesalers. We will be glad to tell you about jobbe 
arrangements that can be made; write Bethlehem Steel Com 
pany, Bethlehem, Pa. 










Duncan Publishes 
New Price Book 


R. C. Duncan Co., Minneapolis 
and St. Paul, Minn., has recently 
issued a paper-bound, planographed 
price book, which not only gives 
current discounts and net prices but 
illustrates effectively the 
offered by the company. 

The issuance of this book has 
also enabled the Duncan Co. to 
acquaint buyers with several new 
lines which were not featured in 
the last general catalog. 

An interesting stipulation _fea- 
tures front cover copy—prices are 


services 


based on reasonable quantities per 
order, small quantity orders may be 
priced slightly higher. 


Wiley Hughes Force Enlarged 
The Wiley Hughes Supply Co., 


Trenton, N. J., has augmented its 
sales force by the addition of three 


The office of the newly organized Reasoner Tool & Supply Co., Boston, presents a business-like appearance. 
A. E. Reasoner. Others are Robert Hubbell, E. A. Rice, Everett Doucette and Lawrence Scoville 
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Peter Van Ess (Manufacturers’ Supply) gives 
the straight dope to a visitor in the Arm- 
strong Tool booth at the recent Grand 
Rapids industrial show 


outside salesmen specializing on fluor- 
escent lighting equipment, one outside 
man on new lighting equipment and 
three inside salesmen. 

Sales meetings in this company are 
held monthly. The company buys a 
dinner for the entire force. Discus- 
sion encompasses any subject having 
to do with the advancement of the 
business. 
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Bill Shakespeare, new Independent Pneu- 
matic Tool representative in Latin America, 


lines up Senor Quebraz as a distributor in 
Sao Paulo, Brazil 


Parsons Appointed Sales 
Manager of WHS Inc. 


C. P. Davis of the Winfield H. 
Smith, Inc., Springville, New York, 
has announced the appointment of 
FE. L. Parsons as sales manager. Mr. 
Parsons has had wide experience in 
the transmission field and in closely 
allied lines. 





In center, at rear, is Owner 











DON'T FORGET TO 


‘LINE UP 
win HEWITT’* 
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Created by UTICA 


for TOOL MILEAGE 
CBD 





The Utica Long Needle Nose 
Side Cutting Plier has a long, 
fine spring-tempered nose 
pines will stand up. Hand- 
hon cutting knives are 


UTICA DROP FORGE & TOOL 
CORPORATION 


UTICA - N.Y. 
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Cayce MILL SUPPLY 





NEW LINES 
laken on by 


Distributors 


Among the distributors recently ap- 
pointed to handle Ashcroft Dura- 
guages by Manning, Maxwell & 
Moore, Inc., are: Hickey Pipe & 
Supply Co., Huntington Park, Cal.; 
Corbett Wallace Corp., Houston, 
Tex.; W. A. Case & Son Mfg. Co., 
Buffalo, N. Y.; Johnson Engineering 
Co., Rochester, N. Y.; Murray W. 
Sales & Co., Detroit, Mich.; South 
Send Supply Co., South Bend, Ind.; 
Negociacion Tecnica Industrial, Mex- 
ico, D. F.; B. F. Gilmore, Co., New 
York, N. Y.; American Supply Co., 
Marietta, Ohio; Whitehead Hardware 
Co., Valdosta, Ga.; Pacific Coast [n- 
strument Co., San Francisco, Cal.; 
Connelly Brothers, Buffalo, N. Y.; 
Power Pipe & Supply Co., Passaic, 
N. J. 


ltHroporE C. U_Mer, INc., PHILADEL- 
PHIA, Pa., is handling transmissions 
and motor bases manufactured by 


the Ideal Commutator Dresser Co. 


Wirey HuGues Suppty Co., TRrEN- 
TON, N. J., has taken on two new 
lines—Square D motor controls and 
Brown & Sharpe precision tools. 


CHANDLER-Boyp SuppLy Co., Pitts- 
BURGH, Pa., is distributing the line 
fl blast gates manufactured by the 

S. Rockwell Co., New York. 


Lewis Suppty Co., Mempuis, TENN., 
is handling the lines of the Paasche 
Airbrush Co. and the Walsh Re- 
fractories Corp. 


R1iECHMAN-Crossy Co., MEMPHIS, 
TENN., has been appointed the ex- 
clusive distributor in the Memphis 
territory for the Stayput Clamp & 
Coupling Co., Denver, Col. This 
company is also handling a complete 
line of Du Pont paints. 


HopkINs- 
VILLE, Ky., ts distributing Hancock 
valves, manufactured by Manning, 
Maxwell & Moore, Inc. 


Mipway Toot Co., Mt. PLEASANT, 


Micu. and The Corbett-Wallace 
Corp., Houston, Tex., are stocking 
Consolidated safety valves. 























@ Regardless of the machine or job—shovel, crane, 
hoist, scraper, elevator, whatnot—Hazard LAY-SET Preformed 
will give you the same amazing resistance to fatigue, the same uni- 
formly long life—because Hazard LAY-SET is “‘at ease.’’ The 
preforming process at the mill relieves the rope of locked up stresses ; 
leaves it flexible, easy to handle, willing to work. Hazard LAY-SET 
Preformed is so calm, so thoroughly “at ease,’’ that it has almost no 
tendency to kink, it resists whipping or rotating in sheave grooves, 
it spools better. More than this Hazard LAY-SET Preformed is a 
safer rope to handle. Being ‘‘at ease’’ broken crown wires do not 
spring out to tear workmen’s hands and possibly cause blood- 
poisoning. For your next rope specify Hazard LAY-SET Pre- 


formed and be “‘at ease’’ yourself about its greater dollar value. 


HAZARD WIRE ROPE DIVISION e WILKES-BARRE, PENNSYLVANIA 
Established 1846 


District Offices: New York, Chicago, Philadelphia, Pittsburgh, 
Fort Wayne, San Francisco, Denver, Los Angeles, Atlanta, Tacoma 





AMERICAN CHAIN & CABLE COMPANY, Inc. 
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FROM ONE SOURCE- 


ALL THESE QUALITY PRODUCTS !! 


Sell 


UPSON-WALTON ... 





__ 


... LAYRITE PREFORMED 
WIRE ROPE 


This proven U-W product meets the most diff- 
Over a period of years, 
it has demonstrated its ability to give safe, unin- 


cult operating demands. 


terrupted, low-cost service . 


a lot to you 


for buyer satisfaction means repeat orders 


r customers. . 


. qualities that mean 
. and to you, too... 


the soundest basis for profitable selling. 











... ROPE and CORDAGE 


The 
plus the maximum in genuine salability 
that’s an apt description of U-W 
“BEST” and “ATLAS” brands of pure 
manila rope. They're both woven from 
selected fibre, thoroughly waterproofed. 
Aside from standard uses, U-W also pro- 
vides ropes for all special purposes. 


maximum in customer satisfaction, 








Plain, Roller or 


ikes a 


to 2 
U-W Tackle 


dependable 


... TACKLE BLOCKS and FITTINGS 


WIRE ROPE CLIPS 


Drednaught 
I orged, Hot 
ized 
tified 
Base 


Drop 
Galvan- 
- -« « and Cer- 
Malleable Iron 
Wire Rope Clips 
ill quality prod 
ucts. 


WOOD SHEiL 
SNATCH 
BLOCKS 


Bronze Bushed 
in diameter 
Blocks assure 


Service 








WIRE ROPE BLOCKS 


A_ complete 
or light 
and 


line of heavy 
duty wire rope 
manila rope blocks. 
- « « They're built for 
dependable service on all 
kinds of hoisting problems 


TURN BUCKLES 


Come in all diameters and lengths 
ot openings, with numerous types 
of fittings. With right and left 
hand thread. 


Write for YOUR Copy of our Distributor Policy, Price and Product List. 


NEW YORK 


50 


MAIN OFFICE & FACTORY: 1168 W. 11th STREET 


A 


BUFFALO 


LAND, OHIO 


PITTSBURGH 





CHICAGO FT. WORTH 
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Central Mill Expands 
Territory in Columbus 


The Central Mill & Plumbing Sup 
ply Corp., Columbus, O., is expand- 
ing its territory and has added two 
new lines. A coverage of prospects 
within a 100-mile radius of Columbus 
will replace the previous 50-mile area. 
Extensive manufacturer - distributor 
promotion is underway for the newly 


acquired Roebling wire rope and 
Youngstown pipe. 

A field sales staff of seven men 
serve the territory. This force in 


cludes two new associates, Ed Burbage 


Cc. L. LEWIS 





SAM M. SWANNER 


ED BURBAGE 


on city sales and C. L. Lewis in south 


central Ohio. Sam M. Swanner is 
sales manager for the firm. 
Mr. Lewis has been elected to th 


position of while C 
P. Reading remains as president and 
W. M. Fenne1 
treasurer, 

Distribution franchises are held fo: 
American Form & Hoe tools, Man 
hattan Rubber products, Chicago 
Latrobe drills, Bay State taps, Wright 
chain Simonds tools of 
the Lufkin and Starrett firms, Billings 
& Spencer wrenches, Manning-Max 
well & Moore valves, gauges and re 
cording thermometers 


vice-president, 


serves as secretary 


hoists, 


Saws, 























BP prenerere Cooperation and Service are the important 
elements in a distributor's operating setup. 





Supply men know by experinece, covering a period of twenty- 

"BOSS" COUPLINGS five years, that DIXON has been alert to their needs and to 

Washer and Ground Joint Types the needs of their customers; and that DIXON products have 
Male and Female ° ° 

been developed and consistently improved to keep ahead of 

the ever-increasing demands of industry for better and more 


serviceable couplings and clamps. 
Just as your customers have confidence in you, so you can turn 
. to DIXON for fullest cooperation in helping you make your 


"DIXON" sales efforts most effective. 
AIR HAMMER COUPLINGS 
Washer and Ground Joint Types 





Experienced distributors also know that the long established 
DIXON sales policy is rigidly adhered to, and that it enables 
them to build and maintain business on a profitable basis. 


Investigate the DIXON line and the DIXON organization and 
you'll find everything you need to satisfy your requirements 
and those of the industries you serve. If you do not have the 


"BOSS" DIXON catalog, a copy will be sent promptly on request. 
AIR HAMMER COUPLINGS 
Washer and Ground Joint Types 









ES <i 





"AIR KING" F i = 
Quick-Acting Universal KING" CLAMPS "KING" "BOSS" AIR VALVES 
Type Coupling Single and Double Bolt Combination Nipple Self-Honing, Throttle Type 
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THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


Maker f Yale Hand Chain 


IT'S AFACT 


“On Job 35 Years and Still In Action.” 
Says Chilton Paint Company About 
Their YALE CHAIN HOIST 


To Yale Distributors and Salesmen: 


This is No. 1 in a series of Yale Chain 
Hoist fact stories appearing in a large 
group of leading trade publications to 
help you sell. Follow this series. Each 
ad is full of testified sales arguments. 


35 years on the job—and still 
going strong! That's something 
of a record—a testified record. 


Says Chilton, “Day in and day 
out for 35 years this hoist has 
been lifting ton vats of paint. 
We've probably saved enough 
in that time to buy ten others 
like it.” 

Which certainly ought to be an 
incentive to look into Yale 
hoists. Particularly when they 
can bring you exactly the same 
sort of service. Contact your 
local Yale distributor. He has 
the facts at his fingertips. 


IN CANADA: ST. CATHARINES, ONT. 


Manufacturer's Supply Holds 
Show on Its Anniversary 


On the evening of April 18, just shy 
by two weeks of a year since the 
Manufacturers’ Supply Co., Grand 
Rapids, Michigan, moved into their 
new and larger quarters on Commerce 
St., President E. H. Idema welcomed 
the first guest to their anniversary 
party and industrial show. 

For weeks salesmen, both from the 
Grand Rapids office and the Holland 
branch, had been issuing invitations 
to purchasing agents, plant superin- 
tendents and foremen. Despite a ter- 
rific downpour on the first night, more 
than 300 spectators turned out. When 
the last tally was recorded on the 
night of April 19, over 750 guests, 
representating 85 firms, had viewed 
the show. 

About 27 manufacturers took part. 
Quite a few orders were signed up 
and a large number of inquiries were 
scheduled for follow-up. 

President E. H. Idema, who person- 
ally took charge of the activities, was 
assisted by Henry Idema, William 
Blom, Ray Coby and others of the 
Grand Rapids staff. Peter Van Ess 
and Ralph Trimmer came over from 
the Holland branch to lend a hand. 

Pictures below and on opposite page. 





Cliff Berthiaume (left) and Bill Smart 
manned the Nicholson File booth. Bill also 


| ran Nicholson's sound movie 


Looks as though J. Ebert of Paasche Air- 
brush was describing a tall, cool one. But 
from the look on the spectator's face you 
know it was a much more vital subject 





President E. H. Idema (Manufacturers Sup- 
ply) lends support as Ed, Berneau of Black 
& Decker describes an interesting point 





THE CABLE KING 
Can't you just hear G. W. Schwager of HOIST BRINGS You ALL 


Holo-Krome putting over his point? B. A. 


Clark, with back to camera on right, also THESE FEATURES ” 
* 


of Holo-Krome captures attention of an- 
other spectator 1. Air-cooling 8. One point lubrication 
2.” Lifetime gearing i 9. Large diameter drum 
. “Precision” type bearings 10. Upper limit stop 
. Self-adjusting load brake ll. Safety bottom block & 
. Heavy duty motor brake hook 
Weather-proof motor 12. All-weather controllers 
. 30 Minute motor rating . Ribbed steel hoist frame 


TO YALE DISTRIBUTORS AND 
SALESMEN: 


This is No. 6 in a series of Yale Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this series. Each ad is full of sales 
arguments. 


These features make the Cable King the elec- 
tric hoist that meets all specifications engineers 
demand. A proved hoist .. . it's proved by 

These two lads came over to show Carl exhaustive laboratory and field tests. 
Heim of Wright Hoist how to lift a beer | Air-cooling, an exclusive Cable King feature, LIFETIME GEARING 
eliminates excess brake heat, and enables the 
Cable King to operate on a heavier duty cycle 
than any other hoist in the same class. It ac- 
complishes more in a given operating hour, 
which means greater savings. 

Another Cable King feature is Yale precision 
construction. All gears and pinions are drop- 
forged, chrome nickel steel, heat treated for 
maximum wear and long life. And the bearings 
at all friction points are “precision” ball or 
roller type, specially sheathed and shielded from 
dust. 

These are only a few of Cable King’s exclu- 
sive features. Ask your Yale distributor to tell 
you about all of them. Or write direct to us 
for descriptive catalog. 

Capacity “% to 6 tons. 








PRECISION TYPE BEAR] 


Frank Ayres of Osborn Manufacturing Co. THE YALE & TOWNE MFG. Co. 


talks brushes to one of the visitors PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
IN CANADA: ST. CATHARINES, ONT. 


Malare nf Vale Hand Chain Hniete Flectric Hoista. Electric 





THAT STEAM! 


PACK WITH BELMONT 


That's the story we're sending your cus- 
tomers this month through leading business 
publications — right to their offices — right 
to the job. 


We tell them of the features of Belmont 30. 
How they keep pressures sealed. Read 
it and avail yourself of this forceful sales 
ammunition. 


Belmont 30 offers a unique center construc- 
tion. Center block is pleated upon itself, 
accordian fashion, at an angle approxi- 
mately 90 degrees with the rod. This 
provides high resiliency—abundance of take- 
up on the gland, and ultimate “edge-wear” 
(longer life) on the block. 


All Belmont packings are constructed to 
give maximum economical service under 
the most rigorous conditions. No matter 
what the service may be, there is a Belmont 
packing for the job—made with the same 
fine care and attention to detail that dis- 
tinguishes Belmont 30. 


The 1940 Belmont Catalog gives many more 
sales arguments for Belmont 30 as well as 
sales points for every packing in the Bel- 
mont line. It’s designed to increase your 
sales. Use the catalog as your guide and 
watch your sales go up! 


THERE’S A BELMONT 


PACKING FOR 
















Suggested Belmont Packings 
For Steam Service 


BELMONT 30 


High Pressure Packing. Made of 
closely woven asbestos cloth 
frictioned with a heat-resisting 
rubber compound. Unique 
accordion-pleated center 
| block. Rubber cushion re- 
mains resilient even under 
' extreme temperatures. 
Comes lubricated and 
graphited unless 
otherwise speci- 
tied. (Rubber 
cushion omitted in packing 
space sizes smaller than ;;”.) 



























BELMONT 754 


Square Braided Pack. 
ing. Made of long fibre 
asbestos yarn, with a 
fine copper wire twisted 
with each strand. 
Braided, in same man- 
ner as square braided flax packings. Each 
strand of metallic yarn is thoroughly lubri- 
cated and graphited, resulting in a finished 
packing which lessens possibility of harden- 
ing in service. 











EVERY SERVICE 


BELMONT 


-~ =a: GS US 


THE BELMONT PACKING & RUBBER COMPANY 


BUTLER AND SEPVIVA STREETS e PHILADELPHIA, 


en 


PA 
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Questionnaire Educates 
Channon Personnel 


Could you send forty to fifty men 
back to school and make them like it? 
Sounds like a tough assignment, 
doesn’t it? Well, it really wasn’t the 
way R. E. “Pat” Kramer, president of 
H. Channon Co., Chicago, handled it. 
He labelled the back-to-school move- 
ment a “Monthly Questionnaire” 
which he directed to the inside per- 
sonnel (warehousemen, checkers, order 
fillers, price clerks, city sales desk and 
quotation clerks—foremen only were 
excused ). 

On a designated Saturday of each 
month, beginning last May and con- 
tinuing through September, each in- 
side man was given a small booklet 
containing ten questions. He was re- 
quested to answer these and turn in 
his booklet by the following Monday 
noon. No restriction was placed on 
how or where he obtained his infor- 
mation as long as he didn’t copy from 
a fellow worker. A. L. Sullivan, office 
manager, was the professor in charge. 

“Professor” Sullivan prepared ex- 
amination papers with particular at- 
tention to selecting questions helpful 
to the men in increasing their product 
knowledge and product applications, 
and to aid them in overcoming some 
common errors being made. He found 
the “Question and Answer” sections 
of the 1938 and 1939 issues of MILL 
Suppiies extremely helpful in pre- 
paring this quizz. 

Quizz time at H. Channon 
came spirited with competition and it 
was not an uncommon sight to find a 
number of the boys, on Saturday 
afternoons, mid piled high stacks of 
manufacturers’ catalogs and copies of 
Mitt Supp ties, diligently seeking out 
answers to the questions. There’s no 
denying the spirit was contagious and 
flew high, for which “Pat” 


be- 


scores 


Kramer did justice by offering a 50- 
cent bonus for 80 to 99 papers and one 
dollar for perfect ones. 


"Professor" A. L. Sullivan who handled the 
tough assignment of formulating quizz 
papers and handing out the marks. 
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..-for keeping saws 
sharper 

Strong-edge Disston Bite- 
Rite Taper Files assure 
your customers of maxi- 
mum service. Sell them 
where industries depend 
on sharp saws for speed 
and service. 

















..» for precision filing 

The widest variety of shapes 

and sizes in Disston Superfine 

Swiss Pattern Files. You have 
the most complete line to sell 
where precision filing is vital. 


...HELP YOU SELL BITE-RITE FILES 
















It is easier to sell Disston Bite- Rite Files when 


you know they can prove themselves in faster fil- 


ing. And Disston advertising tells the features of 
Bite-Rite Files to your logical customers, opens 
the door for you, backs up your personal selling. 
Henry Disston & Sons, Inc., Philadelphia, 
U.S. A. Branches: Boston, Chicago, Detroit, 
Memphis, New Orleans, Seattle, Portland, 
Ore., San 
Canadian Factory: Toronto. Australian Factory: 


Sydney, N.S. W. ae 


Francisco, Vancouver, B. C. 
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YOU CAN 


ENAMEL 
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ROPE! 
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diameter 

Plymouth Manila Rope on the grounds that it was low 
in tensile strength, which for this size rope is 2,450 lbs. 
Their Laboratory tests showed it to be some 200 lbs. below 
Government Specification strength. 


Public Utility Company rejected some 


It was clear to us that the Public Utility’s Laboratory had 
not followed the proper procedure in breaking the rope, 
and so we had it returned to Plymouth and tested by our 
own Laboratory technicians. Eight different tests were 
made using standard testing methods as laid down by 
Federal Specifications Board’s specification No. 61-A. Fol- 
lowing this procedure the Plymouth Laboratory first con- 
ditions the rope in a standard atmosphere of 65% relative 
humidity and 70’ F. This eliminates variation of test re- 
sults due to variations in moisture content. The tensile 
strength of this rope proved to be actually 2,914 Ibs.— 
which is 464 lbs. greater than required by Government 
Specification! 


What was wrong? The customer had stored the rope next 
to a steam radiator for some time before testing it. This 
resulted in a loss of moisture content and correspondingly 
low tensile strength. This Case History shows the impor- 
tance of storing rope where it will not dry out. If rope is 
allowed to dry out it may be weakened by as much as 20% 
—25% and result in failure of service that is not due to 
the quality of the rope. 


There are more advertisements in this series, designed to 
help keep your rope costs down, Write us for further 
information. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, Cleve- 
land, Houston, San Francisco 


PLYMOUTH 


a 


You CAN TRUST 
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Greene, Tweed 
Holds Election 


Greene, Tweed & Co., manufacturer 
of mechanical packing and mill supply 
specialties, has announced the election 
of Paul N. Robins as vice-president 
and treasurer. 

Mr. Robins was formerly with the 





PAUL N. ROBINS 


Manufacturer’s Trust Co. for thirteen 
years as assistant vice-president, 
where he specialized in the industrial 
field. Prior to that time he was en- 
gaged in advertising and marketing. 

Frederick A. Franklin, formerly 
vice-president and treasurer of Com- 
mercial Investment Trust has been 
elected to the board of directors 

The manufacturing, sales and oper- 
ating personnel is unchanged. The 
company is entering into an expansion 
program to add to its line of packings 
and mill supplies which are sold in 
thirty-three countries of the world. 





Jack Cowan, Alamo Iron Works, San An- 
tonio, goes into a huddle with Tom Here- 
ford, Jr. (Henry G. Thompson & Son Co.) 
after Tom finishes giving the Alamo boys a 
few sales nuggets on hacksaw blades 








ONE SALE THAT LEADS 
TO A HUNDRED 


SELL one “Pyrex” Broad Red Line Gauge Glass to a 
customer and you can be certain that from the day it is 
installed, he will want no other kind. That is why 
“Pyrex” Broad Red Line Gauge Glasses can become one 
of your leading profit items. 

The superior visibility due to the transparent, fused- 
in, broad red line is being sold to your prospects and cus- 
tomers in leading trade papers. It’s up to you to cash in 
by carrying a complete stock of “Pyrex” Gauge Glasses 
from which you can fill orders. 

Let us tell you more about them—how you can cut 
odd lengths from standard length stocks, and how you 
can increase gauge glass sales and profits. Write for com- 


plete information. 


f: CX INDUSTRIAL GLASS 


CORNING GLASS WORKS, CORNING, N1.¥. 





ime REX" is aregistered trade-mark and indicates manufacture by Corning Glass Works. 
Above is shown a reproduction from an 
actual unretouched color photograph 
which illustrates the appearance of the 








gauge glass from directly in front. 


FROM ANY ANGLE 
It is easier to read. The broad red line 
makes visibility of the fluid level great- 
er from every angle. 


EFFICIENT ILLUMINATION 

Visibility is further increased by illum- 

inating the transparent red line from 
the rear. 





CUTTING ODD LENGTHS 


Now yoo can furnish odd lengths cut 

from stock for that occasional “pick- 

up” order. Complete cutting instruc- 
tions make it possible. 
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| 6& RUBBER COMPANY 
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,HOLD STRONGLY TOGETHER 


a 








ONE house is the power-house 


| aed basic advance in hollow screw manufacture has been 
energized into efficient production by the House of Hollow 
Screw Specialists. 


Your success and ours in hollow screw marketing has 
generated the motive power for every imitative enterprise in the 
last quarter-century. 


The Allen sales-policy (Distributor policy) has been so 
wholly right from the first that the force of its example has 
shaped the practices of the entire industry. 


Sincerity in friendships, the real thing in cooperation, the 
driving effort to make things better and se// them better, — 
these set up dynamic connections between Supplier, Distributor, 
Purchasor. 


And when we speak of one house as the power-house, it is 
only so through the energy and loyalty of the mill supply house. 


THE ALLEN MANUFACTURING COMPANY 


ARTFORD. CONNECTICUL USA 
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General Falk Dies 


General Otto H. Falk, chairman of 
the board, Allis-Chalmers Manufac- 
turing Co., Milwaukee, Wis., died 
May 21, at his home after a long 
illness. 

General Falk, after devoting a con- 
siderable portion of his life to the 





GENERAL OTTO H. FALK 


Wisconsin National Guard, was re- 
tired as a brigadier general in 1911. 

In 1921, he was made receiver of 
the old Allis-Chalmers Co. About a 
year later he was elected president of 
the reorganized concern. Some years 
ago he was elected chairman of the 
board. 

General Falk was born in Milwau- 
kee in 1865. 





Meet Alfred Wehr, new order prospector 
on the sales staff of R. C. Duncan Co., 
Minneapolis, Mr. Wehr came to Duncan 
from the Minnesota Mining & Mfg. Co. 















Distributors today in large num- 
bers depend on Sioux Tools for 
profitable results in Drill, Grinder 
and Sander sales. The reason is, 
these tools offer them (1) an out- 
standing service record all through 
industry for a long number of years 





Sanders . 





Heavy Duty Drills . . . Get a com- 
plete story on this wide line — 
find out about the many types 
that will get you sales from many 
sources. 


gs 


. . Types for all needs, 
operating features users like — 
find out all about them. 


WRITE FOR DETAILS AND DISCOUNTS 


— (2) talking points such as the 
most modern construction includ- 
ing improvements in every part of 
their design —(3) quality that has 
always won approval—(4) a gilt- 
edge distributors’ policy based on 
sound business principles. 





Bench Grinders, Grinding 
Wheels, Wire Wheel Brushes, 


IN DRILL, GRINDER 
AND SANDER SALES 


WITH SIOUX 


[ tndsy J 


Flexible Shafts, Portable Electric 


vestigate. 


> 


STANDARD THE 





WORLD OVER 
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Grinders — a line you should in- 


6l 
























THE ! 
BRIGHT é 
BLADE ‘ 


High Speed 
Steel / 


THE RED 
BLADE 


Molybdenum 
Steel 





THE 
BLACK 
BLADE 


Tungsten 


Steel 


Fast cutting, long wearing, Best Metal Cutters 


SIMONDS 


REDEND 


(COLOR TRADE-MARK REG. U. S. PAT. OFF.) 


HACK SAW BLADES 


All standard sizes of the above blades and, in addition, 
the new Non-breaking Hard Edge Flexible 
High Speed Steel Hand Blades 





Sold only through Dealers 





SIMONDS 


Famous Family of 


SIMONDS SAW AND STEEL COMPANY 








METAL CUTTING Established 1832 FITCHBURG, MASS, 
TOOLS 
ARO A A a eA TT 
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The brothers Mideke—two gentlemen who 
are doing a grand selling job in Oklahoma 


City. Leo (right) sales manager, confers 
with President John over an important tele- 
gram addressed to their firm—Mideke Sup- 
ply Co. 





Pomona Pump 
Announces Appointments 


With the establishment of an 
executive eastern office at 120 
Broadway, New York, the Pomona 


Pump Co., has announced the elec- 
tion of C. L. Barrett, formerly gen- 
eral sales manager, to the office of 
vice-president in charge of sales, and 
the appointment of W. D. Turnbull 
as general sales manager in charge 


of the New York office. Mr. Turn- 
bull, prior to joining the Pomona 
organization, was for 17 years asso- 


ciated with the Westinghouse Electric 
and Manufacturing Co., at Pittsburgh, 
for a number of years in charge of 
sales and engineering to the mining 
and petroleum industries and later as 
manager of machinery  electrifica- 
tion sales. 

Associated with Mr. Turnbull in 
New York office will be Svend A. 
Canariis, nationally known water 
works engineer, G. H. Lambert, East- 
ern district manager, Dan M. Wal- 
lace, national accounts, and George H. 
Shetlin, export sales. 








It was noontime Saturday and the rain came 
down in sheets, so the boys gathered ‘round 
to talk a good game of golf. Left to right: 
. K. Touhy (Manufacturers’ Brush Co.); 
R. B. Jones (Victor Saw Works); R. P. Kemp 
and Nathan Brown (Barrett-Christie, Chi- 
cago} 
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HE Gilmer Franchise offers you bigger sales and bigger 
rofits because the wide acceptance and reputation of Gilmer 
'-Belts mean more customers, better customers. Thousands of 

plants have standardized on Gilmer V-Belts because, in a nutshell, 

they do their job better and at lower maintenance cost—and the 
reason for that is they’re made by belt specialists—on the largest 


assortment of V-moulds in the world. 

Another reason why Gilmer V-Belts sell and stay sold is the 
unique combination of construction features found only in Gilmer 
V-Belts—the rubber-locked pulling cords that give greater grip and 
ride parallel without twisting—the special heat-resisting bottom 
rubber developed by Gilmer that insures cool running at high 
speeds and eliminates “squashing” in the grooves —the tough, 
resilient top tension rubber that eliminates costly misfits—the heavy 
jackets that make Gilmer V-Belts last longer by protecting the belt’s 
vital working parts from oil, dirt and grease—the pre-tested con- 
trolled stretch that insures maximum matched working lengths 
on every job. 

Too, Gilmer offers a helpful design engineering service. Expert 
belt engineers at Gilmer are always ready to assist in the designing 
of drives, a powerful selling weapon for your salesmen. 

The completeness of the Gilmer line offers you the opportunity for 
greatly increased sales without added inventory . . . fourteen Cihmer 
Belt Specialties that can increase your belt volume at least 50%. 
Don’t you think you should look into what the Gilmer franchise can 
do for YOU? 

INCREASE YOUR SALES 


with this FREE 


Engineering Handbook 


The Gilmer Guide to Efficient Belt Prac- 
tise contains engineering information 
you and your salesmen constantly need 
—on multiple and fractional horsepower 
belts, and sheaves for both, complete 
in one book. CONTAINS NEW H. P. 
RATING TABLES. 






\ L. H. GILMER COMPANY 


_— TACONY, PHILADELPHIA, PA. 
THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS 
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Write for your copy TODAY 


This construction of rubber-locked pulling 
cords concentrates the brute strength in 
thin section, and makes the cords ride 
parallel without twisting. 


The COMPLETENESS 

of the Gilmer Line 

. means EXTRA sales 
and profits 


— 
V-BELTS 
For either fractional horsepower or multiple use. 
KABLE KORD FLAT ENDLESS BELTS 
For light and heavy duty. 
KABLE KORD (ROLLS) 
For all standard flat belt drives. 
CUT EDGE FLAT BELTS AND BELTING 


Same uses as Kable Kord, where complete enclosed 
jacket not desired. 


RH AND RHO BELTS 

For lathes, grinders and milling machinery. 
ROUND BELTS AND BELTING 

For serpentine, crossed or light mule drives. 
SPEEDAGE ENDLESS BELTS 

Woven belt for high speed work around 10,000 f.p.m. 
BAND SAW BANDS 

Used in woodworking. 

SPINNER AND TWISTER BELTS 

Used in the textile field. 

PLANER BELTS 

For lumber, woodworking and allied fields. 


GAINER, CONE AND LICKERIN BELTS 
Specially designed for textile industry. 


PRINTERS TAPE AND MIEHLE PRESS BELTS 
For printing press and paper converting equipment. 


COTTON DUCK AND ENROBER BELTS 
Conveyor type for bakeries, candy manufacturing 
plants, etc. 


TUBE WINDER BELTS 
Specially designed for container field. 


‘ 
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“Our Customers 
Are Standardizing 
on YARWAY Traps 





Mr. B. S. Barker, Jr., of Pye-Barker 
Supply Co., Atlanta, says: 


“More and more of our customers 
are standardizing on Yarway Traps 
and have told us that whenever 
additional traps are needed —we 
will get the order. Yarway adver- 
tising and sales assistance have 
helped us greatly in building up 
our volume on Yarway Traps.” 


Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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Sterling Products Holds 
Third Annual Show 


The Sterling Products Co., Moline, 
(branch of Sterling Products Co., 
Chicago), held its third annual in- 
dustrial tool show April 30, May 1-2. 
Over 2,200 interested spectators 
taxed the capacity of the top floor of 
the LeClaire hotel during the three- 
day exhibit. 

President W. C. Teare credits the 
success of this year’s show to the 
efforts of Frank Arnham, Moline man- 
ager, and the splendid teamwork of 
the Sterling salesmen and the manu- 
facturers’ representatives. Several 
weeks preceding the event posters 
announcing the show were placed in 
every plant within a radius of 75 miles 
of Moline. Tickets were placed in the 
hands of company officials for . dis- 
tribution to department heads who in 





turn gave them out only to those men 
evincing definite interest in the show. 
Consequently 95 per cent of the attend- 
ance, composed of plant superinten- 
dents, foremen, production managers, 
tool designers, machinists and die 
makers, who came from twenty-seven 
towns and cities, were there to learn 
something. 

Hours of the show were only 4 P. M. 
to 10 P. M., leaving the morning and 
early afternoon hours free for the 61 
manufacturers’ representatives, who 
manned the 43 show booths, to follow 
up inquiries in conjunction with the 
Sterling men. As a result of this dual 
follow-up of hot inquiries, a large 
number of orders were signed up even 
before the show ended. 

Plans for Sterling’s 1941 industrial 
tool show are already under way and 
according to Mr. Teare practically all 
available exhibit space has been signed. 





Entire third floor of LeClaire hotel in Moline was taken over for Sterling Products Co. 
industrial tool show. Part of the crowd of 1000 who jammed in on closing night 





Planned distribution of tickets, attained through cooperation of local plant heads, resulted 


in an attendance estimated to be 95 per cent potential purchasers or users 


Keystoners Schedule 
Golf Outing 


The Keystoners will hold their third 
annual outing on Wednesday, June 26, 
at the Manufacturers Country Club, 
Oreland, Pa. The group of manufac- 
turers salesmen calling in the metro- 
politan Philadelphia area will play 
host to 300 mill supply, hardware and 
industrial buyers, as well as a number 
of out-of-town guests. 
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Carl J. Meister, Allen Mfg. Co., is 
chairman of the arrangements com- 
mittee and has planned an elaborate 
program of activities, including a golt 
tournament, softball game, tennis, 
swimming, dinner and floor show. He 
is being assisted by Harry White, 
Yale & Towne, and Jack Carlsen, 
Skilsaw. 

The sports program will be handled 
by G. M. Coholan, Stanley Works, 
and Al Crank, Bay State Tap & Die. 








I’S EASIER TO SELL AY BY: W. Y 


CONTRACTORS KNOW WHY 
IT OUT-PERFORMS ALL OTHERS! 


Irs no accident that more contractors use SKILSAW 
and more distributors sell it than all other makes 
combined— it’s FIRST IN SALES because 20 years of 
constant improvement have made it the BEST in con- 
struction features and operating performance. It is 
lighter, better balanced, more powerful, will do more 
sawing jobs easier and better. 


So when you talk SKILSAW to your prospects you'll 
find that sales come easier and volume grows faster 
—especially NOW, during the peak of the building 
season, when thousands of contractor-builders need 
SKILSAW to cut costs and speed up production. 
9 POWERFUL MODELS for wood, metal, stone and com- 
position give you a size for every sawing need—a sure 
sale for every kind of prospect! 


SKILSAW, INC., 5033-43 Elston Ave., Chicago 


36 East 22nd St., New York 182 Main St., Buffalo—52 Brook- 
line Ave Boston 15 8S. 2ist St., Philadelp hia—2 1: 

St., Dallas—918 Union St., New Orleans—1253 8S. Flower St., 
Los Angeles—2065 Webster St., Oakland 20 . Ave., 


N.W., Atlanta—Canadian Branch: 85 Deloraine Ave., Toronto. 





SKILSAW is the best known... 
widest advertised ... most 
complete line in the field! 


ON 


Handle at the rear provides perfectly 
natural control of SKILSAW in all 
geemone for more accurate cutting. 
e position of the top handle keeps 
ator’s guide hand away from the 
Gedo, on both straight and bevel cuts. 


. ‘ ‘\ 


C tg lie. 


ay 





Gears are machined from finest steels 
and a tough secret-process bronze alloy 
—last longer, run quieter. Oversize 
bearings, spaced widely apart on shaft, 
insure smooth operation, eliminate vi 

bration and chatter under heavy load! 


Changing the SKILSAW biade is simple 
—just take out the stud bolt without 
removing any screws or other farts. 
Blade is on the left side of machine,so 
you can see line of cut clearly, and 
saw accurately in all positions! 
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Telescoping guard rotates automatic- 
ally on ball bearings—SKILSAW is 
always safe and sure. Base is supported 
at front and rear for rigidity and accu- 
racy; easily adjusted for depth of cut by 
loosening this one wing-nut! 


1940 


Bevel-cutting is easy and quick with 
SKILSAW —the bevel adjustment is 
controlled by this oAe wing-nut on a 
scale graduated up to 45°. That’ s why 
you save time cutting 4, Vy, 3 A and full 
pitch rafters with SKILSAW ! 
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Guaranteed to Equal any Hack- 
saw Blade Made Today, on Any 
Job, Any Time, Any Place. 


Cut for Cut, Blade for Blade, 


HE WOLI 2F LENOX 


Quality and Uniformity More 
Than Hold Their Own 


The Complete Line 
“HIGH SPEED" 


“MO-SPEED" 
Molybdenum 


“TUNGSTEN” 
“SUPER-FLEX" 
You BUILD Your PROFITS and 
PRESTIGE When You SELL 
m LENOX WOLVES BLADES. 


AMERICAN SAW & MFG. CO. Rt 


Springfield, Mass. 
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| Sam Vinson, new Lewis Supply Co., Mem- 


phis, salesman. Since attending the Uni- 


| versity of Mississippi, Vinson has been em- 


ployed by Link-Belt and Sears-Roebuck. He 


was a tool salesman for the latter company 


Roots-Connersville Changes 


J. B. Trotman, manager of the tur- 
bine pump division of Roots-Conners- 
ville Blower Corp., Connersville, Ind., 
announced appointment of several new 
territorial representatives, as follows: 

Kent-Ervin Engr. Co., Minneapolis, 
to cover the states of Minnesota, 
North and South Dakota. 

J. T. McKinney, Los Angeles, . to 
handle sales in southern California. 
Smith-Booth-Usher Co. of Los Ange- 


| les continue as representatives for all 


other R-C products. 

P. J. O'Meara Co., San Francisco, 
to cover northern California and most 
\. MeCallum remains 
in charge of the San Francisco branch 
office. 

L. S. Pawkett & Co., San Antonio, 
to cover south central Texas. 

Power Machinery Co., Tulsa, to 
handle the entire state of Oklahoma. 

H. K. Wilson, St. Petersburg, Fla., 
to be in charge of the “peninsular 
state.” 





This snappy new service truck has just been 
purchased by Stacy Supply Co., Springfield, 
Mass., to take care of rush orders 

















SPECIFICATIONS ?” 


EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS 






























MILL SUPPLIES th, 
*ecal, 


BUYERS’ REFERENCE », 


This is the only Buying Guide published 
exclusively for industrial distributors — and 
has several unique features of unusual 
value to supply men. 


Ist —It is built to specification for the 
DISTRIBUTOR and for nobody else. 


2nd — It lists only machinery, tool, sup- 
ply and equipment items which industry 
buys from distributors — consequently, 
MILL SUPPLIES Buying Guide is not 
bulky and cumbersome but of convenient, 
easy-to-handle size —can be kept in top 
desk drawer. 


3rd — Every attempt is made to list only 
those manufacturers who have an estab- 
lished discount policy favoring distributors. 


4th —Over six hundred advertisements 
provide product information, which in 
many Cases eliminates the necessity of dig- 
ging into general catalog files. 


5th — The trade name index enables you 
to locate manufacturers of branded prod- 
ucts. 


TIP! Keep your new issue of MILL 
SUPPLIES’ BUYERS’ REFERENCE DI- 
RECTORY within arm’s reach all through 
1940. Use it as your first buying reference. 


There’s an Up and 
he always has the Steel 








U’S’S MILL SUPPLY PRODUCTS INCLUDE: 


MERCHANT BARS GALVANIZED SHEETS 
COLD FINISHED STEEL BARS TIN PLATE 
PLATES STEEL MINE TIES 
STRUCTURAL SHAPES NAILS AND SPIKES 
HOT ROLLED SHEETS WIRE ROPE AND FITTINGS 
COLD ROLLED SHEETS ELECTRICAL WIRES AND CABLES 
COPPER STEEL SHEETS OTHER STEEL PRODUCTS 








Coming Jobber 


we want when we want il” 





F you can deliver the steel your customers 
want at the right time — you’re well on 
your way to increased sales. Winning cus- 
tomer acceptance is a tough job. But that’s 
where we step in to help you with the finest 
steel and steel products now available and 
with potent advertising and sales literature to 
tell the world about them. 

Your customers see U-S-S advertising every 
time they open their trade papers. They see 
it in national consumer magazines—in movie 

shorts—at conventions and fairs. They hear it over the radio. 
When your salesmen sell U-S-S products, they’re selling 
steel that everybody knows—and that makes a difference 
in results. 


More and more manufacturers are taking advantage of 


the promotion behind the U-S-S Label and are building 
their products of U-S-S Steels. ‘This means increased business 
for mill supply houses handling the complete U-S-S line. 

Look at the U-S-S products listed here. If you’re selling 
only a few of them, you may be missing sales that could be 
yours. Get in touch with us. We'll gladly give you complete 


information about our products or promotional program. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


| 
ii 


United States Steel Export Company, New York 


SELL THE STEEL THAT 
EVERYBODY KNOWS 
Manufacturers, mechanics, farmers, 
housewives—all know the familiar 
U-S-S trade-mark .. . and recognize 
it as a mark of steel quality. During 
1940, U-S-S magazine advertising 
totalling close to 130,000,000 impres- 
sions will urge your customers to buy 
products bearing the U-S-S Symbol. 
Make this advertising yours by sell- 

ing U-S-:S Products. 
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AMCO Rope means far more 


to you than just a rope sale. It is a 
specialty that you can count on to 
keep old customers coming back and 
AMCO is 
made of first grade Manila fibre. rot- 
proofed and water-proofed with a 


to bring in new. business. 


special cordage solution which greatly increases the 
life of the rope. No tar. graphite, or creosote is used. 
Numerous impartial tests prove every claim we make 


for the superiority of AMCO Rope. 


Yet AMCO costs 


no more. nor weighs no more than any other first 


quality rope. 


Every dealer who has taken on_ the 


AMCO line has experienced substantial increases in 


his rope business. 


AMERICAN 


Let us show you the proof. 


MANUFACTURING COMPANY 


NOBLE AND WEST STREETS, BROOKLYN, N. Y. 


Western Factory Branch: ST. LOUIS CORDAGE MILLS, St. Louis, Mo. 


"2 





' 


ALL-WEATHER 


MANILA 


AMERICAN 
TWINE 





""SUPERIOR'' MANILA ROPE 
° OAKUM ° PACKING 
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Jones & Laughlin 
Announces Appointments 


The establishment of two new assist- 
ant managers of wire products sales 
with the Appointment of D. J. Hen- 
ecker for wire rope and C. E. Kendall 
for wire and galvanized sheets, has 
been announced by Jones & Laughlin 
Steel Corp., Pittsburgh. The consoli- 
dation of its wire rope sales division 





D. J. HENECKER 









C. E. KENDALL 


Into its wire products division under 
J. E. Timberlake, present manager of 
wire products sales, Wits also 
announced, 

Mr. Henecker has heen associated 
with the wire rope industry since 
1922, when he was employed in the 
New York warehouse of American 
Steel & Wire Co. He advanced 
through various positions, his work 


taking him to the Southern territory 











PART OF MACKLIN’S UunrAlLinc 


LINE OF DEFENSE 


A grinding wheel for every grinding purpose . . ."To Protect Your Production”. . . on 
all grinding jobs - - - No matter what type of grinding wheel you require there 


is a MACKLIN Wheel ready to grind your anmene away. 





This second line of defense backs up stock carried by the following distributors: 


ALABAMA ILLINOIS 


MASSACHUSETTS NEW YORK TENNESSEE 
Jefferson Brick Supply Co Charles Products Co G. R. Armstrong Mfrs. Supplies M. E. Avery Co Knoxville Belting & Supply Co 
Birmingham Decatur Boston Watertown Knoxville 
) . . Nashville Machine & Supply Co. 
‘a C. E. Paulson & Co Baldwin-Hall Co satan ~ pply 
CALIFORNIA Retitund MICHIGAN Syracuse -" aaa - 
Miller & Stern Supply Co Clifford Peterson Tool Co Bard Steel & Mill Supply Co Haverstick & Co — aoe 
: San Francisco Chicago Calamazoo Rochester Rogers Bailey Supply Co. 
Union Hidwe. & Metal Co. , ; A. L. Holcomb Co H. D. Taylor Co Chattanenes 
os Angeles INDIANA Grand Rapids Buffalo TEXAS 
COLORADO G E. Meyer & Son Kendall Hdwe.-Mill Supply Co OHIO — City Tool Co. 
Johnson Supply Co eiengge Sane . Battle Creek Erie Tool & Supply Co (: =) industry) 
Denver sis ne enon on Lakeshore Machinery & Supply Co Toledo _ Oliver V —_ Co 
vansville - pe an . 
—T Tak x Ss | I a Muskeg an : W. T Johnston Co Fort Worth 
CONNECTICUT oo o Pitan a n Utility & Industrial Supply Co Cincinnati Oliver Van Horn Co. 
L. L. Ensworth & Son, In: , o ey * w Jackson Ross Willoughby Co Houston 
Hartford Watzek Sales & Saw Service Column UTAH 
" . Bloomington MINNESOTA a ee Mine & Smeiter Supply Co 
F. Hallock Co ; Ross Willoughby Co lin + Some man y Co. 
Derby 77 Granite City Tool Co A alt ake ity 
IOWA Springfield VERMONT 
Lindquist Hdwe. Co Iowa Machinery & Supply Co — on™ White Tool & Supply Co Granite City Te 1 ¢ 
Bridgeport Des Moines iar ee Cleveland (Stone Industry) 
— KS : Northern Machinery & Supply Cx Rees 
DISTRICT OF COLUMBIA KENTUCKY Minneapolis OKLAHOMA VIRGINIA 
sc lb Dehler Bros. Co. Sneha Co Consolidated Mine Supply Co Industrial Supply Corp 
. Louisville Minneapolis Picher wa “ny 
= = , olanc 0 
_ FLORIDA LOUISIANA MISSOURI OREGON Norfolk 
J. G. po sacra, na Co Dixie Mill Supply Co Manufacturers Sales Co R. Hoe & Co., Inc WEST VIRGINIA 
commie New Orleans St. Louis Portland a Supply Co. 
_ . , “ ae ’ PR ‘harleston 
ees Hollis & Co. Machinery & Sopeties Co PENNSYLVANIA WASHINGTON 
‘ , 1 7 ~ Seattle 
Elberton MARYLAND NEW HAMPSHIRE Philetiyhie WISCONSIN 
Pye Parker Supply Co. James Walker Co. Cohen Machinery Co United Hdwe. & Supply Co Rundle-Spence Mfg. Co. 
Atlanta Baltimore Manchester Erie Milwaukee 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEEL S—JACKSON, MICHIGAN, U. 


Distributors in all principal cities 
Sales Offices: —Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Phi adelphia 
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Lys B-STAR Peron 


Means Added Sates Everywhere 
FOR MILL SUPPLY stettehancercnne 
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The cooperation 
of experienced 
factory salesmen 
to make your vol- 
ume big and your 
work easy. 


Acompleteline... 
known through- 
out industry for 
superior design 
and dependable 
quality. 


Consistent maga- 
zine advertising, 
featuring the 
availability of 
the Lyon Line 
through mill sup- 
ply distributors. 


Effective point- 
of-sale promotion 
to precede or fol- 
low-up calls by 
your salesmen. 


Complete Jobber 
Catalog service. 


SHOP EQUIPMENT 





@ For nearly forty years, Industry has 
been coming to Lyon for steel shop 
equipment. The quality and efficient de- 
sign of each item in this complete line 
are known to executives of large and 
small plants everywhere. This means 
that mill supply salesmen, backed by 
our 5-Star Program, can build profitable 
volume on this line .. . with no time-con- 
suming pioneering work or special en- 


gineering training. 


LYON METAL PRODUCTS, INCORPORATED 


5306 River Street, Aurora, Illinois 


Lyon Steel 





Bench Legs 


for wood or steel bench 
tops. Rigid, efficient. 
Every factory is a pros- 
pect. 


Lyon Tool Toters 
are designed to 
speed up produc- 
tion and protect 
costly tools and 
parts against loss 
and damage. 


Stock Handling Cart 
a fast- mover! Saves 
time in any stock- 
room — for order fill- 
ing, putting away 
stock, replenishing 
stock on assembly 
line, etc. 





LYON (revice 


LYON METAL PRODUCTS, INCORPORATED, Auwrore Ilhaos 
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and to Buffalo until 1930, when he 
was appointed manager of wire rope 
promotion sales in New York. A year 
later he was made assistant sales 
manager of the Eastern division. In 
1932, Mr. Henecker joined the sales 
force of Wickwire Spencer Steel Co., 
as assistant manager and later became 
sales manager of the Buffalo district. 
In 1937 he was appointed general 
manager of wire rope sales for the 
United States, and, in addition in 
1939, became sales manager for all 
products of the Eastern district, which 
position he held when coming to Jones 
& Laughlin. 

Mr. Kendall has been with J & L 
in the wire sales department since 
February, 1939, having been prior to 
that, manager of merchant product 
sales for Pittsburgh Steel Co. Prac- 
tically his entire business experience 
has been with Pittsburgh Steel, hav- 
ing started with this company in 1939 
in its Chicago office. In 1923 he 
became assistant manager of that 
office, which position he held until 
1928 when he was transferred to Pitts- 
burgh as assistant manager of the 
fence department. He was made man- 
ager of that department in 1930. In 
1935 he became manager of the 
merchant products sales department at 
Pittsburgh, the position he held prior 
to coming to J & L. 


Chain Belt Monager Dies 
William H. Quinn, New York dis- 


trict manager of Chain Belt Co., of 
Milwaukee, died suddenly May 5 in 
New York City. Mr. Quinn had been 
with the company since 1923, and 





— Ee Ree oe 


| 
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WILLIAM H. QUINN 


Manager of the New York office since 
1928. 

He was born in Philadelphia in 
1892, and attended Pennsylvania State 
College. During the World War he 
served in France as a lieutenant of 
infantry. 
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Here’s the New 


| Quick-Saw 


—easy to demonstrate 
” —a cinch fo sell 
This new No. 85 Quick-Saw gives Black & 


Decker Distributors a sharp edge on all 
%, competition—and plenty of real features to 





talk about. Here are a few: 


e Easy one-hand operation 
e Cuts to depth of 25," 
¢ Cuts full 2” on 45 degree angle 


e Quick, easy adjustments for depth and angle of cut 


High speed—ideal for fast cut-off work and abrasive 


dise cutting 


Powerful, trouble-free motor—over | h.p. 
e Ball bearing, telescoping guard covers blade at all 
~ times for complete operator safety 


e Makes every cut—rips, cross-cuts, bevels, dados, 
tenons, miters, jack rafter cuts, many others 


e Cuts stone, tile, asbestos with abrasive discs 


5 POINT SALES PROMOTION PLAN: 


The biggest merchandising campaign ever put 
behind saws to help you make more sales and profits. 
Includes a big 24-page illustrated Saw Handbook, 
2-color stuffers, counter displays, demonstration 
blocks showing the many cuts that B.& D. Saws make 
and advertising reaching millions of prospects through 
The Saturday Evening Post and leading building 





publications. 
Write for free Saw Handbook and complete 
facts today. The Black & Decker Mfg. Co., 
717 Pennsylvania Avenue, Towson, Maryland. 








Bench Grinders Portable Electric Sanders Portable Lectro-Shears Portable Electric Drills 
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PUMPS 


Designed especially for high head 
—low capacity work, Westco 
meets today's exacting industrial 
demands for dependable, eco- 
nomical equipment. A full range 
of capacities to 400 G.P.M.... 
with each model pre-tested to in- 
sure positive performance . . . 
makes Westco Turbine - Type 
Pumps a complete, profit-building 
line. 


Westco Deep 
Well Jet Pumps 
have no working 
parts below 
ground ... can 
be easily and 
quickly installed 
away trom the 
well, Lubrication 
is eliminated .. . 
and the opera- 
tion quiet. Excel- 
lent equipment 
for suburban or 
farm application. 
Capacities to 
2400 G.P.H. 

Built by the originators of Turbine-Type 
pumps and backed by over 135,000 in- 
stallations the world over, Westco Tur- 
bine-Type Water Systems have only one 
moving part. There are no belts, gears, 
vaives of springs to wear 
or get out of order 

no plungers to cause 
water hammer or pulsa- 
And only Westco 
Pumps are equipped with 





Deep Well 
Jet Pumos 









tions 


patented bronze renew- 
able liners , 
they can't rust or 


cause the impeller 
to seize. A com 

range of 
capacities to 


plete 





3000 G.P.H. 

Shallow Well a 

Systems 
Don't delay. Use the handy coupon 
today. Send for complete information 


Westco 
and domestic pumps. 


covering the line of industrial 


MICRO-WESTCO, INC. 
27006 State Street, Bettendorf, lowa 


Name 
Address 
City 


State 


MICRO-WESTCO, INC. 








Group of dealers, first to meet officially in the newly installed “Leightonette” of Leighton 
Supply Co., Fort Dodge, lowa 


Leighton Supply Installs 
Spacious Meeting Room 


combined 
display, school and dining room, with 
Hoor 2,500 square feet, lo 
cated on the fourth floor of the Leigh 
ton Supply Co.’s building in Fort 
Dodge, lowa, was used for the first 
time May 25 when 175 dealers and 

were entertained at a 

day heating and sales school. 
Lhe 


pearance, 


‘he “Leightonette”, a 


space of 


salesmen one- 


new room is modern in ap 
beautifully lighted 
with latest fixtures. Fort Dodge prod 
ucts are featured in the meals which 
ire served there. At one end of the 
vom are wall posters advertising the 
various products served, 


being 


E. |. Leighton, president ot the 
company, said that the room will be 
used at least once a month for sales 


schools, factory displays and gather- 
ings of various kinds. The first week 
of its operation, the room 
dated the local service clubs, Rotary, 


accommo 


Kiwanis and Lions, at luncheons 


3,000 Visit Ryerson 
For Warehouse Opening 


lar re sc ile 


customers 


Climaxing preparations 
to acquaint with 
tock facilities, Ryerson’s 
ypen house at the Chicago Warehouse, 


Ryerson 
and plant 


Mav 11, was attended by more than 
3,000 visitors ‘ 

The huge crowd, which included 
many out-of-town guests, witnessed 
the opening of the new steel building 


ind went on specially conducted tours 


through the entire plant, where many 
new services and products were on 
display. 


150 guides stati 
throughout the 


med at salient points 
offices 
explained the many technical exhibits 


; 
warehouse and 


ind processes to the interested visi 


tors. Special demonstrations were 
given in the completely equipped lab- 
oratory. 

\ 


. feature of the tour was a visual 
explanation of the ( ‘ertified Steel Plan 
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New Paper Mill Moves In; 
Lufkin Foundry Issues Catalog 
The construction of a paper mill at 
Lufkin, Texas, ushered in a new era 
in the development of this state indus- 


trially. Not to be left napping with 
this change of events, the Lufkin 


Foundry & Machine Co. set to work, 
with the assistance of R. R. Donnelley 
& Sons, Co., compilers and printers, 
to issue 
complete 


a new catalog covering its 
line of industrial supply 
items. 

The catalog, effectively bound with 
t green and white cover, has an at- 
tractive introductory section featuring 
the Lufkin plants and 
Since the company is manu 
facturer of oil field equipment, a 
special green paper section was in 
cluded, illustrating some of the pro 
ducts of Lufkin foundries and machine 


1 
SHhops 


storerooms. 
also a 


Julian d'Este Merged 
With American Chain 


The Julian d’Este Co., Boston, 
Mass., has been merged with the 
American Chain & Cable Co., Inc 


\fter May 31, products manufactured 
by the organization will be 
made in the Reading, Pa., plant. ot 
American Chain. 

Julian d’Este manufactured Curtis 


steal 


former 


reducing 
valves, liquid temperature regulators 
tank and float water tank 
regulators, pump regulators and reliet 
\ ilves 


specialties, pressure 


valves, hot 


Wilson Divot Diggers 
Dig Divots June 12 


The annual golf tournament of th 
W.S. Wilson Corporation Divot Dig 
gers Association will be held June 12 
at the Roselle Golf Club, Roselle, 
N. J. A full day of golf is planned, 
titer which the will be ex 


plained away at a dinner. 


scores 


get-together 














QUAKER is Progressive 


Progress and development in the Mechanical 
Rubber Goods Industry have gone hand in hand 
and Quaker has been in step with every demand. 


Every installation of new and costly machinery, 
of which we have done considerable recently, is 
a sign of Quaker progress; the rearrangement 
and coordination of some departments is a march 
of progress; opening new branches at industrial 
centers enables us to give better service; placing 
additional items, as well as increasing our Phila- 
delphia warehouse, isdonealsotoserve you better. 


S a 
ai 4 zc.” ad at 


For the Distributor, Quaker offers the com- 
plete line of quality Industrial Rubber Goods. 
Over 9,000 products of Belting, Hose, Packings 
and Moulded Rubber Goods available to serve 
mill, mine, factory, transportation companies, in- 
stitutions and all branches of industry. 


The QUAKER Line is Complete... 


BELTING - HOSE - PACKINGS 
GASKETS - PUMP VALVES 
TUBING -MOULDED GOODS 


DISTRIBU TORS— Quality products. Easy-to-sell merchandise. Gen- 
erous sales aids. Investigate the re franchise and distributor pro- 
tection. Get in touch with Quaker... your territory may be available. 


ann | Sevbean\am Khas: 





—* - 


(vera. (formerly QUAKER CITY RUBBER COMPANY) 
co ay PHILADELPHIA - NEW YORK - CHICAGO - HOUSTON .- 
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“Here’s the Jack for Your Job 
—the Duff-Norton No. 5017!” 





The RIGHT Jack 
is easier to sell! 


A FEW OF THE MORE THAN 300 DUFF-NORTON TYPES AND SIZES 


Ideal for low loads in 
cramped quarters, as 
well as normal loads, 
this Automatic Lower- 
ing Jack finds many 
applications. Sizes, 10 
to 20 tons. = 





















This versatile “Jack 
of All Trades"’ com- 
bines' straight lifting, 
chain lifting, hook lift- 
ing and foot lifting. 


Here's one of the handiest jacks of the 
Duff-Norton line. Compact, easy to carry, 
fast action, low height jacks are ideal for 
heavy, low set loads. Sizes 10 to 50 tons, 
2% to 4% inch raise. 


Here are two sound reasons why Duff-Nortons are the right jacks for 
you to sell! 

(1) from the more than 300 Duff-Norton styles and sizes your salesmen 
are sure to have the right one for every application. 

(2) to your customers, the name, Duff-Norton, means jacks of the 
highest quality, and that makes selling easier for you. 

f you are interested in establishing a profitable business in jacks, we 
shall be glad to have our representative call and discuss it with you. 


If you haven't any of these handy Duff-Norton Jack Catalogs, 
send for a supply today. Ask for Catalog No. 113 \ 


THE DUFF-NORTON MANUFACTURING COMPANY 


PITTSBURGH, PA. 
CANADIAN PLANT COATICOOK, QUEBEC 


“THE HOUSE THAT JACKS BUILT” 
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Industrial Show Held 


| By Bostwick-Braun 


Bostwick-Braun Co., Toledo, Ohio, 
held its first industrial show on May 
23-24-25. Over 4000 invitations were 
mailed and delivered by Bostwick- 
Braun salesmen to purchasing agents, 
plant superintendents, department 
heads and shop foremen of industries 
in and around Toledo. Despite this 
influx of visitors during working 
hours, so carefully had R.M. “Bob” 
Shannon, vice-president and sales 
manager, planned the layout that not 
a single order was delayed nor a 
service interrupted. 

As each group of guests registered, 
a. Bostwick-Braun man stepped for- 
ward to act as escort. Some 37 
manufacturers participated. There 
were 77 manufacturers’ representa- 
tives on hand, 

Following inspection of the indus- 
trial exhibits, visitors were escorted 
through the house. Particular atten- 
tion was called to the enlarged elec- 
trical department which had been form- 
ally opened on the first day of the 
show. Here, installation of new steel 
shelving made it possible to consoli- 
date all electrical supply items into 
one department, which formerly had 
been scattered throughout the house. 

Pictures below and on_ following 


page. 





While Daddy was busy quizzing W. D. Brad- 
shaw (Goodyear Tire & Rubber) this young 
lady smiled prettily 





"Bob" Shannon (center) vice-president and 
President |. R. Pancake (second from right, 
rear) with Bostwick-Braun salesmen who were 
on hand to escort guests through the indus- 
trial exhibits 














“7... YEAR AFTER YEAR, 


constant improvement of Morse 
Drills has more than kept pace 
with the constant increase of 
production-machine capacities. 
As always, “There IS A Difference.” 







saQ TWIST DRILL AND 
ence MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
sss. CHICAGO STORE: 570 WEST RANDOLPH ST. 


eemaiaininall 
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WAREHOUSES 


BALTIMORE 
&@: 4 7 Oo KN 
Be FFAL © 
CHICAGO 
CINCINNATI 
CLEVELAND 
DETROIT 
E R | E 
MEMPHIS 
NEW YORK 
PHILADELPHIA 
PITTSBURGH 
ts. owt s 
SAN FRANCISCO 


. to fill your orders quickly, 
Continental has fourteen well 
stocked warehouses located 
within local telephone reach 
of 95% of the industrial and 
contracting markets of the 


United States. Some exclusive 


territories still available. 
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Taking a breather before the ‘trowd 
descends for the evening are A. D. Furnans, 
M. G, Bonner, M. J. Rainey, of Morse Twist 
Drill, and Charlie Kraus and Frank Sage, of 
Alemite 


D. R. Smith (left) of General Electric, 
answers installation questions on fluorescent 
lighting in industry 


Larry Thompson (right) of Bostwick-Braun 
gets a few pointers from J. D. Benfield, 
Steel & Tubes division, Republic Steel Co. 


A huddle on the subject of screws: left to 
right, John Harper (Parker-Kalon); Bob 
Shannon (Bostwick-Braun); Bil Waldo (Allen 
Mfg. Co.) and |. R. Pancake (Bostwick- 
Braun) 








brings you 
the *‘whys”’ of wise 








rg 





MOMENTUM IN LINESHAFT—Ever see a /ine 
shoft lose speed—get ‘‘jumpy'’'—when another 
machine was thrown on the line? That can't 
happen where WOOD'S Pulleys are used. . 

their weight absorbs the shocks, maintains a 
steady constant speed—because of the stored up 
energy due to the proper weight of the pulleys 


OD'S 











HIGHLY ACCURATE SHEAVES are one reason 
why WOOD'S V-BELT DRIVES develop such high 
efficiencies. All sheave grooves are precision 
machined and spaced accurately; side walls are 
3t uniform angles. 


Tr. B. WOOD'S SONS 


BUILDERS OF QUALITY POWER TRANSMISSION MACHINERY 
x ke ke ke & * 


x *&* * 





choices for drives ! 














WOOD'S CAST IRON PULLEYS 














STREAMLINE DESIGN—A WOOD'S Cast Iron 
Pulley has a calculated strength and stream 
lined design which not only /ooks better but in 
service is better than one which is fabricated 
or ‘built up." 

WOOD'S Cast Pulleys will always run true—no 
wobbling—and will last indefinitely—no joints 
to loosen, WOOD'S Pulleys are good in looks, 
construction and performance. 


V-BELT 


X 


WOOD'S V-BELTS are full moulded, flexible, 
amply resilient to take shock loads. Pulling 
element consists of numerous fine strands of 
special cords held in position by high heat 
resistant, durable rubber. Bias woven fabri 
forms a tough double-jacket These belts 
stand up! 


Note: Some good territory still open to alert distributors! 
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COMPANY 


Chambersburg, Pennsylvania 


BETTER POWER TRANSMISSION — WOOD'S 
Cast Iron Pulleys have smoothly machined 
faces which the belts grip at every point! From 
more area in contact comes more input power 
transmitted . . . from WOOD'S higher efficien 
cies comes the competitive advantage of lower 
production cost! 


DRIVES 





ON MACHINE LOADS where shocks jerk the 
life out of ordinary drives, WOOD'S show how 
good engineering can lick the toughest condi 
tions. WOOD'S drives run smoothly—absorb 
backlash—transmit power with high efficiencies! 





Est. 1857 









Here tha 
PROFIT FOR YOU! 






































T is our opinion that Mill Supply Houses are 

still passing up a lot of opportunities on the 
sale of brass fittings for connecting up copper, 
aluminum and brass tubing. 


Replacement business has developed tremen- 
dously during the past few years and when a 
tubing connection fails you can readily appreciate 
why the purchasing department of an industrial 
organization would far rather pick up a fitting from 
a Supply House than go to all the trouble of order- 
ing it from the manufacturer. 


That is why we are encouraging Mill Supply 
Houses to go after this fitting business more 
aggressively. We believe the Supply House can 
render a definite service by carrying an assort- 
ment of Imperial Compression, S.A.E. Flare, Hi- 
Duty, inverted flare and solder fittings as well as 
brass pipe fittings and shut-off and drain cocks. 


A complete assortment that will enable a Supply 
House to handle almost any requirement is not 
costly and the margin of profit is good. Many Sup- 
ply Houses are building up a surprising volume of 
fitting business for maintenance work and, in many 
cases, for resale, where the fittings go into a 
finished product. 


Why not check up on the possibilities of fitting 
sales in your territory and then write for complete 
details on an Imperial Cabinet assortment to handle 
your stocking problem? 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Il. 


el 


You can sell 
IMPERIAL BRASS 
FITTINGS 
for use on: 


OIL BURNERS 


GAS STOVES 


OIL, WATER AND 
GAS TANKS 


4 '* 


STATIONARY 
ENGINES 


MACHINE TOOLS 


GAS 
REFRIGERATORS 


L stg 


GAS, OllL AND 
WATER LINES 


IMPERIAL 4dstisl Products 
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The Oil Show in Tulsa was the magnet 
that drew Bert Wilcox (J. H. Williams & 
Co.) so far from his New York office. With 
Walter Silliman, Williams’ southwestern rep- 
resentative, he's seen here calling on Leo H. 
Gorton, president, Machine Tool & Supply 
Co., Tulsa 


Alamo Sales Force Sees 
Telephone Movie Short 


At twelve o’clock noon, Saturday, 
April 27, the Southwestern Bell Tele- 
phone Co. representative, armed with 
movie projector and sound film, in- 
vaded the Alamo Iron Works, San 
Antonio, Tex. Jack Cowan, Alamo 
sales manager, was all set for him. 
Corralling the outside sales force and 
inside personnel in the meeting room, 
Jack quickly outlined the purpose of 
the meeting. 

“Maybe we don’t need this checkup 
on our telephone sales personality. 
And then maybe we do,” said Jack. 
“I for one find myself slipping into 
careless telephone habits every now 
and then. Failure to have a sharp 
pencil or an order pad handy. Hold- 
ing a customer on the other end of the 
wire too long while checking stock or 
trying to locate someone in the house. 
Or getting careless in checking speci- 
fications.” 

Between 40 and 50 members of the 
organization attended the meeting. All 
were convinced that the telephone 
could be made a much better sales 


weapon if handled properly. 





Part of the group of Alamo sales personnel 
watching the telephone sound movie ‘How 
to Get More Business from Your Telephone 
Sales” 































Under the accelerating de- 
fense program, an increasing 


Che bad 


proportion of tools and sup- 
plies will be bought rather 
than sold. Catalogs reflect- 
ing 1940 goods will get the 
biggest share of the bought 
portion of that business. 


R. R. DONNELLEY & 
SONS COMPANY 


350 E. 22nd St. Chicago, Ill. 















~ @ LUFKIN 
AUSTIN @ ~ NS 
e BEAUMONT 


AN ® SAN ANTONIO —" 










CORPUS 
CHRISTI - 
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UNITED 
STATES 
ELECTRICAL TOOLS 
SAVE YOU BOTH 


RODUCTION sheets tell the tale of faster work and lower costs .. . your 
men tell how much easier it is to produce with such quality tools . . . and 
your ledgers show the results in better profits. 


G 2 


PRECISION LATHE GRINDER 
A precision product for internal and ex- 
ternal grinding. Adapted for wide variety 
of work. Interchangeable internal and ex- 
ternal quills. Universal motor. Ball bear- 
ing. Air conditioned. Model HLGE. 





6” “UTILITY BENCH GRINDER 


For grinding edge tools and general pur- 
pose grinding. Designed for continuous 
service. Motor will not burn out. Ball 


bearings sealed in dustproof housings. 


DISTINGUISHED: 





In a Nutshell — 


Here is the plan which has been helping distributors make more money with U., S. 
than with any other line. Why not join us and let your increased sales prove our 
claim? 


THE U. S. 6-POINT CERTIFIED DISTRIBUTOR PLAN 
5. Good Profit 
6. Sales Aid 


1. Full line 3. Economical Price 


2. Super-Quality 4. Protection 


For sales and profit 

















5” HEAVY DUTY DRILL 
Super-powered for heavy production work. 
Ball bearings on armature. Chuck spindle 
mounted in ball bearings. Chrome nickel 
steel gears, packed in grease and sealed. ered. Straight line ventilation. 


GET NEW CATALOG NO. 56 


PORTABLE ELECTRIC GRINDER 


Light weight with aluminum housings. For 
continuous production service. High pow- 


"Ani, 
"C 


THE UNITED STATES ‘Q - ELECTRICAL TOOL CO. 


CINCINNAT = OHIO , U.S.A. 


(4 
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SERVICE 


A game of croquet plus a little 
daring on Harry C. Drumm’s part 
turned two cold prospects into root- 
ing, good customers for the Victor 
L. Phillips Co., Kansas City, Mo. 
We don’t know how good a mallet 
Harry wields, but MiLt Svuppvies 
thinks the service he rendered these 





Harry C. Drumm 


two customers deserves this month’s 
Distinguished Service Award. 
Stymied because the purchasing 
agent of a large steel mill was un- 
willing even to try out a set of pneu- 
matic tires and wheels on its fleet 
of wheelbarrows, Harry was stumped 
but not defeated. Hailing his next 
door neighbor, the mill’s storekeeper, 
one evening for a game of croquet, 
he spilled the story. Heads together 
they cooked up a scheme. The next 
day one of the mill’s many barrows 


blossomed forth with a pneumatic 


tire and wheel set. Within ten days 
in came an order from the company 
tires and wheels to outfit the 

\ ) 1 t And Viola < nor } 
) i ev are now go vd cu 5 
Ju ho 1 iter Ha \ ) 





Today's Sales Opportunity: 


WIDESPREAD 
PLANT 


EXPANSION 





HALLOWELL 


STEEL SHOP EQUIPMENT 





CREATES BIG DEMAND! 


MORE SALES AND BIGGER PROFITS WITH 
“HALLOWELL” STEEL SHOP EQUIPMENT 


Because of a need for quick expansion of facilities in 
many industries, buyers are appreciating more than ever 
before the many advantages in ‘Hallowell’ Steel Shop 
Equipment. The quick availability and completeness of 
this line, for filling the most exacting requirements, is a 
big selling factor. 


With spread enough to insure you worthwhile profits, 






eter, Oe oN 
NG lg Fy ee ~) 
Ns ee 
Pat’d and Pat's Pend’g. a 5S } 
Fig. 732 we ) 
Drawer is extra 2 sf 


“HALLOWELL" 
STEEL WORK-BENCHES 


Available in more than 1300 combina- 





“HALLOWELL" 


STEEL STOOLS 


the ‘Hallowell’ Line is backed by a sound distributor 
policy, consistent advertising in many publications and 
cooperation in every respect. 


Each item in the "Hallowell" line is modern, durable, 
economical and worthy of your representation. Years of 
painstaking improvement in design and construction 
have earned acceptance by many of the largest con- 
cerns in the country . . . and today, demand is greater 
than ever. May we send you our proposition? 





Fig. 705 


Pat. 
Applied 


ye Fig. 1249 


“HALLOWELL" 


STEEL TOOL STANDS 





tions, "Hallowell" Benches are built for 
lifetimes of service. Smooth, splinter- 
proof tops, permanent rigidity and easy 
movability are other outstanding advan- 


tages which buyers are quick to recog- 


nize, 








ment that 





. Fig. 754 
Pat. Applied For 


“HALLOWELL” 
STEEL TRUCKS 


Constructed to give years 
of trouble-free, easy-roll!- 
ing service under treat- 
soon 
kindling of ordinary 


Smart design, steel construction and arc- 
welded joints qualify “Hallowell’’ stools 
for generations of work-producing com- 
fort. Many styles and models to solve all 
seating problems in office and plant. 


Type ‘‘H"’ 


makes 





More and more popular in factories and 
shops where neatness and efficiency are 
Hallowell" Tool Stands 
move easily right to the job... keep 
Made in a 
variety of types for all purposes. 


paramount, 


tools handy but in order. 


“HALLOWELL” STEEL 
LIFT TRUCK PLATFORM 


These are made to be easy on the 
floors. End grain wood legs allow them 
to set down as gently as a cat's paw. 


Other “"HALLOWELL" Shop Equipment includes: 
“PIONEER” STEEL SHAFT HANGERS 
“HALLOWELL" STEEL SHAFT COLLARS 


trucks, “Hallowells" are STANDARD PRESSED STEEL Co. 
preferred by shop and mainte.iance m Complete BRANCHES JENKINTOWN. PENNA apancnes 
selection of models. BOSTON : CHICAGO 
DETROIT BOX 519 ST. Louis 


INDIANAPOLIS 


SAN FRANCISCO 
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in Koerienced pump man has proved invaluable 
to Mill Supply Distributors time and time again. He 
ready when you are to tackie any pump sale 
proviem and neip you fT pout it over. In fact 
R « ytner Roper reore entatives knows he 
backed by a responsible organization — he knows 
FORK HAND TRANSFER the Distributor angle — and he knows users’ prob- 
wonder that he is such an important 
te w to know. If you operate in his territory, get 
utter him ¢ nelo you. Me wants to make more 
noney and he wants you to do the same — the 
at 1a f off rt Ww ne i orotitabfe one 
Wherever you are, find out who the Roper repre- 
FOK HYDRAULIC POWEK ntativ Ind get acquainted. 
NEW CATALOG 942 
; ; , 
nd p| arg 1d 
ye norser wer Juiread nad many ther 





FOR GAS AND OI 





FOR HEAVY LIQUIDS FOR GENERAL USE FOR MACHINE TOOLS 





DOEPENDABLE- SINCE 1857 
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Kentucky. Western Half 








tacted a contractor who was remodel- 
ing a large power plant in North- 
Missouri. “No, sir. | ain’t in 
rubber-tired barrows. 
Tried ‘em out once. 


east 
favor of them 
Too darn much 
trouble avoiding nails.” was the greet- 
ing he got. 

Undaunted Harry waited until lunch 
hour, grabbed a tire and 
from the 


wheel set 
back of his car and in- 
contractor's 
twelve steel-wheeled barrows. 


stalled it on one of the 


Leaving the scene of the crime he 
headed for Jefferson City to attend 
The next morn- 
ing while threading his way through 

} 


a highway letting. 


the crowded hotel lobby a voice bel- 
lowed, “Hey, Drumm.” 

It was the contractor 
ous day. 


of the previ- 
With a grin a vard wide he 
“Doggone hide, Drumm. 
Send me eleven more pneumatic tire 
and wheel sets for my barrows. No- 
body wants to push the others. 
kind of 


want to 


said, your 


Guess 
I was stubborn 
3ut | 
pointing out an easier way of doing a 
hard job.” 


yvester lay. 


thank vou now for 


It isn’t hard to guess that Harry 
was welcomed on that job nor Was 
he forgotten when other orders were 
going out. 

in each of the above cases it took 
courage to go against the wishes of 
the buyer, but Harry had weighed in 
advance the extra service that would 
be rendered and took the chance. 


Brushes Up on Airbrushes 
Wm. Blom, salesman of 


turers’ Supply Co., Grand 
Mich., recently spent a 


Manutac 

Rapids, 
week at the 
Paasche Airbrush Company's Chicago 





Visiting the Steel Warehouse convention 
last month in New York, Emil Ducommun, 
treasurer, Ducommun Metals & Supply Co., 
Los Angeles, seized the opportunity of visit- 
ing the plant of Alloy Steel Products Co., a 
firm whose line the Ducommun house has 
Here, with J. H. Davis 
Jr., president of Alloy (left) Mr. Ducom- 
mun learns how stainless valves and fittings 


recently taken on. 


are made 
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We find Kennedy Valves very satisfactory" 
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Some of these comments may have 


come from plants in your territory 


OR more than 60 years we have been receiving com- 
ments such as the above. To you, these comments 
mean that Kennedy Valves and Pipe Fittings make 
friends quickly, and that purchases automatically bring 
repeat orders. 
You, like your customers, are safe when you recommend 
and sell Kennedy Products. They provide a complete line 
for all standard requirements, and each type has distinctive 


iis ths dati iia: Mites ‘Cee features proven by innumerable installations to assure long- 
continued satisfactory service. These features are fully 


outlined in bulletins, mailing folders and envelope enclos- 
ures covering the entire Kennedy line and available to you 
with your own imprint; and are brought to the attention of 
your customers each month through a consistent large- 
space advertising schedule in industrial plant publications. 
Furthermore, you are fully protected when you handle Ken- 
nedy Valves and Pipe Fittings, because of the Kennedy 
policy of selling to industrial plants only through supply 
houses, and standing squarely back of each Kennedy 
Product. 


Iron Body Gate Valve Iron Body Globe Valve 


THE KENNEDY VALVE MFG. CO., Elmira, N. Y. 


Ta #£ KENNEDY 
évtra Values in VALVES and PIPE FITTINGS 
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The opportunities for selling our complete 


LEARN WHY THERE’S NO, SMALL 
ORDER PROBLEM IN SELLING 


AIRPAINTING 
EQUIPMENT... 


Paasche makes Air- 
finishing Booths of 
all sizes and types: 
water wash; floor 
type: flock booths; 
ceramic reclaiming; 
wall ventilating units. 


*A check of the mounting sales of Paasche 
distributors in recent months is convineing 
proof of the high average unit of sale. 


line have provided a constant increase in 
sales volume for mill supply men. 


*PFor example —in addition to maintenance 
painting offering sub-tantial markets every- 


where .. there is a wide-open opportunity 
to get a share of the product-finishing busi- 
ness . . particularly for the new Water 


Wash Booths and accessories. 





*Product finishing means orders for com- 





plete airpainting system; airfinishing 

hoo hs ventilating units automatic Tyoe F751) Airpainting Unit 
aircoating units. It means the sale of strip- a fast seller and big repeater. 
ing units pressure feed tanks water, : 

oil and dirt separators. Manufacturers 

needs are increasing daily the demand 

exists and must be satisfied it is a really 


profitable opportunity for you. 


*Paasche sales representatives are readily 
available for instruction selling they I] 
start you on the high road to profit. 


* A handsome display cabinet will stimu- 
late your sales. Catalog and information in , 
detail at your request. Big markets for this low priced—high pressure— 


portable airpainting unit. Applies oi! paints, tac- 
quers, enamels, etc. 











DpIVERSEY PARKWAY 
Manufacturers of Airbrushes— Aire ompressor Units —Airfinishing Booths—Hose Couplings—Oiling Guns—Portable 
Airpainting Units—-Sprayers—Stripers—-Ventilating Units--Water, Oil and Dirt Eliminators. 
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Texas Belting Opens Saw 
branch in Housion 


On last November 1, O. F. Thomp- 
son, president of the Texas Belting & 
Supply Co., Houston, started con- 
struction on a one-story (75 x 100 ft.) 
frame, stucco building. It was de- 
signed to house a new department of 





O. F. Thompson and Mrs. Opal Muicke 
standing in doorway leading to the attrac- 
tive sales showroom of the new saw and 
knife department. 





O. F. Thompson (with hat) comes in to see 
how Otis Moore, J. C. Weatherford and 
David Cude are progressing in the repair 
department of the new saw and knife 
department. 


the Texas Belting Co.—a saw and 
knife department. The building, with 
an attractive sales showroom, office 
and repair shop, was formally opened 
on January 1 of this vear. 


In taking this step Mr. Thompson 


felt he was filling a definite need in 
Houston. “Up to the time of our 
vening,” Mr. Thompson said het 
Vas i single shop Houston tha 














ati 


face 
’ 
tag tte 


@ Four 1”-14 “Acorn” Dies were needed by a Pennsylvania manu- 
facturer to complete a finished product on schedule. He turned to G.T.D. 
Greenfield and wired “Urgent. Please Rush." G.T.D. did—and in just 


20 working hours his special order was completed and on the way by 


Air Mail. 74 hours later his dies were all set up—ready for produc- 
tion. Needless to say, our customer was pleased with this delivery time. 
While it is not always possible to set “records”, we pride ourselves on 
our rapid service. Naturally, with two factories and six warehouses, 
G.T.D. customers can expect and do receive prompt and accurate filling 
of orders. That’s one reason why so many distributors prefer to handle 
the G.T.D. Greenfield line of small tools. It pays! 


GREENFIELD TAP & DIE CORPORATION GREENFIELD, MASS. 
Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 


GREENFIEL 


TAPS - DIES » GAGES’. TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS . 
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JUST 
PUBLISHED 





Milton Wright's 


LIBRARY OF 
BUSINESS 
MANAGEMENT 


McGraw-Hill announces a 
new, carefully-planned and authori- 
tative Library of modern business 
management essentials and methods 


[= this library for immediate help in specific problems, small and 
master the definite patterns underlying methods, get the knowledge 
lat cannot be gotten from the day’s job alone. Wouldn't you like to organize your 
vhole approach to business once and for all—to check on the worth of your experience 
and to supplement it where necessary with the proper fundamental viewpoint? The need 
for this help, and the most practical means of meeting it, I the 
tandard by h Milton Wright has sifted and chosen material 


which 
this Library. From it you can get complete and essential training, 


large also to 


ot all business 


sort of 


have sole 
and organized it, in 


in the most graphic 


een 

















ind businesslike way, in the elements, guideposts, successful methods of modern 
business management 
° ° 
This Library tells you: 
Humes—1937 paves , . 
ASNT ae «ete How to organize a single department or a whole 
heck lists. ke statements. business plan and control its workings 
1 summaries for note a wrovide and maintain the most happy and efficient 
etere € 1 « 4 cal prol 1 
ference use—ty] PY personnel 
T A t ait lot at T 
' iwainst whic How to keep the life-blood in business 
€ - ! Ww tun ' 1 1 + 
ed to the proble * where and how to get low to 
eaching definite utilize it how to keep th ness in sound 
t financial condition 
Editorial Board How to reduce credit losses handle the im 
portant elements of credit policy modernize 
I GH - I - 7. 
mn TON Waicn1 vour collection system write better letters 
litor-in-Chief : alte 
Avpert F. CHAPIN put the company’s correspondence on a more 
Me’ Wowie | Ut aknaaton economical and effective basis. 
Henry F. HoAGLanp How to lay out a workable approach to market- 
a} State ' ersit j 4 . 1 ’ . 
i anaes ag oo ing methods improve the sales organization 
LAWR ch OCKLEY 
i ge eo ge tone develop promotion ideas stimulate results 
Wenster Rortnso> any of the several avenues of marketing. 
Industrial Engineer How to do more work yourself conserve and 
onl wv ALTER direct your energies and how to handle scores 
ii i of problems, small and large, detailed aspects of 
these important fields of business activity. 
P ' ° ° 
Low Price -— 10 Days’ Examination — Easy Terms 
Under our offer get all six books on approval. Read them, make comparisons. look up 
pecic problems, use them exactly as you would after purchase. If this 10-day test 
shows value fo ight on using the books, paying in easy installments mean- 
time, at the rate few cents a day \ simple step, but full of promise and 
wossib tT vi the oupon today 








os 
e 7 
. EXAMINATION PRIVILEGE COUPON—MAIL IT TODAY : 
®* McGRAW-HILL BOOK CO., Inc., 330 W. 42nd St., New York, N. Y. : 
S Send me Milton Wright's LIBRARY OF BUSINESS MANAGEMENT, lumes, for 8 
examinatior ! ipproval 1 19 days v 1 send $3.1 ine BS 0 month] ntl 
° return the books oustveld “(7 ee re pt t s onl write peter ° 
: ® 
e 7 
e . 
Ps . 
e . 
se . 
. I’ 4 
,- . 
4 ( ( Is ; s 
. 
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could handle the servicing of the 
larger saws and knives used in the 


many mills in the vicinity. Mills had 
their own repair shops for the hand- 
ling of the smaller stuff. But they 
had to send to the factory for 


repairs 
on the bigger 


saws and knives. We 


are now prepared to handle not only 
) 


the sale of all sizes of this equipment 

but service it as well.’ 
Two specialists, Ho 

and Guy George. this 

branch. 

! 


Jennings 
work out of 
Three mechanics are kept 
uusy in the repair shop handling serv- 
work and Mrs. Opal Muicke 
handles the office routine. Mr. Thomp- 


son at present is devoting about 25 


ice 


per cent of his time to this new 
department. 
Ahlstrom Joins Ulmer 
C. A. Ahlstrom, formerly with 


Manning, Maxwell and Moore and the 
Norton Co., has joined the sales staff 
of Theodore C. Ulmer, Inc.. Philadel- 
phia, Pa., as a specialist on Norton 
grinding wheels. 


New Zone Managers 
for Skilsaw 


E. W. ce-president of 
Skilsaw, Inc., Chicago, has announced 
the appointment ot 
managers. 


Ristau. vi 
three new zone 
Marshall Huseby, who has 
been the Los Angeles branch manager, 
is now the Western Zone 
J. T. Carlsen, forme: 


manager, been 


manager. 
Philadelphia 
Eastern 


Pagenstecher 


has made the 


Zone manager and -\. | 


who has been in charge of the Chi- 
cago industrial territory for the past 


five vears has been made the 
Zone manager. 


Central 
These men will be out in the field 
continually assisting the regular terri- 
torial salesmen in their distributor 
relationship work. They will also con- 
duct the majority of the distributor 
sales meetings in company with the 


regular resident territory 


representa- 





New Skilsaw zone managers. Left to right: 
Marshall Huseby, Western Zone; J. T. Carl- 
sen, Eastern Zone; and A. C. Pagenstecher, 


Centra! Zone 











AR SIRONG- 


TOOL WOLD ERS SE jsTO 0 


More .. 


ARMSTRONG TOOL HOLDERS ff 
and the money to buy 


ARMSTRONG 


TURRET LATHE AND 
SCREW MACHINE TOOLS 


STRAIGHT 
CUTTER 
HOLDER 


ANGLE 
CUTTER 
HOLDER 


PLAIN 
TURNER 


KNURLING TOOL 


— 
™ “4 
‘% \@ \i 
MULTIPLE i. i f 
CUTTER HOLDER 





% Orders for $500,000,000 worth of ma- 
chine tools . . . talk of 50,000 airplanes 

. . tremendous government orders for 
armaments of all sorts and foreign govern- 
ments desperately spending against credits 
in this country of eleven billion dollars . 
and all will start in the tool rooms, die 
shops, maintenance departments and ma- 
chine shops—will start with ARMSTRONG 
TOOL HOLDERS. 


Here's a harvest of profits for the indus- 
trial distributors who are ready to fill 
orders—lots of buyers with the money to 
buy. Check your stock now. Familiarize 
yourself with the new ARMSTRONG 
TOOL HOLDERS, the tool holders de- 
signed especially for tougher and harder 
steels. Be ready for this great surge in 


ARMSTRONG TOOL HOLDER business. 


TURNING 


Sees | 


CARBIDE 


— 


STELLITE 


a 27 A 


CUTTING-OFF 


= —— 


CUTTING-OFF 


hrs eu 


CUTTING-OFF 


CUTTING-OFF 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People” 
Chicago, U. S. A. 


305 N. Francisco Ave. 


Eastern Warehouse & Sales Office 
New York 
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ELLS SAWS 

sell fast and 
easily because 
they have features 
that will please 
your prospects. 
Fast, accurate, 
clean cutting, 
rugged — they don't re- 
quire much attention, 
they're easy on blades 
and they save time, mate- 
rial and money. 


Built in Two Sizes 
No. 8—8”" 
round or 8'' x 16" flat 


No. 5—5" diameter 
round or 5" x 10" flat 














diameter 

















Start now to take the 
profits Wells Saws will 
bring you. 


Also the new No. 9 upright 
saw, a recent addition to 
the Wells line. 


WELLS MFG. CORP. . 





AA THREE RIVERS, MICH. 


Write today for 
complete information 
2 





No. 0 CUTTERS 








THE ONLY COMPLETE LINE 
OF DRESSERS AND CUTTERS 








THE DESMOND-STEPHAN MFG. CO. 


Whether you require a ball bearing equipped 
dresser for a large snagging wheel or a dia- 
mond tool for a tool room wheel you can 
promptly secure it from our complete stock. 


It will pay you to make us headquarters for 
all of your dresser and cutter requirements 
as you and your customers are guaranteed 
complete satisfaction. Write for catalog and 
prices to-day. 


IL 


ae 





DESMOND HEX DRESSER 





DESMOND DIAMO-CARBO DRESSER 


URBANA, OHIO 
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Disston Company Observes ' 
Its 100th Anniversary 7 


Several hundred employes and exe- 
cutives gathered at the Disston ath- 
letic field in Philadelphia May 24 to 
celebrate the 100th anniversary in 
business of Henry Disston & Sons, | 
Inc. Ceremonies took place beside the 
new stone and wrought-iron gate. One 


of the granite gates having been left sai 
uncapped, Jacob S. Disston, Jr., vice- 


president and grandson of the founder 
lowered into this pillar a sealed cen- 
tury capsule, a steel box welded shut, 
containing saws, other tools and liter- 





Sealing the granite gate post at Disston's 


100th anniversary. Left to right, W. D. 
Disston, vice-president; Jacob S. Disston, 
Jr., vice-president (grandson of the 
founder); W. H. Disston (great-grandson) 


and Horace S. Disston, president 





ature on the company’s products and 
history. 

William D. Disston, another vice- 
president and grandson, _ presided. 
Later, his son, William Lee Disston, 
22, first member of the family’s fourth 
generation to work in the plant, sawed 
through a wooden bar to open the new 
iron gate. For this job he used the 
10,000,000th saw to be turned out by 
the firm. 

A gold and diamond service pin was 
presented to 83-year-old George G. 
Metzger, head of the blacksmith shop 
and a Disston employee for more than 
70 years. 

Stemming from a cellar “labora- 
tory” near 2nd and Arch St., the con- 
cern now grown until it 
city blocks. Two foreign 
plants and six branch offices are main- 
tained. More than 2,000 products are 
manufactured and over 2,500 workers 
are employed. 


has covers 


several 


Industrial Supply Corp 
Adds Two Salesmen 

salesmen have 
staff of 


Two experienced 
been added to the Industrial 
Supply Corp., Richmond, Va., accord- 
ing to Lloyd B. Mize, secretary- 


® 314 





andstr 


mm. is a graduate me- 








fh, | 


‘ 
‘ 
' 
f 
' 








HOLES /W YouR STOCK! 


Beware!—for holes in your stock are 
like dry wells in an oil field—expensive in- 
vestments that hold no promise of profits. 

These are days of quickly changing 
business conditions, of sudden surges in 
buying, with the constant likelihood of price 
fluctuations in raw and finished materials 
—days when holes in your stock may pre- 
vent the acceptance of valued orders and 
jeopardize customer goodwill. 

R B & W, throughout 95 years of 


manufacturing bolts, nuts and industrial 


threaded fastenings, has passed through 
many fluctuating periods—depressions and 
booms, wars and peace-times. And this 
year, as in former changing periods, ade- 
quate stocks can be supplied to “fill the 
holes”—to keep your storage bins and stock 
shelves ready to meet every need. 

Surely this ability, backed by almost 
a century of leadership in quality, reputa- 
tion and customer goodwill, is worth con- 
sideration during these times when satis- 


factory sources of supply are at a premium. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER,N.Y. 








ROCK FALLS,ILL. CORAOPOLIS, PA. 





“My customers like 
the ‘no waste’ 
feature of Veelos...” 


reports 

RAY B. BUTTS, 
R. B. Wing & Son Corp. 
Albany, New York 


* _ \-Belts save money 

when machines are moved 
or drives are changed. Just take 
them off, change the length, 
and keep right on using them. 
You never have to hang up a 
Veelos belt waiting for a place 
to use it. 

“When a machine jams the 
motor usually keeps going. This 
burns the part of the belt on 
the motor sheave . .. completely 
ruining ordinary V-Belts. With 
the links 
can quickly be replaced with 
new ones, so most of the Veelos 


V-Belt is saved. 


“Believe me. in these days 


Veelos few burned 


of continuous changes of equip- 
ment, salvage value is important 


in V-Belts. 


And that certainly 


helps me sell Veelos.” 
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chanical 


engineer with 22 years of 
practical experience, who joins the 
firm after ten vears with the Na- 
tional Fruit Product Co., Waynes- 





E. R. LINDSTROM 


boro, Va., where he had charge of 
all engineering throughout their four- 
teen plants, extending from Delaware 
to Alabama Mr. Lindstrom will 
specialize in the sale of power plant, 


transmission, elevator and conveving 





W. F. HART 


equipment and will provide an et 


neering service for customer 

W. F. Hart will handle general 
sales in the citv of Richmond to aug- 
ment the present sales force. Mr. 
Hart has had extensive experience in 


industrial selling in Baltimore, Md. 
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SPEED UP 
YOUR PROFITS 
NENG Automatic’ 


SPRING TENSION 


MOTOR BASE 













~~ 


Now you can sell your 
customers spring tension 
motor bases at a price that makes them buy 
—and makes you money. 


Practical for oh-so-many applications — 
backed by direct-by-mail and national ad- 
vertising in leading industrial publications 
—IDEAL “Automatics” open up a new mass 
market to boost your sales. 


Investigate today! 
Find out how you 
can speed up your 
profits by selling 
IDEAL “Automatic” 
Spring Tension Motor 
Bases. 








IDEAL “Automatics” 
are simple to in- 
stall — dependable 
in operation—auto- 
matically maintain 
correct belt tension 
and save power. 
Sizes up to 15 H.P. 


fT) HV “Select-O-Speed” 
Variable Speed TRANSMISSION 


Real profit dyna- 
mite — that's what 
Jobbers say about 
IDEAL ‘“Select-O- 
Speed” Transmis- 
sion. 


Priced to allow use 
where variable 
speed transmission 
was heretofore im- 
practical — the 
“S.0.S." is a sure-fire money-maker. It en- 
ables you to capitalize on the demand for 
up-to-date equipment by providing your cus- 
tomers with an infinite number of machine 





speeds to meet their production require- 

ments. 
Start now to get 
your share of these 
profits by selling 
IDEAL ‘“Select-O- 
Speeds” to your 
customers. 





SOLD THROUGH 
JOBBERS 


Transmission Division 
IDEAL COMMUTATOR DRESSER COMPANY 


1000 Park Avenue 


In Canada: 


Sycamore, Illinois 


Irving Smith, Ltd., Montreal, Que. 

















\ : 
TTT & SHARPE 








CONNERSVILLE 


AUTOMATIC 
BOILER SERVICE 
UNITS 


A complete line — gives you a 
market .... “wherever boilers 
are used"! 


MORE SALES ... MORE PROFITS 


Horizontal or vertical units, complete with all controls, easy to install. 
Equipped with Roots-Connersville Leakproof Turbine Pumps — Inner 
Seals eliminate stuffing boxes, no repacking, no leakage. 














Condensate Return for Gravity Systems 
Condensate Return and Boiler Make-up 


Direct Boiler Feed 


For boilers up to 500 HP, pressures up to 125 lbs., return temperatures 
up to 210°F. Find out about this easier selling, higher profit line NOW! 
Send for catalog and prices. 








ROOTS-CONNERSVILLE BLOWER CoAnP. 


ERS VILLE, INDIANA 


a. a | 





Pump Builders for over 








l. You avoid complaints — keep cus- 


ALLOY SCREW PROFITS GO UP 


wien oe a that stand up on the 
NL 31 Macit has made only 


toughest jobs. 
that kind of 


screws for more than 25 years. 













2. You protect buyers, reap their satis- 
faction when your service is keyed to 
their needs. 





3. You get additional orders when you 
offer exclusive, standard types of screws. 
Mac-it offers the only complete line of 
heat-treated alloy steel screws! 


e A few protected 
ils territories avail. 
. able. Write for 
information. 
PRONOUNCED 


MACK.ITS 


—Y 
ZW 
Zy 
a 


a 


ARLISLE & HAMMOND COMPANY 


1392 West Third St., Cleveland: Ohio 
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Fifty Years | 


| 








Another of the boys who couldn't resist the 
temptation to see how he would look in a 
ten-gallon hat was Frank Hill, sales manager, 
Greene, Tweed & Co., snapped at the 


Dallas convention. And, so Frank and all 


others may see—this is how he looks 


Triplex Issues Catalog 


The Triplex Supply Co. of Mil- 
waukee, is busy these days distributing 
its first general catalog. This com- 
pany specializes in metal cutting tools 
and show these lines very completely. 
The catalog was compiled by Wein- 
berg & McKee, Inc., and produced by 
the planograph process. 

John R. Pauly of the Triplex Sup- 
ply Co. directed their part of the work. 
Leading lines are headled off with flash 
pages and the catalog is attractively 
bound in tangerine colored cloth and 
the cover design is stamped in black 


ink. 


Boyer-Campbell Adds 
Safety Engineers 


Three safety engineers, two in De- 
troit and one in western Michigan, 
have been added to the sales force of 
the Boyer-Campbell Co., Detroit. All 
three have had experience as safety 
directors in industry. 


\. M. Beaudry and H. J. Wynant 
will work out of Detroit, while Wil- 
liam A. Caugherty will reside and 


work in western Michigan. 


H. L. Queen Dies 
Hereford L. 


born 


Queen, manager, Os- 
Machinery Ci Inc., Clarks- 


burg, W. Va., died on Friday, April 
12. Mr. Queen's duties included those 
of general manager, sales manager 
ind manager of the mill supply de- 



















You can build a profitable lubrication equipment business 


with the Lincoln line. 


This outstanding line of industrial lubrication equipment 
includes Lincoln Fittings in a full range of types and sizes, 
manual-operated, air-operated and electrically operated 


MILL SUPPLY JOBBERS 
PROFIT FROM THE COMPLETE LINE 
of LINCOLN LUBRICATING EQUIPMENT 
. . » It meets all needs of industry 

because it includes Grease Fittings 
Push Type Guns 


Lever Guns 
Power Guns 


grease guns and dispensing equipment, as well as com- 
plete lubricating systems for both maintenance and pro- 


duction applications. 


A few of the many items made by Lincoln are illustrated 


on this page, and the complete line is covered by Catalogs 


No. 60 and 70. 


LEVER-TYPE GUNS are available in both high 
pressure and volume types, with attachments 


for push type, pin type and button head fittings. 





(Model 1005) 


Model 1005 (shown above) is one of 
several models of Kleenseal Standard 
Grease Guns. Available in capacities ranging 
from 33% to 18 ounces. All these models provide 


a fast, clean method of lubricating machinery. 


The complete Lincoln line is illustrated and 


(Model 972) 


Portable Model 972 Single Cylinder 
Air-Operated Lubrigun, illustrated 
above, dispenses lubricents directly 
from the original round or square 
25-lb. lubricant container. 










Heavy-Duty air-operated Lin- 
coln Airline Lubriguns, of the 
type shown above, dispense 
lubricants direct from original 
400-Ib. refinery drums. 















Kleenseal 
Fittings 


=> 


Kleenseal 
Vented 
Fittings 


= 


Pin Type 
Fittings 


ae 


Standard 
Button Head 
Fittings 





Large 
Button Head 
Fittings 

















Lincoln manufactures a 
complete line of Grease 


Fittings for all purposes 


described in Catalogs No. 
60 and 70... Details on request ... This line is worth investigation 


LINCOLN ENGINEERING COMPANY & 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MOQ., U. S. A. 
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fs You can 
bank on 


FAIRBANKS” 
Si 
qt. 
ry 


§ REASONS why it’s 
EASIER and MORE 
PROFITABLE to sell 


Fairbanks Valves 


Sterling quality runs through the entire line, yet Fair- 
banks Valves cost no more. 

2. Exelusive distribution in most territories. 

3. Co-operative sales assistance and technical engineering 
service, 

$4. Design, materials and manufacturing which insure sat- 
isfactory service and performance. 

5. National acceptance for more than 50 years. 

6. A complete line of globe, angle, gate, cross and check 
valves—over 3,000 different types and sizes—in bronze 
and iron—for pressures from 125 to 350 Ibs. 

7. Quick shipment from factory stock. 

8. Minimum stock required to meet maximum demands 
of customers. 



















-~ 


Investigate the Fairbanks franchise. 


THE FAIRBANKS COMPANY 
Valves, Dart Unions, Hand Trucks and Wheelbarrows 


19 EAST 4 ST., NEW YORK, N. Y. 


Boston, Pittsburgh —Distributors in Prineipal Cities 


Factories: Binghamton, N. Y.; Rome, Ga 



















Let Profits Speak 


for the Advantage of Selling 
TRIPLEX Products 


Old hands at figuring costs make allow- 
ances for defective parts and supplies. 
Help your customers turn “safety factors” 
on cap screws, bolts and nuts into extra 
profits by supplying TRIPLEX, and your 
profits speak for themselves. Show them 
the economy of Triplex products in use 
with their time-saving fit—their tough 
strength that prevents breakage trouble 
and expense. TRIPLEX Quality is main- 
tained through careful specification of 
steel and manufact:re on modern ma- 
chines. Save buyers valuable time—carry 
——— regularly. Write us for samples 
and prices, today. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


*% Millions Sold + + + Used in Every Industry * 
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S. W. "Sam" Gibb, as announced in May 
MILL SUPPLIES, has been promoted to the 
position of general sales manager of the 
Philadelphia division of Yale & Towne Mfg. 
Co., succeeding James C. Morgan who be- 
came general manager of all Philadelphia 
operations 


Boice Joins Dodge Newark 

\. D. Boice, formerly a salesman 
with U. S. Electric Motors, Ine.. 
Brooklyn, has joined the staff of the 








Dodge Newark Supply Co., Inc., 
Newark, N. q . ina sales capacity. 
Before You Leap 
(Continued from Page 19) 








lis natty suits and shiny new car. 
\nd Tom 


lle can 


everybody loves Tom. 
stand up to the bar and 
convulse even total strangers with 
his wit. But this is business, and 


business is serious. Better check 
first to see how Bill is coming with 
the payments on that car, and if his 
tailor is maybe threatening to sue. 
Make sure that Tom knows when to 
push himself away from the bar and 
call it quits. Partners with danger- 


ous personal habits are liabilities 
and new businesses have enough lia- 
bilities on the books without putting 
them behind the desks, too! 

How much cash does it take? 
That's difficult to answer but it’s 
safe to sav you always need a little 
more than you've got. One 
source of capital, of course, 1s that 
put up by the men who will become 
your partners. But there’s a dan- 
ger here, too. The mere fact that 
| 


he can furnish money isn’t enough 














Uniformly STRONGER 
“y TOOLS... 


SELL BETTER 


... made from tougher 


NICKE 


ALLOY STEELS 












A Heavy duty pipe wrenches for 
various types of service must be 

able to withstand severe punishment. 
Hooks, heel jaws and pins, for example. 
must be highly resistant to shocks and 
stress. Therefore, in pipe wrenches made 
by Ridge Tool Co., Elyria, Ohio, Nickel alloy 


steels are specified for such parts. 








Whether most of your tool orders come from 
purchasing agents or operating men, you can 
save your time—and theirs—by being able 
to explain, “This tool saves you money be- 
cause it’s made from Nickel alloy steel. Nickel 
makes it stronger and tougher.” The effects of 
Nickel on steel are such as to improve the 
physical properties without introducing undue 
fabrication difficulties to trouble the tool manu- 
facturer. For other helpful selling facts, please 
write for a copy of ‘Nickel Alloy Steels for 


Hand Tools"; yours without cost or obligation. 



















= Wear resistance is usually 


the prime requisite in shovels, 


_ Respected tool mak- 
ers, such as Stanley Tools, 
7, New Britain, Conn., built their 
f reputations by using the right alloy in 


but toughness, high strength and 
lightness are also essential. So the 
Ingersoll Steel & Dise division of the 


the right place—usually Nickel for strength Borg-Warner Corp., New Castle, Ind., 

y where the stress comes. The sturdy blade of this specifies Nickel-molybdenum steel. This 
/ Stanley screw driver is forged from Nic kel alloy Nickel alloy steel is specially rolled and 
/ steel for long wear and resistance to abuse which heat treated to withstand the bending test 


most hand tools receive. pictured here. 


THE INTERNATIONAL NICKEL COMPANY, ING. sew'vorx: wv. 
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JOSEPH 


JERSEY CITY, NEW JERSEY 




















Jhe Point that SELLS 


BRAKO 


SELF-LOCKING 
HOLLOW SET SCREWS 


with the Knurled Points 





There's no doubt these screws have gone across 
with a bang—for the already large number of 
large and well known industrial users is growing 
every day. More and more plants are recognizing 
the protection these screws can give their own 
plant equipment and to their finished products. 
One manufacturer alone spent thousands of dollars 
replacing the ordinary set screws with “Unbrako" 
Self-Lockers on all the equipment he had sold 
throughout the country because it would save him 
far more in future service costs. 


Such a real seller as this should be on your 


shelves. Write today for our proposition. 


STANDARD PreEsseEpD STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 519 sT. Louis 
INDIANAPOLIS SAN FRANCISCO 





to make a man a desirable partner. 
Unless he can also invest ability, 
knowledge of the supply business, he 
is more or less dead wood in the 
organization. The salary he draws 
out can be regarded as interest on 
his capital investment and unless he 
does something to earn that salary 
you are paying far too high a rate of 
interest on that money. 

Having goods in stock will help 
establish credit. But look out for 
the manufacturer who will load you 
up with a bigger stock than you 
need or can handle. He may airily 
grant you all kinds of credit and 
terms, but remember that the debt 
against your house shows up on the 


Dun and Bradstreet report. Later, 


| when you seek other lines the D & B 


rating may embarrass you. 


In all probability you cannot get 


| for your new house the same lines 


| you sold for your boss. 

















$3 
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That means 
going to your old customers with a 
new storv—never an easy thing to 
do. It may seem a good thing not 
to be tied too definitely to any one 
line; no matter what the customer 
wants, you can pick it up for him. 
Somehow this flexibility just doesn’t 
seem to be what the customer wants. 
He'd rather deal with the house 
that has a particular line to sell. 
Perhaps he feels there is more se- 
curity for him in buying a product 
that the seller stands behind. 

These are but a few of the things 
that, unfortunately, we didn’t reckon 
with; things that eventually put us 
on the rocks. Again, I don’t say 
it’s impossible to go on your own 
and make a success of it. But don’t 
cherish the dream that independence 
is a bed of roses. 

Se ready to tighten your belt for 
some time. You will undoubtedly 
have to live on less money—for a 
year at least—than you've been ac- 
customed to. Be sure your personal 
budget is such that you can do this. 
In addition to the money required 
for buying stock, there should be 
enough to pay all running expenses 
for at least six months, to pay for all 
pickups and to carry some of those 
accounts which, although good, are 
consistently slow pay. 


Not 


Preparedness is the answer. 


| all the preparedness in the world 


| will 


save you from encountering 
trouble of one sort or another, but 


| the more you prepare and plan 


| 
| 


| ahead, the better your chance—if 


you're still determined to chance it! 















. . . Says WARNER & SWASEY 


The photograph of the No. 1382 Delta 17” Drill 
Press here shown was sent to us by the Warner & 
Swasey Company with the following notation: “This 
machine, equipped with a special table, is used exclu- 
sively for polishing counter-sunk holes in Warner & 
Swasey hardened ways. These holes were formerly hand- 
lapped. Savings: 100% over old method.” This is but 
one of many Delta Drill Presses used for numerous small 
drilling operations in the Warner & Swasey plant. 

Warner & Swasey make good turret lathes (we 
know because we use them) and are quick to adopt any 
methods that insure better quality and lower costs. Thou- 
sands of other manufacturers are also using Delta 14” 
and 17” Drill Presses for straight production work, for 
toolrooms and general machine shops, and for supple- 
menting multiple spindle machines. Low first cost, 
lower operating costs, unusual flexibility—and splendid 
performance, make these drill presses a necessity in 
every progressive shop. 


Ideal for Special Set-Ups, Too 


In addition to their use as standard drill presses, the 
heads, columns and flanges, of these machines may be 
purchased as separate units so that special set-ups can 
be made. Their low cost makes them more economical 
than anything that can be made up in the tool room or 
machine shop. The heads can be used in any position, 
vertical, horizontal or angular, because their self-sealed 
ball-bearing construction eliminates all lubrication prob- 
lems. Photographs sent in to us, showing special set-ups 
with Delta drill press parts, reveal how a little ingenuity 


can lick a tough job at a worth while saving in tool 
costs. 


Right NOW is the Time 


to push after Delta Drill Press business. With a steady 
increasing demand for machine tools and all prospects 





indicating a seller’s market—you can give immediate 
delivery on Delta low-cost tools that supplement and in 
some cases take the place of more expensive tools. Get 





No. 1555—4 spindie 17” Slo-Speed 
model has a 28'” x 82'2” table, sur- 
face 23/2 x 77”, is 48” high. Maximum 
distance chuck to table 26”. Drilling 
capacity %4” in cast-iron. Table has 
1%" oil trough. Single spindle, two 
spindle, 14” and 17”, floor and bench 

type drill presses also available * 


DELTA MANUFACTURING COMPANY 


672 E. Vienna Avenue 
MILWAUKEE, WISCONSIN 


your share of this profitable business by concentrating 
on Delta drill presses NOW! 
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What’s the 
Trade-in Value 


of a 











HAT’S a Dart 
been used once? 


worth after it's 
Unless it’s been 
in service under exceptional conditions, 
chances are its “trade-in’’ or used 
value is practically the same as when 
new. In other words, it's good for 
many another tight, dependable joint 
can be reinstalled again and again. 
That's the kind of 


economy your 


service and 
customers appreciate. 
And because they get it. consistently, 
in Dart unions, they keep coming back 
for more. That's why, when you sell a 
Dart, you've made a substantial sale 
that will bring you repeat business at 
a real profit. Write for jobber policy. 


Darts” 


wos ASR @ 
SSS ~ —_ 
& 


“It Pays to Sell 





a a on: a 
E. M. DART MFG. CO., Providence, R.I. 


Se ae ta: 
Fairbank-~ 


The New York 


Company 


and all branches 


f anadian Factory 
Ltd... 


», Canada 


100 





Sales Through Credit 














C. What sort of rating does he 

we, as compiled by the mercantile 
agencies? Credit should not be ac 
corded on the moral risk basis un- 
evidence of ability 


. oe 
Neverthe less, 


often the deciding factor but usually 


| 
Css there Is sone 


to pay character is 
requires keen judgment in arriving 
at a decision. 

( redit 


once was regarded some- 


what as a special favor granted by 
al benevolent seller, but today it 1S 
tool of business and is more 
| 


a Vital 


bef« re as a 


important than ever 
trade stimulus. .\ customer's good 
will can be gained or lost more 


he credit department than 


other department in the busi 


easily by t 
V ally 
Personally, | 


redit 


Hess. am a strong 


believer ina « man getting out 
in the territory 


and meeting per 


sonally many of his firm’s 


When | 


just as 


customers as possible. v0 


out with a salesman or on the terri- 
tory myself and meet the varied 
tvpes of men who make up the 


vroup ot 


accounts our company sells 


and realize the many obstacles each 
salesman must overcome in selling 
merchandise to them vear in and 


vear out (such as quality complaints, 


lowe prices of competitors, hard- 


boiled or long letters from the office 


notl 


worse still no answer to a 


about ing in particular, or 
custom- 
- lett Par a ‘ P rami ‘ ol 
ers letter requiring a reply, tough 
letters from the credit department, 
han- 
foolish 


cancellations, 


delay and impoliteness in the 


dling of telephone orders, 
substitutions, useless 


sourcefulness 


marvel at the salesman’s re 


Somehow or other 


he always manages to iron out these 
problems satisfactorily and come up 


snuling with another orde 


~ 
| 


am not attempting to eulogize 


e salesman, but [ know that it ts 
a common practice of credit men 
vive the impression, even if they 


} 


aol Cole rignt out and sav SO, 

‘ sy? +? ‘ +] “~~? ] - 

i Waals oO Tel sSalesnmiell were 

more or less of a necessitv around a 

1 Css ?©Y. l¢ ‘redit mwen, would 
1 1 

he em best when said salesmen 
1 

vere on the ications. .\ salesman 

) 1 1 

( (sll ive > ave til ¢ tech 


, or 

Cal Dac keround clnd the neces- 
] ‘ ~ . 

adequate hnan- 


ram for a business, but 
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DARNELL 


CASTERS & WHEELS 





Saleh 


for YOU / 





WRITE FOR SPECIAL 
DEALER PROPOSITION 


DARNELL Corp., LTp. 
LONG BEACH, CALIFORNIA 
36 N. CLINTON, CHICAGO 
24 E. 22nd, NEW YORK 











—S 


* 


WY 


Sow 


Ww 
~ NX 


wt all A Ne 
_ one Rg 
















Rope progress, too, is born of discontent. To be 
satisfied with the rope you are using does not !ower 
your rope costs. Wickwire Spencer has proven this 
point and has built its reputation as a quality rope 
manufacturer by inducing “satisfied people to use a 
Wickwire Rope. Both Regular Lay and Wisscolay 
Preformed Wickwire Ropes are consistently producing 
lower rope costs by virtue of longer service life. Order 
a Wickwire Rope the next time you buy. Wickwire 
Spencer will rest its case on the resulting cost figures. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, 
Texas, Seattle. Export Sales Department: New York City 
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7 sizes from No. 0 TAP to 1” 


Easier to Sell 





The Complete Line 


Proved and Accepted 


Builds Repeat 


HELICAL GEARS 
Business 


Use of helical gears 
insures quiet, efficient 
and long life opera- 
tion. 


BALL BEARING 


Main spindles are 
mounted in ball bearings 
with permanent grease 
seals. Needle bearings 
on hardened and ground 
shafts for the idler and 
quill gears. 


TAP IDLES "IN" 


Tapping is faster and tap life 
practically doubled. 


May Be Fitted 
With Quill Clamps 
For All Modern 

Drill Presses 


FRICTION DRIVE 


Sensitive power is regulated 
by pressure on the drill press 
lever. If tap sticks or bot- 
toms the clutch slips and 
protects tap. 





Write for Distributor Proposition 


Send for complete details of the Ettco 
Sales Proposition which assures full pro- 
tection and attractive profits. 


ALSO: 
Drill Chucks 


Tapping Machines 
Multiple Heads 


em elem dele) Raete) 17.1, bf 
594 JOHNSON AVENUE 






























BROOKLYN NEW YORK 





Rp 
Demand... 


ACCURACY 


& 
Te QUALITY 


3e@ UNIFORMITY 
GROUND SHAFTING 


is a nationally known product that always 
wins the approval of your most discriminating 
trade, and “makes good” as a repeater when- 
ever your customers need commercial shaft- 
ing for new work or repairs. 

By carrying the complete B&L line, you 
can supply every requirement. Drawn. 
Ground and Polished Shafting comes in the 
smaller sizes ... Turned, Ground and Pol- 
ished Shafting in the larger sizes. For further 
details of this profitable item, write for B&L 
Shafting Folder. 


Leaded Steels ° 


T 
* 


Every bar is typical of B&L 
production standards: Con- 


centric, Straight, Close Size 
Tolerance and Blemish-Free 
Super-Smooth Surface. 
Cold Drawn Bars . Screw Stock . 


Extra Wide Flats ° Alloy Steels 


BLISS & LAUGHLIN, INC. 


HARVEY.ILL. Sal. Offices in abl Principal Cities BUFFALO. N.Y. 
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when he is armed with a definite job 
to be done and has an idea as to 
what kind of a hide he is supposed 
to come back with, he will usually 
go out and get it. 

Summing it up then, isn’t it 
pretty plain that it is of the utmost 
necessity that the credit and sales 
departments work hand-in-hand in 
complete harmony in order that the 
functions of each be properly and 
No merchan- 
dising concern can hope to succeed 
where these two departments are 
working at cross purposes with each 
other and | main.ain that the need 


efficiently executed ? 


for spreading the gospel of good 
credit and collections is as great 


right in our own sales organizations 
as It is among our customers. 








A C Motors 


(Continued from Page 21) 








The wide range of speed obtained 
with direct-current machines is impos- 
sible with alternating-current motors. 
To obtain even limited speed adjust- 
ment, it is to use commu- 
tators and speed-regulating sets, com- 
mutators and slip rings, and other 
complicating devices. In many cases, 
it is necessary or more economical to 
convert alternating to direct current 
and install de machines. 

Single-phase to 
specially designed to make them self- 
starting. The result the 
series, shaded-pole, split-phase, capaci- 
tor, repulsion-induction, and repul- 
sion-start-induction-run motors. Each 
type is built in several designs to meet 


necessary 


motors have be 


has been 


starting and other requirements, fur- 
ther complicating the problem of ac 
motor application. 

This picture is not quite as com- 
plicated, however, as it may appear, 
because about 8067 of industrial appli- 
cations above one horsep wer can, be 
met by polyphase, general-purpose, 
squirred-cage induction motors. 

When we first consider the many 
j motors available to meet 
ot 


frequencies, 


types of ac 
the requirements numbers — of 


phases, voltages, torque, 
adjustable-speed and 
it may look like 
i hopeless task to pick the right motor 


for 


variable and 


ther characteristics, 
The problem, how- 
difficult as it 


a given job. 
ever, is not nearly as 
ms. 
First, 


fractional-horsepower sizes 


motors above 


single-phase 
are gen- 
tle guattented tn ese ante here 
e! lly restricted to applications where 
single-phase power only is available. 


In motor ratings of 1 to 200 hp., about 








PULLEY LINE 


PUTS THE MEDART DISTRIBUTOR 
IN ON THE GROUND FLOOR 
























@ The consistent, everyday sales of Medart 
Pulleys for replacement or drive expansion give 
Medart Distributors frequent, and _ profitable, 
customer contact. These contacts enable the 
Medart Distributor to study and solve the cus- 
tomer’s specific drive problems . . . to build good 
will with the customer through fast, intelligent 
service. 
Consequently, when a job comes up calling for 
a major drive installation, modernization pro- 
gram, drive re-design or a new plant installation, 
the Medart Distributor has the customer contact 
and confidence to merit prime consideration. 
THE COMPLETE LINE FOR PROFIT— 
Medart Distributors have many other ad- 
vantages in transmission equipment sales. 
Medart’s Distributor Policy is sound, and 
meets the requirements of your territory. 
Let us lay out the details of these facts 
before you —now. Write today! 


Gor “Power-Trauel” at Reduced Rates 
THE MEDART COMPANY 


3514 DE EALB ST. ST. LOUIS, MO. 
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HOW GOULDS GAVE INDUSTRIAL 


DISTRIBUTORS A BREAK 


Time was, when the industrial buyer look- 
ing for anything more than a general serv- 
ice centrifugal pump had to go direct to 
the manufacturer for a custom-built unit. 
Then Goulds developed the FLEXI-UNIT 
centrifugals—a line of pumps with stand- 
ardized parts that can be assembled in 
such a wide range of adaptations that 
they cover most of the requirements which 
custom-built pumps. 
(Note panel above, at right). 


formerly demanded 


Only Goulds’ large sales volume makes it 


























“You can 
bank on 


FAIRBANKS" 


The 
purchased 
products 
resales. And 
contin 
advertising. 


new 





tically very need. 
on the market. 


distributors. 





19 East 


Boston 





Pitt-burgh 








Factories 
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thousands 
Fairbanks 
during the 
years are a continual source of 
buyers are 
ally being created by our 


THE FAIRBANKS 
tth St.. New 


Distributers in Principal Cities 


Binghamton, \. Y 


CENTRIFUGAL PUMPS | 


Sizes 1” to 4” 


- Ca Sein. 
10 to 1.000 GPM we 


P.M. Heads: 
UP to 280 feet. . 


Services: 
adaptations for everything 
from general water supply 


to handling of factory 
wastes or thick a 


nd cor. 
FOSive liquids and 


Oils, 








eas 


profitable to continuously maintain stocks 
of such a wide range of parts and fittings 
for prompt assembly on short notice; and 
only Goulds’ initiative made it possible 
for the industrial distributor to supply his 
customers with these pumps and thereby 
cash in on a market which formerly could 
be reached only by the manufacturer. 

The story of these FLEXI-UNIT Pumps is 


but one reason why more (100% more) 
industrial distributors stock and sell 


GOULDS PUMPS than carry the second 


choice make. 


GOULDS PUMPS Inc. 


@® 351 


There Is More Money In 
FAIRBANKS TRUCKS 


who 


past 50 


A check up shows that once a man uses Fairbanks Hand 
or Platform Trucks, Wheelbarrows or Casters, he rarely will 
take another make because they give such superior service. 


When vou handle the Fairbanks line vou can supply prac- 
It is the most complete and most modern 


It consists of several hundred types. 


Even if vou cannot find what a customer wants in our big 
catalog. we will build it for you. 


Write for catalog No. 50 and our special proposition to 


COMPANY 
York, N. Y. 








Rome, Ga. 


Hand and Platform 


Trucks, Wheel- 
barrows, Casters 
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SUC. of all applications can be met 
“Sea ae be ae ; 

by simple polyphase — squirrel-cage 
motors of the first two classes in 


Fable IT. 


tf adjustable-speed applications use 


Even a lar 


ree percentage 


this type of motor also in combination 
with mechanical or hydraulic vari- 
able-speed transmissions. 
Wound-Rotor Motors 
Where © starting conditions are 


severe, or where starting current must 
be kept to a minimum, a wound-rotor 
motor is generally the best answer to 
the problem. For applications having 
high peak loads, with or without fly- 
wheels, such as punch presses, shears, 
bulldozers, 


q_° 


hoists, ete.:; high-slip, high- 
torque, squirrel-cage motors are well 


suited. When power-factor correction 


enters the problem in motor sizes of 


50 hp. and up, synchronous motors 


ire generally the answer. For slow- 
speed, direct-connected machines, syn- 
chronous motors have no competitors. 
hese 


motors have been 


built for 
speeds as low as 73 r.p.m. and have 


good efficiency . Low -speed induction 


motors have low efficiency, low lag- 
ging power factor, poor starting and 
pull-out torques. 

lternating-current motors of 200 


hp. rating and less for 
-] ‘ 


Classes of 


different 
have been standard- 


gh degree by the 


service 
| 


ized to quite a lu 


National Electrical Manufacturers -\s- 
sociation (NEMA). 


and Table 


These standards 
I1f are useful guides to the 
motors available, their characteristics 
and what can be expected of them 
Fable | gives standard horsepower 
and 


synchronous-speed = ratings — of 


pen and semi-closed, continuous-duty, 


constant speed, general-purpose induc- 


tion motors. Full-load speed of these 
motors is about 35 less than those 
, 1 ' +] $y} + lag . i 

given in the table. Standard ratings 


of synchronous motors cover a range 
of 20 to 5,000 hp. and 60-cycle speeds 


of from 3,600 r.p.m. (2) poles) to 
80 r.p.m. (90 poles). Motors for 25- 
evele operation cover the same range 


# ratings and speed from 1,500 r.p.m. 
(Zz poles ) to 75 r.p.m. (40 poles). 
Gene induction 


listed in 


1 
rT? “purpose 


motors 
Table I are designed to be 
connected to. their I 


chain, belt 


loads DY gears, 
x direct coupling. In rat- 
speeds of 3,600 
ov) evcles and 1,500 


ings of 25 to 200 hp., 


to 900 


p.m. at 


ind 750 r.p.m at 25 cycles, standard 


ines of polyphase induction motors 
tilable for direct 


are connection 


av: 
mlv, Table IT. 
Where direct c 


mnection is required 


than standard 


il tiie speeds, vear- 
motors will generally be the best 
answer to the problen These com- 
bine a motor and gear into a single 

with single reduction gears, 


unit that, 1 
2 1; } 


requires verv little more space than a 








ply WORLD'S LARGEST 
eta ousTRCTION IE 


ES GRAND COULEE DAM 


he ee Regn en 
_ “Fe: ~~ a 



















Paul A. Horwick, Portland, Oregon, tells how 
Lubriplate stands up when the going gets tough: 

















Try LUBRIPLATE 
on Your Toughest Job 


WHY BUCK TODAY'S PROBLEMS 
WITH YESTERDAY’S IDEAS? 
LUBRIPLATE was developed to 
meet today’s requirements. LUBRI- 
PLATE has “what it takes” to stand 
up to the heaviest duty service — it 
stays put and lasts and_ lasts. 
LUBRIPLATE is a great enemy of 
rust and corrosion because it resists 
water like a duck’s back. Write us 
and we'll see that you receive enough 
LUBRIPLATE for a thorough test. 
Lubriplate Division of 
FISKE BROTHERS REFINING CO. 
Newark, New Jersey — Toledo, Ohio 





“Last Summer I went to Eastern 
Washington on a relocation proj- 
ect of the Grand Coulee Dam for 
Jacobsen and Jensen Construction 
Company of Portland, It was my 
job to maintain and grease their 
114 yard Link Belt shovels. 

The first month we tried almost 
every brand of grease on the mar- 
ket. There were two reasons why 
we couldn’t find a suitable grease. 
First, the heat was excessive 
running 90 to 120 degrees in the 
open for 20 to 30 days at a time. 
Secondly, dust, dirt, and sand, 
which I have never seen equalled. 
If we found a grease that wouldn't 
run, it was too stiff for 
use in pressure guns. 
When it wouldn't melt 
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LUBRICANTS 





and drop off, sand and dirt in a 
short time made a cutting com- 
pound, resulting in excessive 
wear. 

“After a month or six weeks of 
this condition, a salesman from 
Nott-Atwater Company of Spokane 
heard of our trouble and came out 
to see us with a can of LUBRI- 
PLATE No. 110. LUBRIPLATE 
certainly solved the heat and dirt 
situation besides saving 75 pounds 
of grease per machine per week. 
Where we had used four kinds of 
grease, we used but two LUBRI- 
PLATE products — Nos, 110 and 
130-A, Bearings cooled down and 
wear reduced to % of 





what we had become aec- 
customed to expect.” 


Dealers from Coast to Coast 


LUBRIPLATE 


THE WHITE LUBRICANT THAT MINIMIZES WEAR 











AND CUTTERS 


at NO INCREASE IN PRICE 


for you 
repair costs for users. 
this profitable business. 


Our catalog 












WEIVBENE & Meh 


PLANOGRAPHED 





For Details Write Today to: 





These improvements pave the way to more business 
-new type bushings add to the usefulness of 
these tools and mean savings in maintenance and 
Show them definite dollars 
and cents savings and that’s your profit opportunity. 


Get going with this line today—secure your share of 


punched to fit your binders—send for them. 


THE VINCENT STEEL PROCESS CO. yi re 


2434 BELLEVUE AVE. 
DETROIT, MICHIGAN 


“IF IT'S A HUNTINGTON 
DRESSER OR CUTTER 
VINCENT MAKES IT" 


VINCENT HUNTINGTON 


OFFERS DISTRIBUTORS Improved 
GRINDING WHEEL DRESSERS 





ry 
- 2 
4 


New Type Hardened Stee: tush- 
ings are a new design to elimi- 
nate turning and wearing out the 
bushing holes in the dresser. Pin 
revolves freely in bushing and 
cutters revolve on pin, insuring 
constant changing of relativity of 
cutters to each other which makes 
for better dressing and truing. 





o . . 


sheets are 





Non-Burring Cutters all full size 
TH. Milled from 
carbon steel, scientifically 
treated by the ‘Vincent 


high 
heat 


Process’’ to a uniform hardness 
insuring long life. Vincent Cutters 
even if 


cannot fr or mesh 
washers are left out. 














CATALOGS 





@Nationally Advertised Lines 


are tied up with manufac- 


turers advertising by repro- 
of 


trademarks. 


duction manufacturers 


@Many of the pages are pho- 


tographed) from  manufac- 
turers catalog data without 


typesetting expense. 


\ Weinberg & McKee Planographed catalog will do a 
maximum job of selling for you. 





WEINBERG & MCREE, Inc. 





610 W. VAN BUREN ST. 
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standard motor. Motors on these units 
generally operate at 1,800 r.p.m. with 
a gear ratio to give desired output 
speed. These units are generally di- 


rectly coupled to their loads, but 
where a large reduction from motor 
speed is required, they have been 
connected by belt or chain. Before 
doing this, check with the motor 
manufacturer to make sure that the 
output-shaft bearing will stand the 


increased load imposed by the trans- 
mission equipment. 

Standard voltages for ac motors are 
110, 220, 440, and 2200 volts 
at frequencies of 25 and 60 cycles. 
Open-type, general-purpose, 60-cycle, 
polyphase motors can be operated on 
50 cycles at rated voltages without 


550, 


temperature rise exceeding 50 deg. C. 
\ variation in voltage not exceeding 


106 or in frequency not exceeding 
5% is generally permissible with any 
induction motor. Such variations are 
always accompanied by changes from 
normal performance. For example, 
an increase in voltage or a decrease 
in frequency will cause a decrease in 
power factor and efficiency and an 
increase in torque. The opposite 
effects accompany a decrease in volt- 
age or an increase in frequency. Speed 
varies directly with frequency, but 
voltage changes have only slight ef- 
fects on speed. 

Standard, general-purpose, open- 
type, induction and synchronous mo- 
tors are designed to carry full rated 
loads continuously with a 40 deg. C. 
temperature rise. Such motors oper- 
ating at normal voltage and frequency 
will drive continuously 1.15 
rated load, that is, a 10-hp. motor may 
be loaded to 10 1.15 11.5 hp. 


without exceeding a safe temperature. 


times 


Motors for designed services where 
the load is not continuous are gener- 
ally given what is known as a short- 
time rating, such as “full-load 
tinuously for one hour”, 


con- 
For elevator 
and hoist services, motor-horsepower 
ratings are based on full-load periods 
as short as 15 min. Services in which 
used intermit- 
tent; therefore, during the time that 
they are operating 
load without overheating 
if loaded continuously. 

AC not only standard- 
ized according to electrical character- 


these motors are are 


they can carry 
more than 


motors are 


istics but also for types of protective 
They operate in all kinds 
of atmospheric conditions; dust, acid 
and may be present 
and must be kept in mind when select- 
ing motors. 


inclosure. 


fumes moisture 


Where satisfactory for the service, 
motors 


should 


restrictions 


general-purpose open 


be used. They have no 
on ventilation other than those neces- 
sary features. 


highest 


mechanical 
the 


because of 


Consequently, they have 














“JEEPERS! 
DID BRODY MARRY THE { 
P.A.’s DAUGHTER?” 














(Or how the advertising pages of Business Week make 


life more fun for salesmen) 


O, it’s simpler than that. Brody's entrance 

was made for him by the simple expedient 
of a little well-placed advertising. You can find it 
in Business Week signed by the company whose 
line he’s handling. 

Like most executives in key buying positions, 
the P.A. reads Business Week not only for news 
of business but also for products that tell him how 
he can save money or increase production through 
their use. In fact, more than 110,000 executives, 
men actively engaged in the managment of Amer- 
ican commercial and industrial enterprises, read 
Business Week every week for the same reasons. 

So, you see, Brody doesn’t rely on romance. Nor 
does the company he represents. By doing its sell- 
ing through the pages of Business Week that com- 
pany is making executives wavt to listen to what 
Brody has to say. 

The list of companies doing just that is getting 
longer all the time. Here are the advertisers in 
Business Week during the month of May whose 
products are sold through mill supply houses. . . 
companies who are selling themselves and their 


products to the men okaying your orders. 








In May . 


. . here’s a partial list of companies who were 


busy selling themselves to active management through the 
advertising pages of Business Week 


Allis-Chalmers Manufacturing 
Co. (Texrope Drives) 
Aluminum Company of America 
(Aluminum Alloys) 
Ampco Metal Incorporated 
(Ampco Metal) 
The Philip Carey Co. (Asphalt, As 
bestos & Magnesia Products) 
Century Electric Co. 
(Electric Motors) 
Clarage Fan Co. (Air Con- 
ditioning, Fans & Blowers) 
Crane Co. 
(Valves & Fittings) 
Cutler-Hammer Inc. 
(Motor Control Equipment) 
Henry Disston & Sons 
(Files) 
Emerson Electric Manufacturing 
Co. (Exhaust Fans) 
Fafnir Bearing Co. 
(Ball & Roller Bearings) 
Fairbanks, Morse & Co. 
(Pumps, Scales & Motors 
General Electric Co. 
(Incandescent Lamps 
B. F. Goodrich Co. 

(Mechanical Rubber Goods 
Goodyear Tire & Rubber Co. 
(Mechanical Rubber Goods 
Hercules Power Co., Inc. 
(Processing Materials 

Hewitt Rubber Co. 
(Mechanical Rubber Goods 


Hyatt Bearings Division—Gen- 
eral Motors Sales Corp. 
(Roller Bearings) 

The International Nickel Com- 
pany, Inc. 

(Nickel Alloys) 

Keasbey & Mattison Co. 
(Asbestos & Magnesia Products) 

Morton Salt Co. 

(Salt Tablet Dispensers) 

New Departure Division of Gen- 
eral Motors 
(Ball Bearings) 

Norton Company 
(Abrasives & Grinding Machines) 

Republic Rubber Div., Lee Rub- 
ber & Tire Corp. 

(Belting & Hose) 

Robbins & Myers, Inc. 
(Fans) 

Russell, Burdsall & Ward Bolt 
& Nut Co. 

(Nuts & Bolts) 

Scott Paper Co. 
(Tissue Towels) 

SKF Industries, Inc. 

(Ball & Roller Bearings) 

Tinnerman Products, Inc. 
(Patented Speed Nuts) 

U. S. Steel Corp. 

(Steel Products) 

Westinghouse Electric & Mfg. 
Co. (Electrical Equipment) 

Willson Products, Inc. 
(Respirators, Goggles, Helmets, 
Gas Masks) 
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inish yoke 


vise of strong 


special 
eble, 


malle- 
highest 


quality tool-steel 
no-mar jaws 
vise, also 


Chain 












| Easy to Sell Them 

this Nw ee lL CELLS 
Tri-Stand Vise... its a 
Portable Work Bench! 








Lan 








ERE'S a handy tool your customers 

readily buy when you point out its work, 
time and money saving features. This new 
Tri-Stand really gives your customers a com- 
plete work bench, quickly set up where the 
work is. Its hinged legs fold in and chain 
for easy carrying. Nothing stingy about it— 
wide roomy tray for dope pot and oil can, 
special rim and slots for holding tools, a 
pipe rest and 3 benders that won't collapse 
pipe. Screw-down feet and ceiling brace— 
but it's well balanced to prevent tipping. 


Our June advertising in a large number of 
trade papers features this popular tool. We 
make the investment—you share the divi- 
dends by pushing the FRUIGAABD Tri-Stand 


this summer. 


THE RIDGE TOOL CO., ELYRIA, OHIO 








@ Do your customers a real 
service... but also save yourself 
many a headache! Reach for a 
PACKAGE instead of the shears 


when they want shim stock. 


This packaged stock comes in a complete line of handy 
assortments—to meet your customers’ every need. You have 
bigger units of sale—with less handling . . . and, from the kits 
you sell, automatically reap the benefit of continuous “fill-in” 
orders of shim stock. @ Write for catalog and dealer plan, 


LAMINATED SHIM CO., INC., 21-40 44th Ave. 
L. |. City, New York, N.Y 


ob. 
inch? 
So oad 4 
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Ta i ’ 1 2 } . 1¢ 
] Ves ~ pt tea } SCPOW 

| t , Is, ’ ecting 
. eels end- 
shield ral-purpose 
hotors re 1s danger 
% water or other liquids dripping 
mto motors, splash-prooft inclosures 


should be used. Where more protec- 
1 


tion is required than given by splash- 


proot inclosures, suggest a totally in 
closed design. 

For high temperatures and explo- 
sive gases, totally inclosed seli-venti- 
lated motors are sometimes used. Mo- 
tors with explosion-proot  inclosing 
frames are also used where explosive 
gases are present. Where it is neces- 
sary for motors to operate in the pres- 
ence of acid fumes, windings having 
acid-resisting insulation can be = ob- 
tained. 

For many applications, simple gen- 
eral-purpose, open squirrel-cage mo- 
tors of proper size with either manual 
or automatic starter are all that is 


needed. 





Quantity Extras Condemned 





pointed out that the complicated 
structure of quantity and order 
extras not only failed to protect the 
mills against handling small orders 
but it tended to discourge the estab- 
lishment of sound distribution. poli- 
cies. He contended that all orders 
sent to the mill should be made to 
stand on their own feet, based on 


the actual cost of production. 





\s an example of a condition re 
sulting from inadequate distribution 
policies, Mr. Fulton pointed out that 


there was a galvanized sheet dis- 











tributor for every 35,000 people in 
the country, far more than wert 


necessary. The mills, he contended, CONGRESS DRIVES 


worked against their best interests 


in the establishment of too many MAKE YOUR SELLING 
outlets, for rae Was not increased | EASY AND PROFITABLE 


] ] toot ’ ° . 
thereby and good distributors were 











ee ee ; : : ; ; 
weanKened High quality — fine performance — full acceptance 
— by industry that’s a start for any distributor on 
Pricing for Profit big time selling. The Congress line of V-Pulleys has 






been completely re-designed to give the user the 
utmost in service and dependability. This gives 
you added advantages for opening up sales oppor- 
tunities that will repay you in new business 

repeat business replacement business. Find out 
about our sales and engineering helps and our dis- 
count arrangement which makes your selling pay 
good returns. Get details NOW! 


CONGRESS DIE CASTING DIV. 


CONGRESS TOOL & DIE COMPANY 
3754 East Outer Drive Detroit, Michigan 


Warning against the old fallacy 









that increased profits inevitably re 
sult from increased volume, Charles 


B. Couchman, partner, Barrow, 


Wade, Guthrie & Co., contended | 
















that it was quite possible to increase 
profits by reducing volume. 


y 





rles B. Couchman 


Mr. Conchman defined) eros, Simplex Jacks are the world’s most popular 
profit as being wot the total profit on ““lifter-uppers”’ because they are safer, faster 
all sales but rather the difference and easier to use and are made of tougher, 
between the profit on some sales longer-lasting materials than ordinary jacks; 
and the loss on others. He advo- and, yet, they cost no more—that’s why 


cated dividing all orders into three they’re So popular. 


groups: 


} 


1 1 vhich are profitable Simplex No. 22 Automatic Raising and Lower- 
" 109s€ Willch are ro tal an ‘ a hee a 
2, Those which are unprofitabk ing Jacks, just one in the broad Simplex Line, 
but which have sufficient bearing are widely used and preferred by mills, mines, 
on profitable orders to require thei quarries, utilities, riggers, contractors and 
being accepted other industries. 


> 


3. Those whie 


2 


i are unprofitable -Phey readily lift (not only sustain) 10 tons, 


a full foot, on cap or toe lift. No. 24-A has 
15-tons capacity; No. 2029, 20 tons capac- 

seine the ia ge eee ity. You build goodwill by giving your 
WW) MOst HtUustesses, He saldal, Mav a a . . = 
crease volume somewhat but should | C@stemeers @ real Hit——when you sell 
increase profits. A danger in such | Simplex Jacks! 


and which have no bearing on pro 
Cenk!) ] 1 
HMtavlie DuUsmess. 


The elimination of the third class 


2 ON X3I1dWIS 


S3HON! 2 430 


a) 
ee 


y 


classification, Mr. Couchman 

ced. ic a hagman tendency to TEMPLETON, KENLY & CO., Chicago, Ill. 

nlace too many orders of the third Better, Safer Jacks Since 1899 @ 
° : 

Class int the second 


agains SIMPLEX Jacks 


\ Jnghly profitable mnovation 


Awarded the Gold Medal for Safety 





MILL SUPPLIES © JUNE, 1940 109 



























BRONZE BUSHINGS 
BRONZE BARS BABBITT METALS 


@ Thousands and 
thousands of 
prospects for 
Bunting Bear- 
ings and Bars 
have seen this 
picture in Bun- 
ting advertise- 
ments recently. 


@ Can you use more copies 
of the new enlarged Bunting Catalog? 


THE BUNTING BRASS & BRONZE COMPANY, Toledo, Ohio 
Warehouses in All Principal Cities 


BEARINGS 








—| COFFING SAFETY-PULL 


RATCHET LEVER HOIST 

















Saves money for users 
Makes money for you 


Unlimited uses and sales opportunities—ready and _profit- 
able markets in mines, factories, machine shops, oil fields, 
railroads, shipyards, steel plants, and for utility, construc- 
tion, and wrecking crews. Combined with the well-known 
superior advantages of all Coffing Hoists the Safety-Pull 
Ratchet Lever possesses exclusive safety features which 
users definitely prefer. 


This acceptance and the wide markets available offer sales 
volume that can mean only one thing for distributors— 
good profitable results from sales effort. Establish your- 
self with this good hoist line and help your customers to 
substantial savings. Get more details on Coffing Hoists 
and on our Distributors’ policy—it will pay you well. 


SAFETY-PULL RATCHET LEVER HOIST 


The original ratchet lever hoist with dual ratchet and 
pawl assemblies independent of each other—handle always 
under control. Noted for new safety features, compactness, 
low first cost, lightweight, strength, and reliability on the 
job. We can truly say that it is the finest ratchet lever 
hoist on the market. 


COFFING HOIST CO. 


DANVILLE, ILLINOIS 


COFFING “tic.” HOISTS 


RATCHET LEVER . SPUR GEAR ~ ELECTRIC 
LOAD BINDERS @ TROLLEYS ® DIFFERENTIALS 
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delegates in the presentation of Q. 
Forrest Walker, economist, R. H. 
Macy & Co., Inc., huge New York 
department store. 





QO. Forrest Walker 


Keying his talk with, “no mer- 
chant can survive if he operates a 
merchandise museum because mer- 
chandise must be bought to sell and 
not to store,” Mr. Walker drew 
freely on his department store ex- 
perience in lauding certain steel dis- 
tribution practices and condemning 
others. 

Successful merchandising, he said, 
is likely to continue to be much 
more of an art than a science but 
progressive merchants in the retail 
field are giving increasing attention 
to statistical analysis of the quantita- 
tive and qualitative aspects of the 
consumer markets as a more scien- 
tific approach to their problems. 

The department store, Mr. 
Walker pointed out, can often 
stimulate consumer demand by skill- 
ful advertising while there is com- 
paratively little that the steel ware- 
house can do in this direction. 
However, he said, even a casual 
perusal of business papers indicates 
that there is room for improvement 
in advertising the functions of the 
steel warehouse to industry. 

As an approach to this problem, 
Mr. Walker suggested that exces- 
sive quantity discounts promoted 
overbuying and that a campaign to 
educate industrial buyers that the 
warehouse differential was an in- 
surance premium for reducing in- 

















MARKETS! 


THERE ARE MANY FOR 


LOWELL'S 
HERE'S ONE 








FOR TIGHTENING 

LAG SCREWS 
SELL A 
LOWELL AND 
YOU SELL 
SATISFACTION 
AT A PROFIT 


THEY STAY SOLD 


This is proven by our 71 years of 
wrench building. If Lowell's were 
not dependable reversible ratchet 
wrenches the trade would have 
discovered it long ago. 


REMEMBER 


There is nothing just like 
Lowell Wrenches 


LOWELLWRENCHCO. 


WORCESTER MASS. 


LOWELL 


id Tie lag 
WRENCHES 

















ventory risk might produce resuits. 

“Most merchandising businesses 
suffer to 
time reason of unsound inven- 
tory accumulation,” — said) Mr. 
Walker. “When markets are rising 
the temptation to buy far in ad- 
vance of normal needs is powerful; 


severe losses from time 


by 


and one can always find a variety of 
the most cogent reasons to justify 
such commitments. 

“Ii there 
the figures over a long period of 


were any Way lo cast 


| years, there would be no doubt that 


excessive forward buying does not 
pay. 

“The merchant generally fails to 
realize that when he joins in a buy- 
stampede, he builds up the 

price structure 
While he 
porarily, in the end he finds that 
what he made on the peanuts he 
lost on the bananas. 

“When a merchant makes only 
one guess on a future price, he may 
be right or wrong or the price may 


When he keeps 


ing 
wholesale against 


himself. may gain tem- 


show no change. 
himself in a position to make several 


| guesses at relatively short intervals 


of time, he has an opportunity to 
average the guessing hazard. 

‘Both theory and practice lead to 
the conclusion that a service busi- 
ness should seek its profits from its 
functions and not from 
speculation in inventories beyond 
ordinary needs.” 


service 


Selling Costs 


“The 
costs on particular items is unusually 
difficult in the held 


determination of — selling 


retail because 


| of the multiplicity of items stocked,” 


allocation — of 


said Mr. Walker, “the problem of 
finding some rational basis for the 


direct and indirect 


| costs, and the fact that all costs are 


| 
| 


in part functions of sales. But some 
progress is being made although it 
is painfully slow. The more progres- 
sive merchants have an intuitive 
knowledge of cost factors or they 
have made the beginnings of a scien- 
tific approach to the costing prob- 
lem. Such merchants are frequently 
condemned by other 


the trade who ostensibly cling to the 


members of 


idea that if the average expense of 
doing business is X per cent, then 
each item sold should bear at least 
this percentage of gross profit. Out 
of this fatuous idea spring demands 
for guaranty of retail margins by 
resale price-fixing and a variety of 
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ERISTO 


MEANS 
speed! 


4need. «o> IN SOCKET SCREW 


SET-UPS FOR YOUR 


CUSTOMERS! Bristo Screws are 
of the fluted socket head design 
into which the wrench slips eas- 
ily and locks tight. This means 
easier handling even in hard- 
to-get-at places. A Bristo can be 
set up fighter time after time 
without danger of stripping or 
rounding out. This positive ac- 
tion means speedier assembly, 
stronger construction, minimum 
assembly cost—benefits that are 
your strongest selling points. 





-+eIN SALES FOR YOU! 
Sell Bristo to your customer once, 
and you have him for good. You 
get his business again and again. 
Result? More Bristo sales, more 
often—and an even bigger boost 
to your reputation for quality. 
ACT NOW! Get all the facts on the 


Bristo Socket Screw line and the oppor- 
tunities that may be waiting for you in 

your territory. Write. The Bristol 
Company, Mill Supply Division, 
Waterbury, Conn. 





BRISTO © 


SOCKET SCREWS 








Gasket Folders - 





















cht] 3743 


BOILER 
GASKETS 


Metal Jacketed 


_ and 


Spiralwound 


ft hal WOUNA | 
GASKETS | 






GOETZE 
GASKETS 





GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick. N. J. 
Branch Offices in Principal Cities 


keel as ae 


America’s Oldest and Largest Industrial Gasket Manufacturer” 








Always “OPEN SEASON” for the 
_ Distributors who sell . 


CAPITAL “RED CAP” 
BRUSHES AND BROOMS 





















Many distributors have forged ahead 
because they realized there was no 
“closed season” for brush and broom 
selling. They had the foresight to know 
too, that the right line of brushes and 
brooms was important—that’s why they 
chose CAPITAL “RED CAPS”. There’s 
always sweeping and brushing to be 
industrials, public buildings, 
warehouses, etc. and the almost unani- 
mous approval and acceptance by in- 
dustry of CAPITAL “RED CAPS” proves 
that they fll the bill perfectly. There’s 
always brushes and brooms to be sold 
—why not sell CAPITAL “RED CAPS” 
for satisfaction and profit. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
Corner Brush & Broom Streets 
Indianapolis, Indiana 


METAL CASE : 
one in 
* 





BASS PUSH BROOM 





FLOOR BRUSH 





112 MILL SUPPLIES © JUNE, 1940 





other forms of tinkering with the 
price-making process by legislative 
means.” 

Mr. Walker also recommended 
the consideration of the percentage 
method of pricing as opposed to the 
flat poundage charge, on the 
grounds that the former is much 
more flexible. 


Other Features 


In addition to the above, dele- 


gates to the convention were ad- 
dressed by Charles K. Arter, 
MeMeehan, Merrick, Arter & Stew- 
art, who advised them on what 


trade associations could and could 





¥. Halse VcKown 


not do: by J. 
assistant 


Halsey 


vice-president, 


MecKown, 

United 
eel Corp. of Delaware, who 
introduced his company’s new 
movie, “The Making and Shaping 
of Steel”; and by Col. Willard 
Chevalier, publisher, Business Week, 
on the subject, * 


States St 


Business Faces the 
Forties.” 

New officers and members of the 
executive committee will be found 
elsewhere in this article. 








If Plane Building Spreads 








that. if it happens to be a commercial 
plane, there are the requirements of 
the Civil Aeronautical 
practically 


army and navy. 


\uthority, 
as rigid as those of the 
“It is evident, then, that the sales- 
man who expects to get 


selling to the aircraft industry, has 


anywhere 


some real studving to do—a whole 











new field of tool development and 
standardization to keep up with. 
But while he is doing it he can be 
getting orders, and they are often 
big ones. He must keep selling the 
purchasing agent on the quality of 
his lines, on the service his house is 
able to render and above all on his 
own personal ability to ‘get things 
done.” When problems come up 
or trouble is encountered in opera- 
tion, he must demonstrate that if he 
cannot offer the solution himself, off 
the bat, he will be able at a moment’s 
notice to gather in the 
expert assistance from his 
house or from the factory engineers 
and representatives.” 


necessary 
owl 








Pattern Shop 


(Continued from Page 26) 








shellac, etc.), a complete assortment 


of brads and nails, round glue 
brushes, shellac brushes, orange 


shellac, beeswax, cement for sand- 
ing disks, white and blue carpenter's 
chalk, assorted sizes of corrugated 
fasteners, 
screws, a stock of metal and wood 
dowels, bench dusters, wax 
leather fitted materials, gasoline in 
a safe container, machine oil and 
kerosene, pattern letters and figures, 
coloring pigments, plaster of Paris. 
plastic wood, polishing rouge, wood 
plugs, rapping plates, white-cotton 


assorted sizes of wood 


and 


waste. 
Tools 


Kach patternmaker will probably 
own his own tools, but whether you 
sell him or his boss, here’s what he 
needs: 14-in. blade flat-point brad 
awl, bench brush, 8-in. bevel, 3-14 
hit, 1 e-in. (by 
sixteenths ) auger bits, 5, 3 and 1-in 
Fostner bits, twist bits or drills of 


in. expansion 


#y to $-in. by thirty-seconds, 8-in 


ratchet brace, 5-in. outside 
calipers, 6-in. inside calipers, 10-in 
outside firm-joint calipers, 4, 4. 

and straight 

$-in. bent-shank paring chisel, 4 
and 4-in. cornering tools, counter 
sink, 5-in. spring and 8-in. wing 
dividers, § to 4-in. (by eighths) 
fillet irons, 4, 3 and 4-in. No. 18 


long-bend carving gouges, 3-in. No. 


sweep 


l-in. paring chisels, 


16 and {-in. No. 14 like above. 
1 3. 3 and 1-in. No. 18 short-bend 


gouges, } 


and }-in. straight-shank 


f, 








The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting, 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless" joint. 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 


pulleys regardless of distance from end of shaft. 
The ‘Universal’ puller. 


Write for 
Catalog 





ARMSTRONG-BRAY & CO. 


“The Belt Lacing People’’ 
310 N. Loomis Street 
Chicago, U. S. A. 








WORLD'S LIGHTEST WEIGHT 
HEAVY-DUTY HOIST 





puts an end to the 
overload hazard 


All the features you're looking for “wrapped 
up” in one hoist—the AL-LITE! Yes, sir, it’s 
one-third lighter than hoists of comparable 
capacities because it’s built of that remark- 
able Alcoa aluminum alloy. This makes it 
easy to handle—a real “one man hoist”. Yet 
in spite of its lightness the AL-LITE is strong 
and rugged, and equal to the toughest as- 
signments. Equally important is the patented 
AL-LITE Safety Governor that works auto- 
matically independent of the load brake —a 
safety feature that warns against dangerous, 
excessive overloading ... Other outstanding 
features include simplicity of design, fewer 
parts, 5 to 1 safety factor, corrosion resist- 
ance, adjustable brake, “Inswell” chain, oil 


bath lubrication 


120 FREMONT AVE. 


$ 


... Get those hoisting jobs 
done quickly, the safe AL-LITE way. Ask 
your dealer—or write for literature. 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corp.) 


Branch Offices: NEW YORK + CHICAGO + CLEVELAND 


AL-LITE 


Aluminum Alloy 
HOIST 





TONAWANDA, N. Y. 


_ 
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Real Sales and PROFITS Now in 
COOPER STAINLESS FITTINGS! 


SAA WY)/|HWy4 


=-LUSTRACAST 2 


\\ 


\ 


Z/UUIhIIIKwS 


The big . . . and growing demand 
now by all major industries for 


stainless steel CORROSION- 


—. oe 


RESISTING fittings makes the 
COOPER Line a logical choice 
\ for Mill Supply Houses. All 


COOPER Fittings are “LUSTRA- 
CAST” ... imparting greater bril- 
liance, greater corrosion resistance 
and longer life. 


@ WRITE TODAY for Full Details and 
Prices on the better line of COOPER 
“Lustracast” Fittings. 


The COOPER ALLOY FOUNDRY CO. 


150 Broadway 


Elizabeth New Jersey 




















Safety Belt Hooks and Lacers 
Give You More Profit! 


i 


% 2 
<7. 
| 
; = 
6 
SAFETY 
Portable Lacer 









Let us explain, 
quote you and 
outline our sales 
co-operation. 


See Those Jaws 

Not flict, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


The Best 
Belt-Lacing 
System 
with the Hooks are easily 
Largest sunk below the 
Profit surface of belt 
aw Baad Full 6” Capacity 
oF Vee: Stouter These two features 
Stronger oped te 
mechanics. 


Soles are easy/ 


Safety Belt-Lacer Co., Toledo, Ohio 
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paring gouges 3, 3 and 3-in. bent- 


shank paring gouges of regular 
sweep, with 3-in., l-in. and 14-in. 


gouges of middle and flat sweeps. 
13-0z. carpenter hammer, hand driil, 
knife bench, leather strop, marking 
gage, 5 and jg-in. nail sets, oil- 

and carpenter 
pincers, 1 and 14-in. pinch dogs, 
18-in. for plane, 8-in. smooth plane, 
3-in. rabbet plane, router plane, ,'5. 
gz. and ,y-in. per ft. contraction 
rules, standard 6-ft. rule, 9-in. steel 
flexible scale, 50-ft. steel tape, com- 


stones slips, 6-1n. 


pass saw, 8-pt. 20-in. cross-cut saw. 
ripsaw, four or five assorted screw- 
drivers, screwdriver bit, 14 and 
2$-in. spoke combination 
square with protractor and centering 
head, trammels. 

If the individual does turning, he 
(or his employer) will need: a 
3-in. diamond point, $- and 1-in. flat 
chisels, l-in. gouge, 3-in. parting 
tool, 2 and 3-in. round-nose tools, 
3-in. right and left-hand side tools. 
and a 3-in. skew chisel. 

These of only sug- 
gestions of the equipment of a good 
average plant. Specialized jobs will 


shaves, 


course are 


require specialized equipment, tools 
and supplies—which I hope you can 
also supply. 








The ABC's of Steel 


(Continued from Page 29) 








wire, is given a special preparatory 
heat treatment, called patenting. 
prior to drawing, and also during 
intermediate stages in the drawing 
operation. 
tion the 


In the patenting opera- 
rod or wire is passed 
through a long furnace maintained 
at the proper temperature for the 
product in question 
rapid cooling in air or in a bath of 
molten lead. 
treatment 


followed by 


This preparatory heat 
produces the structure 
best suited for the cold drawing op 
erations and for the production of 
the proper physical properties in 
the finished wire. 

To furnish wire for the thousands 
of uses the steel industry is equipped 
to produce a wide variety of quali- 
ties ina large number of sizes and 
finishes. As the steel maker varies 
the analysis of the steel the heat 
treatment, the degree of reduction 
and the number of passes he is able 
to produce wire with the most di- 




























For hand or 
machine tap- 
ping. Made 
in all sizes 
in Carbon 
Alloy and 
High 
Speed 
Steels. 


Threading 
tools of DE- 
PENDABLE 
performance 
for which there 
is an outstand- 
ing customer 
preference. This 
preference assures 
you repeat  busi- 
ness from satisfied 
customers. 


SELL WINTER'S 


ARR 


QUALITY TA 





THE WINTER BROTHERS CO. 


MAIN FACTORY 
WRENTHAM 


BRANCH FACTORY 
DETROIT 
MICH. 


DIVISION OF 
THE NATIONAL TWIST DRILL & TOOL CO., 
DETROIT, MICHIGAN. 


MASS. 








versified properties, from the softest | 
tieing wire to the strongest high | 


carbon wire, a range in strength 
from approximately 45,000 Ibs. per 
sq. in. to over 300,000 Ibs. per 
Sq. in. 

A large part of the wire produced 
must undergo further processing be- 
fore it reaches the consumers. Fence 


and netting; screen and cloth; 
strands, wire rope, hawsers and 
cable, nails, brads, screws, and 
bolts; barbed wire, baling wire, are 


some of the important 
manufactured from wire. 

Much of the wire used is. gal- 
vanized, that is, it is given a pro 
tective coating of zinc to protect 
it from rusting and corrosive attach. 


products 


Two principal methods of galvaniz- 
ing are in use, the hot dip process 
In hot 
lip galvanizing the wire is first an 


ind the electrolytic process, 


nealed by passing it through a bath 
of molten lead. It 
a light pickle to clean and remove 


is then given 


the slight scale from the surface so 
that the zine will adhere properly 
After a is then 
drawn through a long pan contain 


rinse in water it is 


ing a bath of molten zinc. Heavy 
bars called sinkers or depressors 
hold the wire under the surface of 
the metal. \s the 
from the bath the zine 1s 
wiped from its surface either by 


wire emerges 


excess 


passing it through plugs of asbestos, 
called wipers, or through a bed of 
charcoal. The latter method gives 
zine on the 
In general it may be said 
that “extra galvanized” or “charcoal 
wiped” wire, as it is called has at 


a heavier coating of 


wire. 


least twice as heavy heating as can 
be applied by 
method. 


the asbestos wiped 
The entire process is con 
tinuous and a number of parallel 
wires are drawn through the gal 
vanizing pan at the same time. In 
the electrolytic process the zine Is 
leposited on ,the wire by clectro- 
lytic action. A typical example of 
this method is the Bethanizing proc 
ess. After certain preparatory clean- 
ing and annealing operations a 
number of parallel wires are drawn 
cells containing a 
highly purified solution of zine sul 
phate. 


through long 


lectric current deposits a 





coating of zinc on the wires as they 
pass The 


thickness of the coating is governed 


through the solution. 


by the intensity of the current and | 
The method | 
advantages 


the time of exposure. 


has several over the} 
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For fast, easy-to-make 
sales that stick, show 
this newest steel tape 


sensation! Lufkin 
Chrome Face Steel 
Tapes are not only 
easy to read (with jet 
black markings on 
satin-chrome back- 
ground)— but they ap- 
peal to the men who 
want durability too. 
Made of metal through- 
out they are more serv- 
iceable than any other 
tape of this kind. The 
smooth, chrome plated 
surtace won't rust, crack, chip 
or peel and is easy to clean. 


TCA AAA Lil, 








The “Anchor” model shown 
here is beautifully finished in 
a genuine leather, hand- 
stitched case. The “Leader” 
model, in imitation leather, 
retails at popular prices. 


OF H/N 


SAGINAW, MICHIGAN 


TAPES - RULES 








New York City 


PRECISION TOOLS 
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They Last, 
Work. Fast, 
Cut Straight! 





To Keep Customers 


Meet the demand for superior hack 
saw blades by selling Spartans, made in 
Genuine Tungsten High Speed Steel, 
Kutall Molybdenum High Speed, 2 in 1, 
Flexard, All Hard and Flexible hack 
saws; also Metal-Cutting Band Saws. 


We Protect Spartan Distributors and Their Profits 


HACK and BAND SAWS 


SPARTAN SAW WORKS, Inc., Springfield, Mass., U.S. A. 








DO YOU SELL... 


MAUREY V-PULLEYS? 


we can fill your orders 
for any application... 





F. H. P. Cast Tron 
V- Pulley 


Universal 


V-Pulleys 


Type 3 
Steel 


Pitch 


J ariable 
Cast Iron Pulley 


Rigid inspections and tests all through every 
MAUREY V-PULLEYS insures perfect pulleys 

transmission problems reliably and well 
working conditions. 


step of the manufacture of 
pulleys that meet all F. H. P. 
pulleys that stand up under severest 
MAUREY V-PULLEYS have always been good money 
makers for distributors and the new F. H. P. Cast Iron V-Pulley is an addition 
that will live up to the established MAUREY reputation for building good 
business. Even small stocks show attractive profits because of full protection 


and fast turnover start selling MAUREY V-PULLEYS today! 


MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVENUE CHICAGO, ILLINOIS 
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hot dip process. A very ductile 
coating of high purity and even 
thickness, firmly bonded to the steel, 
is obtained, which will stand severe 
forming operations that hot  gal- 
vanized wire will not survive. In the 
Bethanizing process it is also pos- 
sible to obtain as a standard com- 
modity coating weights up to three 
times as heavy as that available 


_from the charcoal wipe hot galvan- 
| izing process. 














Welders Sell Welding 


(Continued from Page 23) 








rod he was using was very ineffi- 
cient. 

“He was getting away with it 
after a manner, though he knew he 
was wrong. His trouble was in get- 
ting the officials to listen to him. 
They also knew that his methods 
were not up to date. But the work 
held, so why worry and_ spend 
money on the welding end? In such 
cases, it is up to the salesman to go 
to the front for his friend the welder 
and help him to get decent tools to 
work with. 

“Salesmen cannot weld, offer 
suggestions, keep welders up to date 
and go to bat for them with pur- 
chasing agents and officials without 
being thoroughly trained in the 
work. So welding education with 
us in practically a continuous proc- 


ess. 








Sales Meeting in Print 


(Answers to questions on Page 32) 








1. Fiat. 


2. By over-all length in inches and 


by diameter according to the Ameri 
can serew gage. For example: j-in 
| No. 8. 
3. j-in. No. 0 and 6-in. No. 30. 
4. 0).1368-in. 
5. No. 8—0.1631l-in. No. 10 
0.1894-in. No. 12—0.2158-in. 
6. No. 6, No. 8, No. 10, No. 12, 
No. 14, No. 16. 
| 7. Neither—it should be large 


enough to allow the shank to enter 
easily. 

8. Root diameter, or less. 

9. To prevent splitting and reduce 
labor. 

10. #-in. 


(0).2684-in. 


(0.2812). The screw is 











11. s2-in. (0.2187) for either. The 
No. 10 is 0.1894, the No. 12 in 0.2158. 

12. No. 8 (0.1631) in. takes a ¥-in. 
drill, No. 14 (0.2421) a j-in. (No. 6] 
takes a g2-in.) 

13. Largely judgment, based on ex 


ORGAN 


SEMI-STEEL 


VISES 





perience. 
14. Across grain. Screws parallel | 
to the grain cut it. 
15. Full length of threaded portion. 
16. Pass through the thinner and 
screw into the thicker. 
17. If aligned, they will all pass 
into the same fibre of the wood 











screwed into, possibly causing split- 
ting, but in any case not holding 
tightly. 
18. The complete threaded portion. 
19. For any screw over 1}-in. in 





length, three-quarters of the length 
of the threaded portion is usually 
enough. 

20. Use a larger-diameter, shorter 





screw. The larger the diameter, the OUR LINE: 

moi fl aa te pe ae Machinist Benen Sales features that command respect and ac- 
21. The hole in the upper board Coachmakers coptance of industry: dependability, strength, 

can be counterbored to the necessary Chucking rigidity, and modern design. A fully guaran- 


death Woodworking teed and complete line—a protective distribu- 
I . Solid Nut Continuous Screw ' . . 

22. In patterns, or on other fine Quick Action tor's policy—types and sizes for any class of 
’ ! : ning Grip ‘ * 

Wor «work, the hole is plugged with sities Qian manufacturing. Let Morgan Vises go to work 
a plug of the same wood, the grain . for you—get more facts—write. 

being aligned with that of the piece. 


23. It will tear or cut the fiber of 
soft wood, and may snap off in hard- MORGAN VISE C0 108-112 N. JEFFERSON ST. CHICAGO ILL 
W oc, “ j . 

24. Bore a pilot hole of the screw- 
thread root diameter. 

25. Select a blade that fits the 
screw slot—and that is not wedge 
shaped, hence tending to slip out ot 
the slot. 








SAM SUPPLIER CROSSES 

(Answer to the problem on page 32) 
Sam cut his 45-ft. square to 4.472 

it. square, then cut it up as shown, 


to piece it into the 3-weld cross 


sketched 


















































4412° 
| 
ae 4 3 
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THE SQUARE 
y 
THE [7 
CROSS 2" ‘ee distinctive | $0" 
tag * 12 The eppeers ey waset, wen vou % 
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’ 2 ae = ms 
4 << oe }} , 
r MORSE CHAIN COMPANY : Ithaca, N. Y. 
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The AMERICAN SCREW CO. 
































Helps DISTRIBUTORS 


with Advertising in FACTORY! 


Mex. E. E. CLARK, General Manager of the 
American Screw esi says: me the intro- 
years ago, we have used FACTORY poner 
for its promotion — both for American Screw’s own 
advertising and for the Phillips Cooperative Group 
campaign sponsored by all the Licensees. 

Particularly evident in introducing a new product 
is the need for a cross-sectional industrial publica- 
tion which will tell the news to production and 
management men in all the screw-using industries. 

FACTORY has supplied this need very well, and 
we attribute due credit to you for the part you have 
played in widening the recognition and use of 
Phillips Recessed Head Screws throughout the 
manufacturing field.” 

Mr. Clark’s complete statement is shown on the 


Screw 


Company advertising in FACTORY has built recog- 


Opposite page explaining how American 





330 West 42nd Street, New York, 


FACTORY 


MANAGEMENT ond MAINTENANCE 
A McGRAW-HILL PUBLICATION 
Me Fs 


nition for this new product. 

More than 350 manufacturers advertise regularly 
in FACTORY because they know it reaches indus- 
try’s most influential buying group plant 
operating men with management, production, and 
maintenance responsibilities in all manufacturing 
industries. 

In fact, more plant operating men pay to read 
FACTORY than any other business paper serving 
the broad industrial field... both men who can be 
seen by salesmen and many who cannot be seen, 
yet wield an important influence on buying. 

If you have not had an opportunity to examine 
a recent issue of FACTORY we shall be glad to 
send you a copy so that you can see for yourself 
why its editorial and advertising pages are so inter- 
esting to your customers and prospects. At your 
request, we'll be glad to send a copy with our 
compliments. 






ABC 


!MTOR 





"S004, 








tte, 


MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 








PRODUCT PAGE NO. MAIN FEATURE MANUFACTURER 
Magnetic Block 120 No wires, no heating Brown & Sharpe Mfg. Co. 
Electric Saw 120 Wide variety of uses Black & Decker Mfg. Co. 
Insulated Grinding Disc 121 Offers increased production Abrasive Products, Inc. 
Speed Reducer Winch 121 Jaw clutch releases pulling rope Stephens-Adamson Mfg. Co. 
Wire Wheel Brushes 122 Available in several sizes Van Dorn Electric Tools 
Wrench 122 For work in cramped quarters Bonney Forge & Tool Works 
Micrometers 125 Contact points of rods are adjustable Lufkin Rule Co. 

Foot Valves 125 Self cleaning, indestructible screen White Machine Works 
Barrel Truck 124 All-welded steel construction Palmer-Shile Co. 
Speed Control 124 Eliminates rocking pulleys Columbia Vari-Speed Co. 
Torque Indicator 125 Permits careful checking Blackhawk Mfg. Co. 
Motor Blower 126 Requires no special foundation Ingersoll-Rand Co. 
Page Protector 126 To preserve important papers Protex Products Co. 
Electric Fan 127 Efficient operation Victor Electric Products, Inc. 
Cemented Carbide Cutting Tools 127 Increased cutting speed Wesson Co. 
Gasket Marker 128 Eliminates use of compass Crane Packing Co. 

' Fluorescent Lighting Units 128 Complete assembled and wired Hygrade Sylvania Corp. 
All Purpose Fan 129 Slower, quieter operation Autovent Fan & Blower Co. 
Exhaust Head 129 \vailable in eight sizes Cochrane Corp. 
\rea Determinator 130 Measurement made in forty-five seconds American Instrument Co. 
Half-yard Shovel 130 Sturdy construction and reserve power Link-Belt Speeder Corp. 
Electric Sander 131 Sanding, rubbing, feather edging machine Detroit Surfacing Machine Co. 
Transparent Coating | 132 For rubber, synthetics and fabrics Glyco Products Co. 




















NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Magnetic Block tions. The block can also be used on 
machine tables for holding work for 
either wet or dry grinding. When 
control wheel is turned ‘‘on” work is 
held firmly on the block and, if block 
rests on a conductive surface, it also 
is held firmly to this surface. Magnetic 
pull on end of block permits it to be 
used in an upright position on a con- 
ductive surface The block does not 
heat under any conditions and can be 
left “on” as long as desired without 
damage to work or block.—Brown & 
Sharpe Mfg. Co., Providence, R. l— 
Mitt Suppuies, June 1940. 


saw, perfectly balanced, close-coupled, 
with handle set well over the motor. 
It has a 2}-in. depth of cut and is 


No Wires, No Heating 





Magnetic Block No. 760) is designed 
for the many jobs that usually require 
special, cumbersome clamping ar- 
Iron or steel work, wide 
enough to span the narrow insert in 
top of block, can be held firmly on it 
for testing, inspecting and hand opera- 


rangements. 


120 


Electric Saw 
Wide Variety of Uses 


Announcement has been made of a 
new saw, especially designed to appeal 
to maintenance men in industry, build- 
ers and contractors. This is a one-hand 
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equipped with positive safety features: 
trigger switch and automatic tele- 
scoping safety guard, it can easily be 
adjusted for depth and angle of cut. 
This No. 85 Quick-Saw, when used 
in connection with the various discs 


and blades has a wide variety of 











uses, such as ripping, cross-cutting, 
grooving, slotting, mortising, planing, 
beveling, nail cutting, notching, at 
high speed in all types of wood; 
grooving, slotting and cutting with 
abrasive discs in stone, tile, asbestos, 
composition materials and in all types 
of non-ferrous metals. A_ portable 
saw table is also offered which can 
be taken out on the job and quickly 
set up. Black & Decker Vfa. FS 
Towson, Md—Mir.. Suppiies, June 
1940. 


Insulated Grinding Disc 


Offers Increased Production 





Cli ll ged 


A new principle in the manufacture ; | 3 RO S O R GE 


of coated abrasive grinding discs gives TRADE mann 
the new Silver Streak disc resistance Socket Screw 

against friction-generated heat. The 
exclusive binder resists heat up to 
1800 degrees Fahrenheit. This insu- 
lated feature gives these discs up to ° ° . 

hes nes We callie hes. ok of Holo-Krome Authorized Distributors know 
types. Every metal-fabricating plant 


is an excellent prospect for sales ol there are many reasons why they are con- 
st a — wn pian S Use ; . ; ; 

electric grinders — fot Maintenance | sistantly increasing their Sales of Holo- 

discs, too —dAbrasive Products, Ine., 

South ‘aia, Mass.—Mitt Sup Krome FIBRO FORGED Socket Screws. 


work, and need plenty of grinding 
PLIES, June 1940, 





—the many exclusive 
Speed Reducer Winch | , SELLING FEATURES 


Jaw Clutch Releases Pulling Rope 
| —the Guaranteed 


UNFAILING PERFORMANCE 
OF THE SCREWS 


plus the 100% 
HOLO-KROME 
SELECTIVE DISTRIBUTOR 


UNFAILING PERFORMANCE SALES POLICY 


engaged. Ordinarily, it is necessary oor ati aa 5 
ss “§ . i ake 
for the operator to run a winch in re 


verse direction to pay out rope; with | THE HOLO-KROME SCREW CORP SOCKET SCREWS HARTFORD, CONN. US.A 
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Volume at a Profit! 





This new winch is furnished in a 
variety of sizes to handle very small 
or large capacities; one of its out 
standing features is a jaw clutch 
which releases pulling rope when dis 
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FOR CONSISTANT 
SALES VOLUME 
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THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


New York Chicago St. 


Los Angeles San Francisco 


FILES 
/ THEY 
STAY SOLD 


It is not the first sale that 
builds business. It is the 
satisfactory performance of 
files over a period of time that 
gets the repeat orders. 


Louis New Orleans 





AMERICAN SWISS 


ARE SWISS PATTERN FILES 
MADE IN UNITED STATES 













The satisfactory performance 
of our product creates repeat 
orders for the distributors. 


T 





mnt 
THE BEST 





TRADE MARK 
OF QUALITY Distributors of America Swiss 
AND SERVICE ad eT — a 
Files of Precision have these advan- 
tages— 
The line is quality—time tested and 


time proven. They bring repeat orders be- 
‘ause they stay SOLD by giving satisfactory 
File service. 


Sold only through Distributors. 


AMERICAN SWISS FILE & TOOL CO., evizabetu, W. J. 


Also Mechanics’ Hand Tools and Knurls 
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the jaw clutch releasing pulling rope 
this is unnecessary. Another feature 
is the incorporation of a speed re- 
ducer. This enables the speed of the 
drum to be determined by placing 
proper size sheave on the motor drive 
shaft of the Saco Speed Reducer, since 
first reduction takes place through ad- 
justable V-belts. Second reduction is 
through cut steel helical gears inside 
the cast iron housing. Ste phens- 
Adamson Mfg. Co., Aurora, Ill— 
Mitt Supperies, June, 1940. 


Wire Wheel Brushes 


Available In Several Sizes 





\ new group of wire wheel brushes, 
made by a patented process, has just 
been introduced by the manufacturer. 
These brushes, known as Whirlwind 
Wire Wheel Brushes, are outstand- 
ing for their quality and long life, 
apparent in the extra density of wire 
for any given width of brush. They 
are available in sizes, thickness and 
wire suit practically any 
coarse wire for cleaning 
castings, removing scale, paint and 
rust, and fine wire which is 
adapted to work on aluminum, brass, 
molds, buffing and finishing.—Van 
Dorn Electric Tools, Towson, Md.— 
Mitt Surpites, June 1940. 


gages to 


application 


Cot. 3 


Wrench 


For Work in Cramped Quarters 


« i 


To meet the serviceman’s needs for 
short type box wrenches for work in 
cramped quarters and with low over- 
head clearances, the manufacturer 
offers a new series of 15° angle 
Forged of Bonaloy Steel, 
their heads are at angles of 10° to 15 
depending on the length of the wrench. 
Either side of the head may be ap 
plied. Handles are thin and oval- 
shaped, affording a firm, comfortable 
grip. Light in weight, with thin wall 
heads, they have balance. hey are 
made in three sizes with the following 
openings and lengths: | 





wrenches. 


; 


g-in. and ys-in. 















































openings, 44-in. long; ¥-in. and 4-1n. 
openings, 5 5-in, long; 4-in. and y¥e-in. 
—s, -in. long.——-Bonney lorge | 
Tod Werke, Armies, Pa.—Mus | 
Su PPLIES, June, 1940. | 


Micrometers 


Contact Points of Rods are Adjustable 

















The No. 80 Series Inside Microm 
eters are designed by the manufacturer 
for those mechanics not requiring the 


NJ . N 
various features found only in the 3 18% TUNGSTEN HIGH SPEED 
nt sjuies ie tas ti te STEEL CUTTING EDGE 


new No. 80 inside micrometers, the 
range is obtained by use of extension 


rns aa collars, No. SOA having ss THAT MAKE MARVEL THE ONLY 


rods and a one half-inch collar and 


range from 2 to 8 inches, while No UNBREAKABLE HACK-SAW BLADES 


80B has ten rods and a_ half-inch 
collar and range from 2 to 21 inches. 


> P . > 7 ’ . 
Both have tgs lage eo or You don’t have to invent sales arguments to sell 
crew. On these inside micrometers ; . : : 
ee Cree wee : gr MARVEL High-Speed-Blades—they are sold right 
y & 
provision is made for adjusting ten I : ; 
sion and taking up wear on the screw. from the start with these exclusive construction 
A handle can be supplied on either features which assure uninterrupted operation with 


one of these tools and either can be 
furnished with plush-lined case.—Luf 
kin Rule Co., Saginaw, Mich—Mu.. 
Suppiies, June 1940, 


the finest cutting edge; permit high speeds and 
heavier feeds; and a tauter blade—greater cutting 
accuracy. 





These three salient points mean that MARVEL 
Blades may be put to any test by any user without 
fear of failure . . . will increase the output of any 
machine. ... MARVEL Blades resell 
themselves by performance. That's 


Foot Valves 


Self Cleaning, Indestructible Screen 


a fact you shouldn’t overlook. 


MARVEL High-Speed-Edge Hole 
Saws will not only do the work of 
ordinary hole saws, but will also do 
deep drilling, will cut large holes 
up to 114” thick and will stand up 
on drill presses. Sizes from 34” to 
444” in diameter. Sell them and 
you can sell a double market. 


ARMSTRONG - BLUM MFG. CO. 





The unique design of Strateflo foot 


valves permits the passage of a much “The Hack Saw People” 

greater vol e of liquid past the seat ° . 

cd ts wae aon ee 5753 Bloomingdale Ave., Chicago, U. S. A. 
straight line. The poppet is all rubber | Eastern Sales Office: 199 Lafayette St., New York 
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EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 


Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 


GRIFFIN 


PROFIT 
MAKERS 


WORTH LOOKING UP 


The distributor carrying the GRIFFIN 
HACKSAW LINE can be sure that he is 
equipped to meet competitively every 
customer’s metal cutting problem with 
blades that will stay sold and bring re- 
peat business. 


In some sections we have open an ex- 
clusive franchise basis that will give dis- 
tributors holding it a real opportunity to 
make profits. Write us today about the 
GRIFFIN PLAN. 


General Sales Agents 


JOHN H. GRAHAM & CO., INC. 


105 Duane Street 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 











@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent ply 
separation. Patching and other repairs with 
trip plates save expensive conveyor belt re- 
placements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street, Chicago, Illinois 
ALLIGATOR Steel Belt Lacing for transmission belts 


For conveyor belts FLEXCO &-& E> Fasteners and Rip Plates 
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New York, N. Y. 


1940 








and collapsible — light and easy to 
open, leakproof. Tests have shown 
that it will hold tight because of the 
flexible action of the soft rubber lips 
of the poppet, even when held from the 
seat by grit, or when the seat 1s dis- 
torted in shape, or even deeply scored, 
On jet type and low head suction 
pump installation, the ease with which 


] 


the valve opens, due to the absence ot 


springs and the low resistance of the 
p tt, helps the pump to overcome 
long lifts. —IIhite Machine Works, 
Fort Wayne, nd. —Mitt SupPpcies, 


June, 1940. 


Oppe 


Barrel Truck 
All-Welded Steel Construction 


os 





Peer 


Hold and balance make the job of 


loading this new barrel truck an 
easy one. Just shove the truck up 
against the drum, barrel or keg, drop 


hook rim and it 


ically (no rocking or 
as you put foot on lower cross 
member and pull back on the handles. 


over loads automat 
tugging neces- 


sary ) 


The truck is narrower than the stand- 


ard drum or barrel, so it loads from 
a row as easily as when they stand 
alone, It is of all-welded steel con 


struction and weighs &5 Ibs Palmer 
Shile Ys Detroit, Wich. Nun 


PLirs, June 1940. 


Sup 


Speed Control 


Eliminates Rocking Pulleys, Worn 


Shafts 

Recen iMprovements have been 
made in the JFS bie Vari Speed 
Control design. These consist mainly 

the inclusion of long bronze bush 
ings on the center pulley halves which 
shicle m the 1 ating shaft. These 
wersized bronze bushings provide a 
more satisfactory bearing surface on 
the shaft than the cast tron pulleys 
without thr bronze surface contact. 
Under each of these adjustable pulley 


suitable grease inlets which 


— 








are fed by means of forced lubrication 
throug! the hollow shaft. These im 
provements make for greater unit life 
and eliminate rocking yp worn 
shafts, and keys. These chang in 
design also make Pp ssible the com] ple te 
renewing of the drive by means of in- 
serting new bushings instead of re 


newing the complete machined 
\ further design 


made in the 


+] } 
change has 


mounting 
without 


which makes the 


unusually easy, sacrifien 


} 


universal base structt 
of this 


ig 


th 


Tr 
pulieys. 
been 
ture, 


unit 


( 


caton 


flexibility of the original design 
Columbia Vart-Speed Co., Wh 
1l—Mitt Supewies, June, 1940, 


Torque Indicators 


Permit Careful Checking 





178 | 
LBS. 





| 1000 
FT. 
420 LBS. 
FT. 
LBS. | 











3 FT. LBS. 


13 
(FLASH SIGNAL 
TELLS WHEN 
TO STOP PULLING) 


Widespread interest torque ind 
ators has prompted the manutacturet 
to add a full range of these instru 

ents to the line. Five models, ha 
ing maximum capacities of 133, 175, 

$20 and 1,000 foot-pounds, have bee 
imnounced and are available in twe 

vies. | Tr small assemblies, the 133 
foot-pound “Torkflash”—featuring 
flashlight signal, pre-set mm al 
i choice ot 1 ) ke 
lrives— emains 1 1¢ Phe 
hree large lels have im., 4-1n. 
ind 1-i1 cket drive espectively. 
They feature a sturdy “Stay-Set” dial 
which n gules deflection of an en 

sed sprit g-steel shaft 26 times, a1 

















WwooD 


When you sell hammers and mallets for strik- 
ing hard blows softly on surfaces thot can- 
not be marred, remember that wood splits 
and cracks, metal heads have 


soft turning edges that break 
and fly off, and rubber 
bounces, chips and smears, 
while Rawhideheads 

ond faces stay ac- 
curate, absorb 


= NS 
AS 
$ 








TAYLOR-MADE 















LEAD 


<P 
® 


HIGH TEST STEEL CHAIN 
SATISFIES THE NEEDS 
OF MORE USERS! 





Small diameter chain of unusual tensile strength 


for steam shovels, cranes, hoists, drag line 
buckets, cement mixers, road and farm machin- 
ery. Where chain must be wrapped on drums 


and must receive severe abrasive action, Taylor- 
Made High Test Steel Chain will withstand these 
severe shocks and sudden applications of load 
safely and dependably. 


Taylor-Made Chain is "best by test'' — the 
many large industrials who specify and use 
Taylor-Made Chain prove this assertion. Our 
distributors enjoy good income and we guaran- 
tee good profit margins with protection in your 
territory. Make those prospects users of Taylor- 
Made High Test Steel Chain—good business 
will follow. 


"Taylor Makes Chain for Any Need" 


MR ORE 





PUNISHMENT RAWHIDE 


@ For taking out punishment and putting the 
right “feel” in a hammer or mallet there is 
nothing like tightly coiled resilient, com- 
pressed rawhide ... it is safe, accurate and 
durable for pounding where you have to be 
careful of the surface. 

Chicago Rawhide Hammers and Mallets are 
made from the toughest rawhide there is — 
genuine Java Water Buffalo laminated into 
solid wear-resisting heads and made into well 
balanced tools. 

Chicago Rawhide Hammers and Mallets sell on 
demonstration. Get interested in these tools 
now. Make them your profit leaders. They 
offer you easy sales and plenty of repeat busi- 
ness—a fast moving quality line for your trade. 


‘CHICAGO RQLWAULCE MEG.CO. 


I290 ELSTON AVE. - 
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Cleaning gears requires good brushes! 


Here's one of your most profitable industrial brush outlets IF you can 
"deliver the goods"! Cleaning gears is one operation that really tests wire 
wheel brushs ... and that's where MILWAUKEE brushes prove them- 
selves equal to the job. They accomplish just what modern high speed 
production demands ... maximum performance at minimum cost. You 
don't gamble on profits with MILWAUKEE brushes. They're “geared” for 
every industrial requirement. 


THE MILWAUKEE BRUSH MANUFACTURING Co. 
QUALITY MILWAUKEE, WISCONSIN 


MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - 

















FLOOR BRUSHES - PUSH BROOMS - 


YOU'LL SAVE 


Ti 


AND TROUBLE 


YOUR CUSTOMERS WILL 
BE MORE SATISFIED WHEN | fits Co. 
vou sit Wational “f 
TWIST DRILLS, HOBS, REAM- 

ERS AND MILLING CUTTERS! 


BENCH BRUSHES - FOUNORY BRUSHES 








NATIONAL TWIST DRILL ano TOOL CO. 
DETROIT U. S. A. 


Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: . New York . Chicago °¢ Philadelphia ° 
Distributors in Principal Cities 


Cleveland 
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remains at the maximum torque read- 
ing alter tension 1s 
then reset to by turning the 
center knob. This dial permits care- 
ful checking of obtained tension after 
the pull has ceased.—Blackhawk Mfq. 
Co., Milwaukee, Wis—Mitt Svup- 
PLIES, June 1940. 


released. It is 
zero 


Motor Blower 


Requires No Special Foundation 





A motor blower featuring reliabil- 
ity, quiet operation and low cost, has 
just been announced. In addition, the 
manufacturer claims numerous fea- 
tures which make the Type “G” mo- 
tor blower ideally suited to furnishing 
air for general industrial uses. The 
unit can be installed on any floor, 
since it requires no special founda- 
tion. A built-in blast gate is located 
in the blower discharge and flexible 
pipe connections are provided for con- 
necting either intake or discharge to 
shop piping. The blower character- 
are such that power consump- 
tion varies approximately in  propor- 
tion to the volume of air delivered. 
These type “G” blowers are built in 
pressures from 4 to 2}-lbs. 
volumes from 100 to 4500 cfm 
available. The discharge open- 
ing on all sizes can be located in any 
one of eight positions in steps of 45 
degrees.—Ingersoll-Rand Co.,  Phil- 
lipsburg, N. J—MItv Suppvies, June 
1940. 


istics 


72 sizes: 


and 
are 


Page Protector 


To Preserve Important Papers, 
Photographs 


\ clear, transparent, waterproof, 
long lasting and inexpensive page pro- 
manufactured of Pliofilm, has 
announced. Designed to pre- 
important papers, documents, 
photographs, etc., which are subjected 
to frequent handling, the page pro- 
tectors give the desired protection 
without bulk. This latter feature 
makes it possible to cover every page 
in a large ring binder if desired, 
without seriously increasing the over- 
all thickness of the binder’s contents. 
Pliohlm is a strong, tear-resistant 


tector, 
been 
serve 














WHITNEY euncues 
A Knockout for 
Good Business... 


CHANNEL IRON PUNCH 





NO. 2 PUNCH 





Everyone wants the most for his money— 
that’s what you make possible for your 
customers when you sell them Whitney 
Hand Lever Punches. That they ‘knock 
out two days’ work in one” is more than 
a slogan—it's a fact. 


We guarantee all of our tools—our 
service on orders is prompt—your returns 
are steady and adequate—why don’t you 
send for our descriptive booklet and find 
out about these tools and their applica- 
tions. 


Ee rarer 
WA HAND LEVER METAL PUNGHES | 
Rockford, Illinois 





New Sales 


for You! 





DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


End loose pulley troubles for plant 
managers with Daggett Ball Bearing 
Loose Pulleys and you make lifetime 
customers. They save on oiling time, 
on power and time losses, on lubricant 
costs, and on replacements. Most im- 
portant, they prevent costly shutdowns. 
Our engineering staff is at your serv- 
ice for unusual problems. Use our data 
to make sales now. 








CHICAGO PULLEY & 


SHAFTING CO. 


N. Des Plaines St CHICACC, ILL 
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sheet material of crystal-clear trans- 
parency, and is water and vapor proof. 
These protectors easily slip over pages 


and are punched on the open ends 


| so they will fit binder rings, or posts. 


They are flexible, odorless, non-in- 
flammable and may be cleaned easily 
with a damp cloth. 
tectors are valuable in factories for 
blue-prints, shop records, 
processes, instruction sheets, ete.; in 
offices for documents, contracts, poli- 
etc.; for salesmen to protect 
lists, testimonials, facsimiles, 
samples, ete. They are available in 
five popular sizes, all punched to fit 
standard ring binders on the 
side. A single protector serves 
an individual case for each sheet. 
Protex Products Co., Jersey City, N. 
J.—MILvt Suppties, June 1940, 


These page pro 


covering 


cies, 
price 


open 


as 


Electric Fan 


Efficient Operation 





The Seatter Breeze, a newly devel 














oped 12-in. non-oscillating fan oper- 
ates efficiently and econonnically. The 
FS 13X gives the performance of a 
12-in. oscillating fan, with the pat- 
ented Victor Breeze Spreader de- 
signed as an integral part of the fan 
no blasts, no drafts, just a uniform 
movement of air. It is streamline 
in design and finished in light gray 
with silehrome blades —Victor Elec 
tric Products, Inc., Cincinnati, O. 
Mitt Suppiies, June 1940. 


Cemented Carbide Cutting Tools 
Increased Cutting Speed 


A complete line of standard carbide 
cutting tools has recently been an- 


nounced. At present, these standard 
tools include reamers, shell reamers, 
}core drills, end mills, counterbores, 
and inserted blade milling cutters. 


They are produced by a process which 
has involved the development of a 
treatment for shanks and bodies. 
\n important feature is hardening at 


new 


| temperatures which do not injure the 
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Peertess Hoists Soup 
in 1940 will be the 
best producers 
in 1945 


The five-year guarantee on 
every gear in the All-Steel 
Model C is your best answer 
to every customer's need for 
chain hoist equipment that cuts 
maintenance cost and main- 
tains maximum production. 


Gear perfection is only one of 
the sales making feature of 


All-Steel 


PEERLESS 
HOISTS 





THE HARRINGTON 
COMPANY 


17TH AND CALLOWHILL STS. 
PHILADELPHIA, PA. 


‘ 
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Gentlemen, meet the old Playboy 
himself. No sir, | don’t ride to the 
hounds; I like to ride my hobby- 
horse. This reminds me of my 
childhood days—but I’m having 
more fun now. Not even Astorbilt 
ever played with as many toys as 
| have these past few days. But 
business before pleasure and the 
Toy Industry is 6g business. And 
so is the line of Industrial Tape 
Corporation pressure sensitive 
adhesive tapes big business too, 
for you! 


Toys, above all, must have ‘‘eye- 
appeal’’. And adhesive tapes play 
a big part behind the scenes. 
They are used in striping, color 
separation and finishing; for pro- 
tection of surfaces, edges, in 
shipping and for general all- 
around protection; to prevent 
scratching and chipping and to 
hold movable parts in place. 


Don’t toy with this idea. Jump on 
your electric train and ride the 
Industrial Tape Corporation line 
to greater profits. 





SEND COUPON 


Gentlemen: 
Please forward at o ce, in- 
formation on industrial adhesive 


tapes. No obligation, of course. 
NAME _ 
ADDRESS : — — 
CITY a STATE. 





INDUSTRIAL 
TAPE 
CORPORATION 


NEW BRUNSWICK, N. J. 
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ig isket 


bond or the carbide insert. 
facturing economies made possible by 
the combination of large volume pro- 
duction and a newly developed proc- 
ess, are interesting points.—IlVesson 
Co., Detroit, Mich—Muitv Supp ies, 
June 1940, 


Gasket Marker 


Eliminates Use of Compass 





This recently improved — gasket | 
marker is now about 4 inches longer 
than previously, and is made of rust- | 
proof spring brass, designed as a 


handy tool for marking and outlining 
sheet packing. The 
the of a 


sizes) on 


new marker eliminates use 


| compass or a pair of dividers and the 


| sand 


necessity of referring to gasket tables 
ol the taking of more than one 
measurement. All necessary informa 
tion for marking 


gasket sizes is 


etched in raised characters on the de- | 


vice. [t offers a quick and convenient 
method for marking gaskets for extra | 
heavy, medium, standard and low 

pressure flanges, both ring and_ full- 
face types up to and including the 
1M-in. I. D. size. Another advantage 
is that it saves time and waste of gas 

ket materials.—Crane Packing Co.. 
Chicago, Hl—Mitt Suppties, June, 
1940. 


Fluorescent Lighting Units 
Completely Assembled and Wired 


The latest addition to the line of 
“Miralumes” is the C-101, a 100 watt 
unit designed for general commercial | 


illumination, employing two 40 watt 
fluorescent lamps. In this new unit, 
+} > 1 @ ¢ «1 ‘ 1 > 
the lamps and chassis housed in 
shade, tri- 


ire 
] 


“ 
blasted, glass-paneled 


ungular in cross-sectional shape. This | 


shielding, together with the 


irrangement of the two fluorescent 
ae 


imps, means that some Went 15 di- 
mination, while the rest is 
indirec 


available for 


upward for 


ighting Units 


senil 


are 
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Manu- | 





unique | 








ATLAS PERFECT 
CAR MOVER SPURS 


PERFECT 
SHARP 
EDGES 


PERFECT 
TEMPERED 





ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 
2947 No. 30th St. Milwaukee, Wis. 
formerly at Appleton, Wis. 














THESE PRODUCTS ARE 


known by the 


customets 


they kee 





Because Victor Belting is 
stronger, more durable, and 
thoroughly dependable, your 
customers will ask for and buy 
Victor Products ...and stay 
sold on their performance and 
low over-all cost. 


So when you need balata 
or textile belting for trans- 
mission, conveying, or ele- 
vating, order from Victor's 
“most complete line of textile 
belting in the country.” 





BALATA & TEXTILE 
BELTING COMPANY 


A VICTOR 


53 Park Place 
345 West Hubbard Street 
FACTORY: Easton, Pennsylvania 


New York 
Chicago 

















eration on either 110-125 volts or 220- | 
250 volts, 60 cycle AC. Can be sup- 
plied in 50 cycle AC or unwired on 
request—Hygrade Sylvania Corp., 
Salem, Mass—MiLt Svuppwies, June 
1940, 


ELDON 


Are you missing a bet? 





You are if you are not selling SHELDON 

LATHES. “Staple as sugar” these moderate 

priced, back geared, screw cutting lathes 

are being bought every day for tool rooms, 

machine shops, second operation produc- 

tion work, maintenance departments, schools 
by customers just like yours. 


All Purpose Fan 


Slower, Quieter Operation 





Among moderate priced lathes, SHELDON 
Lathes are outstanding. Built to industrial 
standards, they are precision machine tools 
with full weight heavily braced, semi-steel 
beds, hand scraped ways (2 V-ways and 2 
Flat ways), large special steel spindles 
ground all over and hand scraped bronze, 
ball or roller bearings. A complete line 
of standard and special 10”, 11” and 12” 
lathes each with its full complement of 
attachments and accessories. 


Ne. 1136 WFCQ 














| | 4 Mo. 1028 8M 
\n all purpose ventilating — fan, 
identified as Allvent, provides any | 
normal required amount of air | 
changes without objectionable noises. 
Features include V-belt drive that | 
makes possible slower, quieter opera- 
tion and greater efficiency with 1750 | 
r.p.m. stock motors than heretofore 
obtained with low speed special mo 
tors. New design 3-blade fan wheel 
supplies or exhausts unusually large 
volumes of air at extremely low speeds. 
Large enough volumes of air are han 
dled to do a comfort-cooling job as 


Write for catalog and industrial dis- 
tribution proposition. 


SHELDON MACHINE CO. INC. 


1636 N. Kilbourn Ave. Chicago, U. S. A. 











well.—Autovent Fan & Blower Co., 
Chicago, Ill—MiLL. Surpiirs, June 
1940. 


IN 1940 AS IN 1910... . 
Exhaust Head | SERVING THE DISTRIBUTOR 


| 
Available In Eight Sizes | 





oy @For thirty years Mill Supplies 
has been true to the principles on 
which it was founded. Whole- 
hearted cooperation and _ loyalty 
to the Distributor has enabled us 


to put in these years of service. 


| @We will continue this coopera- 





tion and look forward to another 





| thirty years of service to the 





Distributor. 

This exhaust head insures the sep- 
aration of condensate and oil from 
steam discharged to atmosphere and 
thereby prevents raining of water and 


oily condensate upon the roof or M I L L S U P Pp L I E 


ground below, at the same time dis- 


charging clean dry steam noiselessly. 330 W. 42nd St. New York, N. Y. 
The new exhaust head incorporates ' ‘ > — 
the principles of the Cochrane baf A McGraw-Hill Publication , 








fle-type steam separators used for re- 
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STEADY 
PROFITS 


from this repeat business | 





TASGON LUBRI-TASGON 
The original The penetrating 
rust solvent lubricating oil 


Tasgon and Lubri-Tasgon are sure-fire 
repeat items because they do a better job 
by the unique Tasgon principle of colloidal 
penetration. Tasgon quickly loosens rusty 
nuts, bolts, fittings. Lubri-Tasgon carries 
a rich, lasting lubricant to every moving 


W rite 


discounts 


part. today for information about 


material. 


SAMUEL CABOT, Inc. 


1413 Oliver Building 


prices, and display 


Boston, Mass. 


The Torch Built 
Tough to Take It! 











C & L Heat Tools have been 


favorites with quality-consciou;s 
workers for more than half a cen 
tury. Because of their efficient 
blue flames, sturdy construction 

you are assured years of heavy 
service. 

C & L Mechanic’s Grade Torch 
No. 32A, shown here, has many 
exclusive patented advantages. 


C & L Flame-Control assures blue 
flame from wide open to smallest 
size. Removable jet block permits 
renewal if necessary. Gas orifice 
cannot be enlarged. 


Write today for the complete 
C & L Bulletin No. 420. You will 
want one for handy reference. 











CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich 
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| 
| 


' 


moving oil and moisture from steam 


lines. Exceptional port area produces 
low steam velocity and minimizes 
pressure loss. Steam is whipped 


sidewise after passing through port 
and causes projection of entrainment 
against ribbed baffle surfaces. The 
exhaust head is of one piece semi- 
steel construction for 4 to 12-in. sizes 
and of welded plate for larger sizes. 
Bulletin 2960 contains complete engi- 
neering data, dimensions, and_ list 
prices.—Gochrane Corp., Philadelphia, 
Pa.—Mit Suppties, June 1940. 


Area Determinator 


Measurement Made in Forty-Five 
Seconds 











for the 
of 
object of any shape, color or texture 


\n 


measurement 


instrument 
of the 


rapid 
area any flat 
fit into a circle 9.93-in. in 
The object may be opaque 
or translucent (or transparent if tem- 
porarily coated with an opaque 
translucent substance). Especially 
useful for measuring the area of maps, 


that will 
diameter. 


or 


drawings, graphs, photographs, engine 
indicator diagrams, printed designs on 
paper, fabric, ete., and a host of other 
instrument eliminates 
tedious, time-consuming and less ac- 


uses. This new 


curate planimeter measurements. ft 
is accurate within 3°, of the true 
area. A measurement can be made in 


$5 seconds regardless of the experi- 
ence of the operator or the complexity 
of the object’s outline. Measured area 


is read directly from a dial.—Amert- 
can Instrument Co., Silver Spring, 
Vd—Mitt Suppwies, June, 1940. 


Half-Yard Shovel 


Sturdy Construction and Reserve 
Power 


Announcement has been made of a 


new, full-size 4-yard convertible 
shovel-dragline-crane, Model LS-60. 
Claimed for this new model are sev- 
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GRINDING WHEEL 


DRESSERS 
AND CUTTERS 


CALDER 


Protect your customer's 
wheel investment .. . 





Calder Tools have everything to insure accuracy 
and longer life in the tools themselves as well as 
maximum production from the grinding wheels of 
your customers. 


From individual separate parts to finished tools, 
Calder Grinding Wheel Dressers and Cutters are of 
sound design. Cutters are milled from high carbon 
strip steel and heat treated throughout, insuring 
odinens sharp precision cutting teeth for uniform 
dressing. All parts subject to wear are heat treated 
and are quickly and easily renewable. 

You can render prompt service profitably when you 
handle the "Calder" line. Attractive discounts. 


Ask for Catalog 38 
giving detailed information. 


CALDE 


BUILD ON THIS 
FOUNDATION... 


MFG. 632 N. Prince St. 


CO. Lancaster, Pa. 














*Automatic’’ Spring 


Compression Grease “Pilot'’ Glass Body 
Cu 


Sight Feed Oil Cup 


X 


LUBRICATING DEVICES 


Dependable, reliable lubricating devices that 
bring good returns—that'’s your foundation 
for a well-paying business. ESSEX lubricating 
devices have earned a reputation for out- 
standing satisfactory performance under con- 
stant hard usage in large industrials all over 
the country. This line offers Distributors tan- 
gible returns for selling effort—look into this 
fine opportunity now! 


OTHER PRODUCTS BY ESSEX 


Sight feed lubricators, plain lubricators, hand 
oil pumps, oil cups, plural oilers, sight feeds, 
grease cups, oil gauges, water gauges, oiling 
devices, air pistol blow guns, air cocks, etc. 


ESSEX BRASS CORPORATION 


2000 Franklin St. Detroit, Mich. 
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|eral advancements’ which include | 
| 


a7 
1905 Stran 1940 | self-aligning roller bearings on drum Sensational New 
shafts, reverse shaft and main power 
shaft; a new safety-type rapid boom- R A Z Oo R - B A Cc K 
FLEXIBLE SHAFTS and hoist for crane duty, with conventional ONLY SHOVEL WITH A BACKBONE 


MACHINES | wormgeared — boom-hoist —_ optional ; 


fully enclosed traction gears running 

BEG HH QUALITY ONLY | iv oil. The manufacturer particularly 
aii stresses the sturdy construction and 

¥ reserve power in the new 4 yard 
machine. The engine is 60 h.p., gaso- 
line or Diesel. This machine may be 
quickly converted from one attachment 
Horizontal to another without mechanical altera- 
a tion. Greater mobility is claimed be- 
cause of the two travel speeds; simple, 
positive steering, and ample ground 
clearance. Width and weight are said 


SIXTY TYPES 


Ye to 3 H. P. 
Vertical and 


It's economy 
to pay more 








and get the to be within the limitations of most 

BEST highway requirements. — Link-Belt Forged with a 60% thicker center sec- 
Speeder Corp., Chicago, Il.—Mut tion all the way from cutting edge to 
Range Supr.ies, June, 1940 top of socket—strongest, longest wear- 
‘TTA over 35 years | ia . . ing, yet light weight construction ever 

developed. Plus 3 new features: 
HIGH SPEED STEEL GROUND CUTTERS DEEP HANG—the feel and balance of a 
strap-back shovel without the weakness of 

e the strap-back welds. 
Electric Sander ANTI-FRICTION FINISH—smoother than pol- 
ished blades, bright to the eye, yet pre 
Sanding, Rubbing, Feather Edging serving the tough protective skin which 
Machine heat treatment gives the steel. 


11-INCH LONG SOCKET—strong as a steel 
beam. 
THE UNIVERSAL SHOVEL 


One Type, Grade and Price Meets Every 
Shovel Requirement. 





THE UNION FORK & HOE CO. 
Columbus, Ohio 


Makers of Quality Tools for Over 40 Years 


Send for catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 











The 
“BELTSAVER’ Pulley 


A WORD TO 
Wise Distributors 

















—_—— 









BY HARPER 


“4 + ‘BRASS, BRONZE, EVERDUR. 
par MONEL and STAINLESS 
a ee BOLTS, nuts, screws, wash- 
rive ers and other fastenings. Lit- 

sr tle screws, big bolts, studs, 
[= Ja and every type of fastening 
‘ used by manufacturers of 

& (6! (a7 heavy equip 
Led processers, boat cee. 

= — 3 — utilities and other industries. 











Here's a pulley that definitely saves a lot Ge Ge 3600 ITEMS IN STOCK 
of headaches because it saves a lot of con- 4 : -. + ready for immediate 
veyor belt troubles. 4? ya) shipment. a y + alloy 
4 a . 4 a ti teel. 

Naturally the wise supply house recom- The 1940) model portable electric ee aL 
mends the “BELTSAVER” for conveyor sander illustrated, is adaptable to (Op 4Eg SPECIALS 
jobs where abrasive and heavy, sharp ma- : - ’ ince: ax: rt Y { MADE PROMPTLY 
terials are conveyed, because with the practically every maintenance abra , end economically. Plenty 
nana Gao pon gE geo Fag om sive application. Sanding or rubbing <=ses5 of raw material and modem 
with belt life. rrimer surface or sealer coats, shellac, + —F equipment. 

. i =m SEND FOR CATALOG 
Your crushed rock and gravel plant cus- varnish, lacquer, enamel and_ other | ma taining 72 jer 
tomers will appreciate the service you give finishes. S ok whee 2 caiaenatia: Cy. KE » +. containing 72 pages a 
them when you recommend *' Ishes. ome of the improvements part wp showing scores of illustra- 


SAVERS” as a means of doubling the in the new model are: perfected drive 
life of their conveyor belts. 





er are: tions in natural colors, data 
renga sheets and tables. Ask your 


| mechanism, increased power, improved ys logical source of supply, THE 

- ee . swaree } a a e me | Loa ‘ ‘ ° 
hemp a 3 the“ BELTSAVER™ Write tor | positive lubrication and scientific bal- on ag Pe H. M. HARPER COMPANY 
prices and discounts. | ancing of the entire unit insure | Ay 2632 Fletcher St., Chicago. 


smooth, convenient operation on hori- | 


SPROUT, WALDRON & C0. —, or vertical surfaces. The 


fasy” sander may be operated on | 
MUNCY, PA. \.C. or D.C. current. <A large fan 
: | 


provides adequate forced ventilation 
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INCREASE SALES 


AND PROFITS! ! ! 
with 


ROCKWELL 


BLAST GATES 


Wherever air is 
their 
ROCKWELL 
can be adapted to 


the air control. 


low pressure 
used by your customers in 
manufacturing 


BLAST GATES 
advantage for 


cycle, 


sizes available for 
We ship direct 
to your 


All types and 
prompt shipment. 
customer. 
No servicing. 


Be prepared. Write 
for complete catalog 
No. 3766, price lists 
and discounts. 


W. S. 
ROCKWELL 


COMPANY 
50 Church Street New York 








oF 
NeW “amaziNcLy HARD 
: DRILL-POINTS 





DRILL CONCRETE 


50-75% FASTER 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75‘; faster. Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 
now possible. Send coupon for leafiet. 


CARBOLOY COMPANY, INC. 
DETROIT, MICHIGAN 


FREE 
LEAFLET 
t 
‘ {nc petro onty¥ 
oy Co... Ave , Mas 5 %c 
carbo! ay a Mi a ,rbol >Y rete 13/0 
yiis » oO ‘ 


send a eats 
‘Drill - 
faster: 


Name 


eariet 
bag fot 


*om yany 
Com grate 


street 


city -* 


FN i310] Ke) | 


MASONRY DRILL-POINTS 
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for cooling. A filter removes injuri- 
ous dust and grit from air before 
entering motor.—Detroit Surfacing 
Vachine Co., Detroit, Mich.—MALL 


Supp.ies, June 1940, 


Transparent Coating 


For Rubber, Synthetics and Fabrics 


h lustrous finishes on 
ind fabrics can now 
Hevealac, a recently 
This is a 
solution in 


Flexible, hig 
rubber, svnthetics 
be obtained by 


nluced 


Pp runic ra 


product. 


resin 


mitt com- 
alcohol, 
which dries rapidly, giving a clear, 
transparent film characterized by high 
ind gloss. 
dipping or 
These films are practically non-inflam 


elasticity 


by brushing, 


It can be applied 
1} 


spraying. 


mable when dry, adhere strongly to 


most surfaces, and retain their flexi 
bility at low temperatures. They are 
unaffected by water, oils and = most 
hydro-carbons.—Glyco Products Co., 
Vew York, N. Y.—MILL Suppties, 
June 1940 


we 
Sales Helps 


from the 





PACKING —[)istributors, 
ind others interested in the buying and 
selling of packing will appreciate this 


engineers, 


new catalog. By virtue of a new unit 
page system, every page contains a 
complete visual and written record of 
the packing described, concisely de- 
tailed so as to instantly supply full in 
formation about any given packing. 
In tabulating recommendation charts 
ind engineering data, a blue print 
technique is used that makes these fig 


g 
ures stand out prominently. An index 
in the back lists the complete contents 
by style number and packing descrip 
ion.—Belmont Packing & Rubber Co., 
Ph l ladel phi ld, Pa. 


BEARINGS—Catalog 35N) gives full 
data on dimensions, load ratings, types 
ind sizes of the manutfacturer’s line 
More than 55 distinct types, embrac 


ng over 100 series, are 
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IS NOTHING BET 


THOW ABOUT 
YOU? 


An increasing number of 
distributors are adding 
satisfied customers — to 
their accounts by selling 
Carson-Newton files. 


3 BRANDS 
“DU-MORE” 
“KLEEN-KUT” 
“ALLIGATOR” 
Swiss Pattern 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON- 
NEWTON 





FILES 








.. . for Quick Repeat SALES 


All Summer Long .. Offer 
Cesco No. 80 


RESPIRATOR 





fp pent mill supply managers and 


salesmen know full well that SALES 
RUN HIGH on this Cesco No. 80 Respirator 
from now on. 


Suggest A Sample Order Today— 
BIG VOLUME Sure To Follow! 


Let your customers know that this Cesco 
No. 80 Respirator has large 3-inch wool 
felt pads, fortified by wire screen discs. 
Stress its ability to filter out charcoal, 
wood, cellulose, flour, aluminum and 
other nuisance dusts. A sample order will 
lead to QUANTITY SALES. For further 


details—write 


CHICAGO EYE SHIELD CO. 


Chicago, Ill. 


2329 Warren Bivd. 














THE 





LINE 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 








POWER KING .. 
for heavy duty in mines and cement mills 
NEW BADGER NO. 5.. ’ 
for usual and ordinary car moving jobs 
BADGER NO. 9.. : 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH .. 
for dumping hopper bottom cars 





| METAL SPRAY GUN — 








The Advance Car Mover Co., Inc. 


Wisconsin 


Appleton 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANDA 








SAFETY 
“BLUE DEVIL” 
SOCKET SCREWS 


no extra cost to your cus- 


tomers BUT added earn- 











ings for you 

* 
Reasons why you can 
sell the ARISTOCRAT 


1. Knurled chamfer 
2. cold-formed head, 
continuous fibers 3. 
hexagon sockei with 
true sides, full wrench 
fit 4. concentric 
head, square 
shoulder 5. accurate 
die-cut threads 6. 
distinctive draw blue 
finish 


@ Safety” Screw 
Products are well 
known in _ industry 
because they have 
strength, toughness, 
and long life. Every 


ddddddddldddldtil mma m 








| FLEXIBLE SHAFTING — \ 








piece is of uniform 

manufacture. No specificution is too 
exacting nor too intricate for us—send 
us your customer's orders. 


SAFETY SOCKET SCREW CORPORATION 


4445 N. Knox Ave. CHICAGO, ILL. 











the 130 pages of tables, diagrams and 
illustrations. This is a smaller, con- 
densed edition, 61x84 inch size, and 
includes detailed information that will 
prove valuable to any bearing user. 
Fafnir Bearing Co., New Britain, 
Conn, 


main talking 
points in the four-page bulletin de 
scribing the new “Speedmaster” metal 


perfornmanee are the 


spray gun, 
pel formance and price of this unit are 
adequately covered in’ this 
folder.—AVaster  A/etal 
Oakland, Calif. 


Spray, [nce., 


TORQUE INDICATORS— Bulletin No 
1W-T describing the torque indicators 
and offering counsel on torque prob 
lems can be secured, along with a 48 
page socket wrench catalog, by writ 
ing the  manutacturer.—Blackhawk 
Wfg. Co., Milwaukee, Wits. 


CHAIN—‘linger Tip Facts on Hard- 
ware Chains” is a sixteen page catalog 
on welded and weldless chains, chain 
specialties and attachments. An index 
on the front page serves as a “check- 
list’. Pages 2 and 3 give specific sell 
ing and merchandising suggestions, 
explaining the fundamental advantages 
of chain, display ideas and 
worthwhile thoughts on selling related 
American Chain & Cable Co., 
Jnc., Bridgeport, Conn, 


Some 


items. 


PRESSES 


two new 
Punch into 


Mlustrating and describing 
“Put Profitable 
Punching” covers the 
many features of the two machines. 


presses, 


In a sharp, concise manner, this little 
leaflet points out the important selling 
features of the presses. We. A. Whit 
ney Mfq. Co., Rockford, Hil. 


ELECTRIC SAWS —Jhe striking and 
colorful 24-page “Portable Electric 
Saw Handbook” is illustrated with 
application pictures and features con 
struction details, specifications, acces 
sories and the many uses for elec 
tric saws. It is an aid to salesmen 
since it. indicates the many uses to 
which saws can be put, and does a 
thorough selling job on all phases of 
iw construction, operation and use. 
Black & Decker Mfq. Co.., 

Vd. 


/ OWSON, 


colorful and 
ittractive catalog is conveniently di 
vided into four sections. (A) illus 


rot 
thal 


tes the various flexible shaft ma 
chines; (B) covers attachments such 
as hand pieces, angle heads, ete.: (C) 
applies to accessories such as grind 
ing wheels, buffs, etc.: (D)_ relates 
to flexible shafts only, together with 
horsepower and torque tables. A par 
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COLLIS 


SLEEVES ... 
SOCKETS 


Standard Type 
and 
Use-Em-Up Type 
































Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 
We are prepared to handle all 


regular and special requirements 
of your customers. Prompt service. 














THE COLLIS COMPANY 
CLINTON, IOWA 











FLOATS 


STAINLESS STEEL 





All Standard Sizes 2/2 to 12’’, Inclusive, 
Are Available for Prompt Shipment 


Harris stainless steel floats are cor- 
rosion resisting, suitable for use 
under high pressures and tempera 
tures and are built for long life 
under severe service, Diameters 
2! to 30°—special styles to order. 
Our engineers will assist you in 
your selection. Write today. 
Floats also fabricated from COP- 
PER — STEEL — MONEL — 
NICKEL — ALUMINUM—<EVER- 
DUR—BRASS—KA2 SMO. 


ARTHUR HARRIS & CO. 


210-218 N. Aberdeen St. 
(formerly Curtis St.) 


CHICAGO, ILLINOIS EST. 1884 
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— THE 
OTTEMILLER LINE 
a, 





Completeness of the OTTEMILLER LINE 
coupled with quality at the right price 
gives you every advantage you need to 
get and hold the cream of the screw ma 
chine products business in your territory. 


It's easy to get your customers to stand- 
ardize on Ottemiller's products 
they've tried them. And 
you'll reap a profitable 
harvest in repeat orders. 


once 








Investigate our 100% 
Distributor Service and 
see how you can bene- 


fit by it. 


The Wm. H. 


OTTEMILLER CO. 


YORK, PA. 





nius 
echlo 


FASTENERS 


for connecting hoops, 


bands, and plates 





There are FIVE distinct 


types: 


accommodating 


BAND Single Bolt 
band 


PF asteners 
from inclusive of 
in width 


FLAT BAND Double 


accommodating band 


Bolt’ Fasteners 
from 4° inclusive of 6 
in width 


ROUND LRON Side Pull Fasteners 


accommodating 


hoops from inclusive 
l in diameter 


ROUND TRON Straight Pull Fastener 


accommodating hoop from inclusive of 
! in diameter 

ROLND IKON SPECIAL” = Straight Pull 
Fasteners 
accommodating hoop from inclusive of 
1! in diameter 
Write for particulars, prices, and discounts 


E.C. TECKTONIUS MFG.CO. 


Racine, Wisconsin 
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ticular feature of this book is the 
manner of cross reference by which 
a purchaser needing a machine for 
a certain application can identify the 
model of machine suiting his purpose. 
This feature will be of considerable 
issistance to jobbers and their sales- 
men, purchasing agents, as well as 
the ultimate user.—Stow Manufac- 
turing Co., Binghamton, N. Y. 


ELECTRIC TOOLS 


The complete line 


t electrical tools manufactured by 
this company are illustrated and de- 
scribed in detail in catalog No. 56. 
The tools ire electrically and me- 


chanically correct before leaving the 
lactory and are subjected to severe 
running test. The line includes elec- 


trical buffers, grinders, drills, heat 
guns, nut setters, polishers, reame 
drives, sanders, saws, screw drivers, 
surtacers, tappers, tire detreaders, 


valve seat grinders and accessories.— 
l S. Electrical Tool = 
Ohio. 


Cincinnati, 


LATHE FILING —The research depart- 


ment has prepared a bulletin on the 
subject of lathe filing. This report 
covers method of holding the file, 


pressure to be used, theory of the 
long angle and why it prevents pin- 
ning up and seratching. Copies of 
this re port are available on request.— 
Nicholson File Co., Providence, R. I. 


SHELL THREADING AND TAPPING 


\ colorful and new folder illustrates 
ind describes equipment for shell 
threading and shell tapping. This 


bulletin is of particular interest to 
those interested in munition contracts 
because it high lights the accuracy, 
production and lower threading cost 
of the machines.—Landis Machine 
Co., Waynesboro, Pa. 


BEARINGS — Dimensional 
types of ball bearings, tapered roller 
straight roller bearings, 
thrust bearings and ball bearing pil- 
low blocks can be found in the re- 
cently released, 96-page catalog. The 
mounted bearing section also includes 
machine units, lange mountings, take- 
The 
contains infor- 
mation that designers and maintenance 
men will find useful.—Ahlberg Bear- 
ing Co., Chicago, III. 


data on all 


bearings, 


up units and hanger bearings. 


engineering section 


PUMPS—Spiral 


vives a 


bound, 
story ot 


Catalog 939 
the manu- 
pump line, and engi 
that is helpful to be 
ginnet experienced pump man 
like. Problems and installations are 
explained and illustrated in simple, 
non-technical language, together with 
nineteen important data tables. 


DD Roper Corp 5 Ro« kford, Ill. 


concise 
facturer’s new 
data 


and 


neering 


Geo. 
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THE CHOICE 
OF MECHANICS 
WHO KNOW 


Eagle Hydraulic 
Pump Oilers are 
built for heavy duty. 
The hydraulic pump 
isprecisely ma- 
chined with ground 
brass plunger and 
accurately fitted 
tube. Interchange- 
able welded stee| 
spouts, double 
seamed bottoms, no 
soldered con- 
nections, reduce 
maintenance cost to 
absolute minimum. 








All parts renewable. Write for 
circular. 


EAGLE MANUFACTURING COMPANY 


Dept. MS 6 Wellsburg West Va. 





BELTING 








PRODUCTS 


@ Familiarity with these distinctive GLOBE 
profit items will spell sales-success for you 


KANRY-TEX BELTING 
SOLID WOVEN WHITE COTTON BELTING 
SOLID WOVEN WATER PROOF TREATED 
BELTING 
ENDLESS WOVEN BELTS 
HARVESTER WEBBING 
SIFTER BRUSH WEBBING 
SHOE MACHINE WEBBING 
BOLTING CLOTH WEBBING 
APRON WEBBING 
SPINDLE BANDING 
LINEN WEBBING 
OTHER WEBBING AND BELTING SPECIALTIES 


The GLOBE PRODUCT coupled with the 


GLOBE POLICY makes dollars for distributors. 
Sold through Mill Supply distributors! 


Woven Belting Co., Inc. 


pe Telemeliicie 1e 
BUFFALO, N.Y. 
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onVICTORS 


Matragiaged 


FAN PROMOTION 





Backed by an aggressive 
thermometer sensitized 
promotion, the new 
Victor Fan Line will turn 
the heat into cool profit 
for you. 


You'll want the new 
Victor Fan Catalog and 
the Victor Push. Com- 
plete details about this 
fast-selling Fan Line for 
1940 and the push behind 
it. Hurry. Write or wire 
at once. Get set for your 
most profitable FAN 
YEAR with VICTOR 
NOW! 





VICTOR 


ELECTRIC PRODUCTS, INC. 


Dept. J-3005 
2950 Robertson Ave. - Cincinnati, Ohio 


Buality is always VICTOR 
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backfires 


The Manager’s Page... a meeting ground for discussion of problems 
common to distributors and manufacturers . . . seeking to dispel 


the fog of misunderstanding which may exist between the two 














8 \jter observing the unusually fine accomplishments many problems on which such a group could throw 
of the distributors’ relations committee of the Ameri considerable light. 
can Supply and Machinery Manufacturers’ Associ For instance, do the majority of industrial buyers 
ation and the manufacturers’ relations committees of realize the load they place on distributors, manufac- 
the National and Southern Supply and Machinery turers and themselves by issuing numerous small 
Distributors’ Associations, the thought occurs to us orders in the course of a day and that, in the end, 
that perhaps even this good work could be improved. they pay for this luxury? Isn’t it possible that a 
Would not much be gained by including in the joint committee of manufacturers, distributors and 
joint activities of these committees a committee repre purchasing agents could arrive at recommendations 
senting the National Purchasing Agents’ Association ? which would alleviate this situation somewhat ? 


Without a question of a doubt both manufacturers 


and distributors would gain much from the advice of 8 \re distributors and manufacturers sure that they 
such a committee. And isn’t it logical, too, that the are providing buyers with the type of sales information 
industrial buyers of the country as represented by they need? Are they sure that the practice of employ- 
this suggested committee, would benefit through con- ing missionary salesmen is desirable? Who is better 
sultation on distribution problems with the manufac qualified to tell them these things than a committee 


turers and distributors who serve them? of purchasing agents who, in addition to being in an 


excellent position to observe themselves have access 


8 Outstanding marketing men these days seldom make to the opinions of some 5,500 leading industrial 
a move without first attempting to gauge the desires buyers ? 
and needs of the people to whom they hope to. sell. We do not pretend to speak for the purchasing 
~ Why shouldn't the manufacturers and distributors agents nor do we know whether they would consider 
of industrial supplies and equipment avail themselves such an activity but the benefits which could accrue 
of this technique ? to them, as well as to manufacturers and distributors, 
it is granted that such a joint committee would appear to be great enough to justify serious considera- 
Le unable to arrive at definite conclusions on specific tion of such a plan by all three organizations. 
marketing problems. At the same time, there are Jim CHANNON 
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shown checking a small angle parallel. IN THE SHOP shown inspecting a broach after sharpening. 
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ON THE INSPECTION BENCH checking hubs of bevel gears. IN THE LABORATORY — testing socket screw for head to body 


concentricity —photo courtesy of Parker-Kalon. 


THE L. S. STARRETT CO., ATHOL, MASS., U. S. A. 


World's Greatest Toolmakers = Manufacturers of Hacksaus Unexcelled — Steel Tapes, Standard for Accuracy 
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@ Hi-Tensile "G” gives an espe- 


cially tough and ductile weld. This makes it a favorite on 





jobs that must later be exposed to considerable shock and 


strain. Hi-Tensile ''G” lays a smooth, dense bead—and lays it 


4 t rong, Sho ck- smoothly and quietly and rapidly with little spatter and slag loss. 


This electrode is designed for downhand and horizontal fillet 


* ae 
Resisting welding and meets the requirements of all regulatory specifica- 


tions for these classes of work. Write us for complete informa- 


Welds! tion on Hi-Tensile ''G” and other Page electrodes. 
a 


SELL ACCO QUALITY in Page Welding Electrodes; Page Wire Fence; Tru-Lay 
Preformed Wire Rope; Reading-Pratt & Cady Valves; Campbell Abrasive 
Cutting Machines; American Chains; Wright Hoists, Cranes and Trolleys. 


PAGE STEEL AND WIRE DIVISION 
MONESSEN * PENNSYLVANIA 
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